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Sparks 


State of the nation’s economy: 
Up 

AircraFr OutTpuT—As of March 31, 
makers of aircraft, airplane engines 
and propellers reported $13,804,000,- 
000 backlog. This was a 71 percent 
increase from the first quarter of 
1951. 

Evectricity—Revenues of private 
electrical utilities in 1951 totaled 
more than $6,000,000,000, up 9.6 per- 
cent over the $5,500,000,000 total in 
previous year. 

Farm Income—For first half of 
this year, a 4 percent gain was re- 
oc over the same 1951 period, 











ut total by end of this year is not 
xpected to be higher over last. 
* 


* * 


Down 
Exports, Imports—Both dropped 
in April, with import shipments 


otha to $1,332,000,000 from 
arch’s $1,417,700,000 and exports 
from $963,300,000 to $931,800,000. 
Business Trenpo—In week end- 
ed June 14, New York Times 
barometer dropped to 149.9 from 

153.3 in the preceding seven days. 
Figure for comparable week last 
year was 174.7. 

Business Faitures—Fell from 175 
to 151 during week ended June 19, 
as contrasted with 180 for com- 
parable week of 1951, according to 
Dun & Bradstreet. 

* + 


* 


General 
MACHINE Too.ts—Industry shipped 
nm May 13 percent over the num- 
ver of new incoming orders, and 
ndex jumped from 307.9 to 322.3, 
ne highest in 10 years. 





Top Cars 
New-car registrations for four 
months, plus 19 states for May: 
1952 Pos. Make 1951 Pos. 
1—300,143 Chev. 444,107— 1 
2—238,635 Ford 352,293— 2 
3—156,304 Plym. 207,566— 3 
4—109,828 Buick 165,217— 4 
5— 89,050 Pontiac 137,956— 5 
6— 79,909 Dodge 112,265— 6 
I— 76,513 Olds. 111,935— 7 
8— 61,964 Stude. 77,069— 9 
9— 60,174 Mercury 92,042— 8 
10— 44,737 Nash 47,856—11 
ll— 41,456 Chrysler 61,036—10 
12— 32,045 DeSoto 40,985—13 
13— 27,969 Cadillac 37,848—14 
14— 26,535 Hudson 43,989—12 
15— 22,912 Packard 27,687—15 
16— 13,072 Kaiser 23,869—16 
17— 10,350 Willys 9,815—19 
18— 10,205 HenryJ 22,836—17 
19— 17,673 Lincoln 10,303—18 
20— 1,629 Austin 1,305—21 
21— 1,272 Crosley 2,242—20 
22— 1,176 Brit. Ford 976—22 
23— 414 Allstate 
Total All Makes 
1,420,061 2,036,175 
For further details see page 
24, today’s issue. 








Third of Vehicles 
Found Defective 


Tn Safety Cheek 


Unsafe Trucks Show 
Biggest Rise Over ’51; 
Brakes Lead Items 


ASHINGTON.—Nearly one out 

of every three of the nation’s 
motor vehicles — 32.6 percent — are 
unsafe, it was revealed last week 
in preliminary reports on the May 
Safety-Check campaign. 

This compares with 30.2 percent 
found defective in May, 1951, ac- 
cording to W. F. Hufstader, chair- 
man of the Inter-Industry Highway 
Safety committee which sponsored 
the campaign, 

Of 335,016 cars checked, 31.4 
percent were in need of service 
attention, compared to 30.6 per- 
cent in 1951. Of 46,704 trucks 
checked, 39.7 percent were found 


unsafe, compared to only 27.2 
percent a year ago. 
Heading the list of 10 items 


checked were brakes, one out of 
seven defective; one out of 12 front 
lights; one out of 14 rear lights, 
and one out of 15 steering and 
exhaust systems. 
* x * 

HUPStT ADEN, vice - president of 

General Motors, said that the 
“results of this check indicate the 
need for all owners to have their 
cars ‘Safety-Checked’ periodically. 

“With an estimated 49 million 
vehicles due to take to the streets 
and highways over the long 
Fourth of July holiday weekend,” 
he stated, “every motorist should 
make certain his car is in safe 
operating condition. But that is 
not enough. In addition to start- 
ing holiday or vacation trips in a 
safe car, make certain YOU drive 
in a safe manner.” 

The Safety - Check program was 
conducted by the Inter - Industry 
Highway Safety committee in co- 
operation with the National Safety 
Council. Results were obtained on 
the basis of “Safety-Checks” made 
by the nation’s automobile, truck 
and tire dealers of 551,296 vehicles 
in all states and the District of 
Columbia, 

ced co > 

A*™ ADDITIONAL comprehensive 

“Safety-Check” of 169,576 ve- 
hicles, conducted in Florida by the 
Florida Highway Patrol and the 
Florida Automobile Dealers Assn., 
showed that 56,370, or 33.2 percent, 
failed to pass. A total of 131,223 
cars and 38,353 trucks were 
checked by Florida dealers with 
official O.K. stickers being placed 
on vehicles passing the check. 

Items checked, by type and the 
percentage of each to the total 
number of parts in need of main- 





(See SAFETY, Page 34, Col. 5) 


But Week’s Output Is Near 1952 at 


JUL a= 1982 








By Bernie Thomas 
Associate Editor 

| AN effort to improve first-half 

performances, auto plants in this 
country last week dug up enough 
steel to push car and truck pro- 
duction to one of the highest levels 
of the year. 

However, as the steel strike 
dragged on, the auto industry’s 
immediate outlook for the sec- 
ond-half of 1952 is for drastic 


curtailment of production early 
in July and complete shutdowns 

soon after. 

Built in U. S. plants last week, 
according to AUTOMOTIVE News esti- 
mates, were 95,657 cars and 25,800 
trucks-——a total of 121,457 vehicles. 
The total of 119,614 units, produced 
the week before, was made up of 
94,365 cars and 25,249 trucks. 

Both those production efforts dug 
heavily into steel inventories, and 








From this little stream of molten meial 
furnace is located in General Motors’ 
million-dollar GM Technical Center north 
air-conditioned solarium, compared with 
special exhaust system removes all gases 
the pour. The building is equipped with 
equipment for metallurgical research, as 


production operations. 
* 


Top Research 


By Pete Wemhoff 
Editor, Automotive News 

ORROSION, heat-resistant ma- 

4 terials and substitutes for nickel 
parts are the current No. 1 prob- 
lems of auto research, it was re- 
vealed last week during a press 
tour of the new General Motors 
Technical Center, just north of 
Detroit. 

The new Metallurgy building, 
first completed structure in the 
GM Research Laboratories group, 
is part of the multi-million-dollar 
Technical Center development which 
is expected to be completed within 
four years. 

Prime project of the research 
center for some time has been 
to take strategic metals out of 





motor vehicles, declared Dr. Rob- 





New-Car Sales Dip in Some Areas 


By Sam Sampson 
Staff Writer 
ESPITE the fact that lowered 
production seems imminent due 
od the steel strike, five areas re- 
ort that new-car sales have slacked 
ff since June 1. 

New-car sales at Akron for the 
week ended June 14 were listed at 
400 cars, or 45 cars below the 
previous week’s figure. A report 
from Pittsburgh stated that sales 
were “down a little” for the week 
ended June 21. 

For the same week, Cleveland 
moved 1,124 cars, it was reported, 


vhich is about 10 percent below a 





veek earlier. In New York, 6,206 


cars were titled during the week 
ended June 14, as compared with 
6,566 the previous week. 

New-car sales in Columbus, O., 
were reported at 800 for the first 
15 days of June, as against 899 
transactions for the last half of 
May. 

+ * 

Bu on the more cheerful side, 

new-car sales during May are 
reported to be better than the same 
month last year in nearly all cases. 
Omaha reported that May volume 
this year totaled 1,196 as against 
974 the previous month. 

Meanwhile, R. L. Polk & Co., 
auto statisticians, predicted last 


+ 


week that May passenger car 
sales might reach 400,000—the 

best month since last Septem- 
ber. The prediction is based on 
returns from 19 states for May, 
the company said. 

Detroit Automobile Dealers Assn. 
reported the titling of 13,572 cars 
during May. This compared with a 
total of 11,919 for April. 

Denver said that new-car sales 

(See SALES, Page 37, Col. 3) 
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A Hot Pour for Auto Research— 


new Metallurgy building, part of the multi- 


Substitutes, Corrosion 


may come a better car for tomorrow. This 


of Detroit. The new building resembles an 
oldiime blacksmith shop foundries, and a 
even when the furnace is being tipped for 
the most up-to-date laboratory and testing 
well as pilot plant areas for experimental 


Projects: 


ert F. Thomson, head of the GM 
Research Metallurgy department. 
“Since North America is becom- 
ing poorer and poorer in strategic 
materials,” said Dr. Thomson, “we 
have been striving to use only 
(Continued on Page 31, Col. 1) 





Dealers Promised 
Former Handling 


And Ad Charges 


By William Ullman 
Washington Correspondent 
Yo ASI TON.— Marking a sig- 
nificant victory for new-car 
and truck dealers, NADA officials 
last week announced that they had 
obtained the Office of Price Sta- 
bilization’s promise to: 

1, Permit each dealer to use his 
pre-Korean base period’s delivery 
and handling charges in deter- 
mining his retail prices. 

2. Allow the dealer to add other 
charges—-such as advertising—cus- 
tomarily used in the base period. 

3. Provide alternative methods of 
computing ceiling prices so that all 
dealers could resume their pre- 
Korean pricing practices. 

7 * * 


LLIS ARNALL, OPS director, 

said that Ceiling Price Regula- 
tion 83 would be amended to in- 
corporate these changes. As AUTO- 
MOTIVE News went to press Thurs- 
day, the OPS staff was expediting 
revision of the regulation. 

However, a day after Arnall’s 


-DE T 


Auto Shutdowns Loom 


this week is likely to see the steel 
situation take its first big bite out 
of the auto industry’s final assem- 
bly operations, even though the 
July 4 holiday will limit scheduling 


to four days. 
~ 


ENERAL “MOTORS last week 

was forced to idle thousands of 
its workers on jobs that feed sup- 
plies and parts to the ‘corporation’s 
final assembly lines. In some of 
GM’s feeder plants, the work-week 
has been cut to 28 hours instead 
of the normal 40. Buick sub-assem- 
bly shipments to B-O-P plants were 
stopped. 

Willys-Overland reported plans 
to close down at the end of to- 
day’s (June 30) work schedule. 
Nash will close its plants July 3 
for a two-week annual vacation, 
when inventory will be taken. It 
was reported that Studebaker 
would close July 3 for an indefi- 
nite period. 

It is reliably reported that Chrys- 
ler plants will start going down 
early in July, beginning with 
Chrysler division on July 9. Each 
division, when it goes down, will 
have completed or nearly com- 
pleted its 1952-model run. 

a a ” 


i THE case of Chrysler division, 
there will be a few 1952 models 
to be cleaned up in August, de- 
pending on the steel strike. 

Chrysler is said to have de- 

cided to cut off its 1952-model 
building plans somewhat earlier, 
an action which will result in 
stocks of some components being 
left over. These parts, it is said, 
will be shipped to dealers as 
replacement items. 

The rest of the industry has been 
silent on plans for continuing car 
and truck production. However, it 
is considered unlikely that there 
will be much car and truck pro- 
duction after July 15, if the steel 
strike continues. 

There was little optimism in the 
auto industry for an early break in 
the steel crisis. Most plants were 
advising their dealers to get into 
the used-car business in order to 
alleviate the effects of a possible 
famine in new-car shipments. 

a * oa 


(= thing seemed certain—few 
1953 models will be coming out 
according to plans that were drawn 
up earlier this year. Most of them 
will be at least 30 to 45 days late, 
and longer than that to the extent 
that the steel strike continues. 
With one day of production left, 
it appears that U. S. plants will 
wind up the first half of 1952 hav- 
ing turned out 2,200,000 cars and 
640,500 trucks for a total of 2,840,- 
500 units. When the barrier of gov- 
ernmental controls over production 
are considered, production goals 
thus far this year have been at- 
tained to a great degree. 

Actually, all the steel strike has 
cost the auto industry so far is 

(Continued on Page 37, Col. 1) 





Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


152,400 


121457 119,614 


1951 


Week Week Week 
For complete production totals 








letter agreeing to the change was 
(See NADA, Page 38, Col. 1) 





by makes, see table, page 37. 
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Modified Union Shop Rejected . . . 





Pressure Rises for Use 


Of T-H in Steel Crisis 


RESSURE on President Truman 

to use the Taft-Hartley Act to 
end the nearly four-week-old steel 
strike mounted last week, as the 
House joined the Senate in “re- 
questing” the President to invoke 
the law. 

Meanwhile, modified steel- 
workers’ demands for a union 
shop were rejected by the steel 
industry, and the strike deadlock 
continued. 

A contract agreement between 
Weirton Steel Co., subsidiary of 
National Steel, and the Independ- 
ent Steelworkers Union failed to 
make even a slight dent in a crisis 
that was fast breeding paralysis 
for the nation’s industrial machine. 

The only bright spot in the strike 
picture was that at last somebody 
had given ground, Steelworker 
President Philip Murray’s revision 
of his union shop demands was 
considered an important concession 
in some circles. 
* * 

OWEVER, industry representa- 

tives seemed to feel that Mur- 
ray was trying to get the same 
thing in a different package. They 
said his new proposal still smacked 
of too much compulsory unionism, 
and turned it down. 

While the House was voting to 
“request” President Truman to use 
Taft-Hartley, Rep. Halleck (R., 
Ind.) predicted that the strike 
would be settled within a week. 
Halleck’s statement was credited 
with helping to beat down a House 
proposal to demand that the Presi- 
dent resort to injunctive action. 

Truman has said that he is 
considering using Taft-Hartley, 
but has insisted that congres- 


GM of Canada 
Cuts Prices $10 
On Cars, Trucks 


OSHAWA, Ont.—Price cuts of $10 
on all its car and truck models 
were announced last week by Gen- 
eral Motors of Canada. 

William A. Wecker, GM of Can- 
ada president, said the price cuts 
were inade possible by a recent de- 
cline in living costs, and a result- 
ant downward adjustment of wage 
and salary rates. 

In the U. S., GM made no price 
adjustments when the American 
cost-of-living index shaved wages 
in its U. S. plants by one-cent an 
hour on June 1. 

At the same time, however, GM 
workers in the U. S. received a 





four-cent-an-hour “annual improve- 
ment” raise, under the UAW-CIO’s 
contract with GM in the U. S. 








Calif. Entrant— 


First entrant in the Southern California 
Plymouth dealers model plane contest is 
signed up by G. O. Richardson (right), 
sales manager of Ray Brooks (Chrysler- 
Plymouth) of Van Nuys, Calif. Clark Cu- 
sick (left) 17-year-old high school student 
of North Hollywood, Calif., displays one 
of the model planes he will enter in the 
meet. The blond in the center is 19-year- 
old Jean Christman of Sepulveda, Calif., 
whe has been chosen “Model Miss” and 
will reign over the two-day event. 





sional requests will have nothing 
to do with his decision. 


The union-shop issue was said 
to still be the only remaining bar- 
rier to settling the prolonged 
strike. The steel firms were re- 


ported willing to come close to 
recommendations of the Wage Sta- 
bilization Board insofar as wage 
raises are concerned. 

* * * 
EPORTEDLY, the steel com- 
panies have been assured that 

they can get price increases over 
and above what ordinarily would 
be allowed under the government’s 
stabilization program. 

Murray’s new proposal on the 
union shop issue would have had 
all new employes of steel firms 
sign two cards —one an applica- 
tion for membership in the union 
and another authorizing initia- 
tion and dues fees deductions, 

After 20 days of employment, the 
new worker could revoke his mem- 
bership application by sending a 
registered letter to that effect to 
both the company and the union. 

There was some question as to 
whether the plan would permit the 
worker to revoke his authorization 
of initiation and dues fees. 

* * * 

NDUSTRY representatives are 

said to have taken the position 
that providing new employes with 
membership cards at the time of 
hiring might be construed as hav- 
ing a measure of compulsion. 

They also maintained that few 
workers would be likely to go to 
the trouble of sending out regis- 
tered letters in the event that they 
did not desire union membership. 

Murray fed his new proposal 
first to Bethlehem Steel. He is 
known to want to break the in- 
dustry’s solid front and make 
separate agreements if possible. 

However, Murray is determined 
to settle for little less than the 
recommendations of the WSB, 
which call for wage and fringe 
benefits amounting to about 26 
cents an hour, plus a union shop, 
it is believed. 

Steel producers have offered a 
package worth around 25 cents an 
hour. However, they have firmly 
refused to give anything on the 
union shop, maintaining that every 
employe should have the right to 
decide for himself whether he 
wants to join the union. 

Meanwhile, the government esti- 
mated that more than a million 
workers would soon be idled as a 
result of the steel dispute. 


* 


Ford Mobile Training Units— 





Ford owners in even the most remote sections of the country now will have the 
benefit of factory-trained mechanics through the use of 33 specially outfitted 1952 
Ford Ranchwagons. Eleven of the new units were delivered this week to service instru- 
tors from different parts of the country. Lined up in front of their units are (left): 
A. R. Bensen, Rockford, Ill.; D. L. Morris, Salt Lake City; R. F. Hollis, Louisville; T. H. 
Dooley and William Hamous, New York City; C. K. Brown, Pittsburgh; F. B. Nyland, 
Seattle; J. C. Crain, New Orleans; W. H. Tirey, Memphis; W. G. Franklin, Oklahoma 
City, and J. W. Laver, Des Moines. (See story on page 35.) 





RICHMOND, Va.—A federal dis- 
trict court jury last week awarded 
$284,330 to two Virginia women 
who sued Ford Motor Co. as a 
result of injuries suffered in an 
automobile accident. 

The jury handed down its ver- 
dict, involving the largest sum 
ever awarded in federal court 
here, after hearing evidence for 
four weeks. 


Final disposition of the case was 
tied up by a Ford motion for a 
directed verdict in favor of the 
defendant. Ford attorneys said that 
the motion was entered prior to 
the admission of evidence and that 
Judge Sterling Hutcheson had re- 
served decision. Ford also planned 
a motion to set aside the jury’s 
ruling, 

Of the total, $234,330 was 
awarded to Mary Bailey Mahone, 
of Clifton Forge, and $50,000 to 
Margaret Bennett Pierce Milby, of 
Cobbs Creek. Mrs. Mahone had 








Defense Contracts Pile Up 
As Steel Supplies Drop 


By Ed Janicki 
Staff Writer 

DETROIT.—While the nation’s 
arms production faces early paraly- 
sis if the steel strike continues, 
new defense contracts are piling up 
on auto makers. 

Auto producers this month re- 
ceived more new assignments 
than in the two preceding months, 
despite a request from the De- 
fense Department for contractors 
to shift steel orders to non-struck 
plants. There aren’t many of 
these. 

The Detroit Army Ordnance, 
alone, awarded contracts totaling 
nearly $15,000,000 to Michigan in- 
dustry during the week ended June 
14, according to Col. Paul M. Seleen, 
district commander. 

The largest award was an addi- 
tional $8,791,000 to GM’s Ternstedt 
division for continued production 
of a highly complicated optical 
range finder, details of which were 
revealed to the press recently. 

The range finder is being used in 





Ford Quota Decision 
Expected This Week 


WASHINGTON. — The NPA 
appeals board decision on Ford’s 
request for a revision of auto 
quotas is expected this week. It 
was said that an effort would 
be made to release it before the 
July 4 holiday. 





the medium tank produced at the 
Detroit Arsenal, which is expected 
to cut tank output by 30 percent 
early in July, according to officials. 
A complete shutdown of the Arse- 
nal is feared by Aug. 1. 

Nearly $1,000,000 was awarded 
by the Detroit Ordnance to Ford 
for its tank contract in the latest 
assignments. On June 12 Ford 


was granted a $214,036,360 boost 
(See DEFENSE, Page 35, Col. 3) 


'2 Equals 3' 
Oil Week Oct. 12-18 to Stress 


Gasoline Progress 


NEW YORK. — Progress in the 
manufacture of quality gasoline 
will be the theme of this year’s 
Oil Progress Week, Oct. 12-18, the 
fifth such observance sponsored by 
the American Petroleum Institute’s 
oil industry information committee. 

Highlighting the nationwide ob- 
servance will be the screening of 
a film, “2 Equals 3,” whose title 
symbolizes the idea that two gal- 
lons of modern gasoline provide the 
work energy which required three 
gallons in 1925. 

Tens of thousands of individuals 
—from corporation presidents to 
independent retailers — will take 
part in Oil Progress Week activi- 
ties. They will attempt to give the 
American public a better under- 
standing of the industry. 











Ford Loses $284,330 Suit 


Two Virginia Women Awarded Damages; 
Claimed Car Was Defective 


asked $312,440 and Mrs. 
$100,000. 

In companion suits, the two 
women said they were injured in 
August, 1949, when a 1949 Ford 
in which they were riding went 
out of control and crashed into 
a tree. They blamed the accident 
on a faulty steering mechanism. 
Mrs. Mahone was driving the car. 
The Ford company denied that 
it was guilty of faulty workman- 
ship or negligence. 

During the trial, many Ford 
parts were placed on exhibit as 
evidence by both sides. 


Milby 





Tampa Dealer 


Must Go to Jail 


TAMPA, Fla. — Federal Judge 
William J. Barker has revoked the 
probation of L. Max Hargrove, 45, 
Tampa used-car dealer, and ordered 
that he start serving a three-year 
prison term immediately. 

Hargrove was placed on proba- 
tion in 1949 after conviction on 
three counts of selling used cars 
over wartime Office of Price Ad- 
ministration ceilings. A few months 
ago he was arrested by the Fed- 
eral Bureau of Investigation and 
charged with helping dispose of a 
stolen car. That arrest brought 
about’ the revocation of his pro- 
bation. 

In addition to serving time for 
the OPA conviction, Hargrove will 
have to stand trial on the stolen- 
car charge, court attaches said. 














On K-F's Plane Line— 


Huge 20-ton Fairchild C-119's for Air Force cargo and troop transport service take 
shape at Kaiser-Frazer's Willow Run plant. K-F has started manufacturing operation: 
for production of a second Air Force plane—the Chase C-123—to be built at Willow 
Run concurrently with present aircraft and auto output. (See story on page 34.) 




















° 
OPS Pondering =| ¢ 
| e 
Suspension of + 
e J o 
Tire Price Lids 
| WASHINGTON. — Although OPS 
| doesn’t believe there is evidence 
yet of a softness in current tire 
| prices at the manufacturing level 
3 it has agreed to study petitions of 
|the tire and tube manufacturers 
| for suspension of tire price ceilings 
Tire makers have been advised ‘ 
that their request is being reviewed ‘ay 
together with many similar peti- Legs 
tions from other manufacturing in- ANd 
dustries. ce 
The committee for relaxation of 108 
controls is in the process of formu- Tk 
lating objective standards for sus- ag 
pension in fields other than pri- th 
mary agricultural raw materials, act 
OPS said. : 
OPS representatives agreed to ste 
confer with the tire makers at a er’ 
later date on additional evidence to tio 
be submitted as to the propriety of cia 
their suspension claims. po! 
Also discussed at the latest meet- for 
ing between OPS and tire makers ac 
was the proper pricing of new tires sul 
under the general ceiling price reg- 
ulation. An opportunity was given of 
the committee to submit its views 
on industry practices. a 
fl 
Packard Counsel . 
e © ou 
Tibbetis Retires ve 
DETROIT..-Retirement of Mil- ul 
ton Tibbetts, vice-president and ca 
patent counsel, who served more I 
than 45 years in Packard legal ma 
posts, was announced by the com- get 
pany last week. cor 
President James J. Nance said tan 
that Alfred E. Wilson, assistant fur 
patent counsel since 1948, had been ow! 
named patent counsel to succeed att: 
Tibbetts. dea 
Tibbetts, first employe of the ers 
company’s legal department, joined bas 
Packard in 1907 as its legal assis- pos 
tant. He later became patent coun- 
sel, and served successively as as- Ne 
sistant secretary and assistant wiles 
vice-president until elected a vice- O 
president in 1931. He will live at 
Whittier, Calif. pro 
Wilson, 45, joined Packard in yea 
1946 as a patent attorney. qua 
pe i con 
pro 
Scholarly Fete firs 
Ford Fund Is Entertaining _— 
72 Prize Students ity 
DEARBORN, Mich. — Seventy- teri 
four winners of 1952 Ford Fund N 
scholarship awards, all sons or car: 
daughters of Ford employes, will be now 
entertained, starting today (June vidi 
30), at a three-day meeting here. mal 
Seventeen states will be repre- abil 
sented at the conference. Forty- 1 
eight of the winners are from Mich- ad 
igan. All will receive four-year res 
scholarships covering tuition at the io 
school of their choice. In addition, ous 
they will get a portion of their liv- oft 
ing expenses. ~— mee 
During their visit here, the award 
winners will tour the Rouge plant, _W 
visit historical landmarks in the } Tiod 
Detroit area, make a brief trip to | fact 
Windsor, Ont., and attend a De- | ‘t 2 
troit-Chicago baseball game. mad 
At the awards banquet Tuesday, Ins. 
Henry Ford II, president of the J Cha! 
Ford Fund, and Dr. Harlan Hatch- ries 
er, president of the University of } lion 
Michigan, will speak. Prov 
The winners were selected in a § ‘tril 
nationwide competition on _ the cars 
basis of their class standing, exam- § Past 
ination grades and other factors. Fr 
kno\ 
be _ 
Ad\ 
Aut 
Aut 
Dec 
Dec 
Edit 
Fine 
FOE 
Jore 
Lett 
Mer 
Nev 
Obi 
Pers 
Pric 
Pric 
Proc 
Reg 
Safe 
Wa: 
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Gevanal weeks ago AUTOMOTIVE 
News reported that a _ recent 
NADA poll indicated that 25 per- 
cent of the dealers operated with a 
loss for the first quarter of 1952. 
This brings to mind again the 
age-old axiom: “Self preservation is 
the first law of the universe.” The 
active word in that law is “self.” 

There are many influences con- 
stantly at work that affect a deal- 
er’s operation—government regula- 
tions, factory contracts and asso- 
ciation activities. These are all im- 
portant, but let’s cast them aside 
for the moment and analyze what 
a dealer himself can do to best as- 
sure his future. 

The good of these three out- 
side influences cannot be received 
unless the dealer’s house is in or- 
der. The bad of these outside in- 
fluences will have less impact if 
we, ourselves, do everything in 
our power to improve the plans, 
practices and policies which are 
under our direct and exclusive 
control. 

It has been the observation of 
many dealers that many operators 
get so involved in discussions and 
consideration of these three impor- 
tant influences that they bury the 
fundamental importance of their 
own management and outlook and 
attitude regarding their individual 
dealership. As yet, too, many deal- 
ers are projecting the future on the 
basis of what has transpired in the 
postwar years. 

* * e 


Needed for Survival 

§ pphenrcominonanea expense and a sales 
program, predicated on the 

profits available in the last few 

years, obviously will not be ade- 

quate in the future when serious 


competition returns. Even though’ 


production has been restricted the 
first half of this year, the quantity 
of cars that have been manufac- 
tured just about equals the size of 
the market. Now with the possibil- 
ity of removing restrictions on ma- 
terials, the picture has changed. 

No longer will our ability to get 
cars be the key to our profit. From 
now on it is the ability of the indi- 
vidual dealer to gain and retain 
markets that will determine his 
ability to survive and make a profit. 

But before discussing individ- 
ual dealer’s operations of the fu- 
ture, perhaps a little review may 
be in order to point out a very 
fundamental influence that is so 
often overlooked but which is so 
necessary for survival. 

We have just gone through a pe- 
riod where to get a car from the 
factory automatically meant a prof- 
it and a considerable one. We also 
made profit on the used-car trade- 
ins. Now that picture is rapidly 
changing. That automobile facto- 
ries are equipped to build nine mil- 
lion cars a year already has been 
proven. So without an act of God, 
strikes or a war, the shortage of 
cars will soon be a thing of the 
past. 

From past experience we all 
know that the production rate can 
be pushed up faster than any in- 
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Dealers tell me | 


By John 0. Munn 
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crease of consumer demand. So our 
ability to make money rests less on 
obtaining cars than on selling them. 
Briefly, the bottleneck will be re- 
tail sales, not factory production. 
Even though the dealer is now the 
dominant factor in the industry, 
the factory will continue to exert 
more and more influence. 
* + * 


No Hit-and-Run 


WE MUST realize that a factory 

can only make money by sell- 
ing new cars. A dealer’s future, if 
he is to sell the volume expected by 
the factory and still make a profit, 
depends upon selling himself into 
the market so that more and more 
people realize the importance of his 
contribution in this field. He must 
interpret his business constantly to 
the public so they will realize that 
what they buy is the use of a car 
rather than the car itself. 


The only important tool a dealer 
can employ to save himself from 
vicious cut-throat competition is 
building public acceptance for his 
organization. 

We must all remember that, 
while we are individual dealers, 
we sell a trademark specialty 
that arrives on our salesroom 
floor with a maximum degree of 
consumer acceptance. Manufac- 
turers spend over 100 million dol- 
lars a year to extol the virtues 
of their particular car. The man- 
ufacturers’ executive staff must 
assume the responsibility of sell- 
ing these cars and retaining their 
percentage of price class. 

It is good business, and no one 
can criticize it. But the fact is that 
prospects are presold and decide on 
the make of a car they want to 
purchase and then shop around to 
see where it can be bought the 
cheapest. The trade’s answer to 
that cannot and should not be hit- 
and-run selling—a process advocat- 
ed by certain schools of thought. 
Such a program in the long run 
can’t help but tear down such deal- 
ers’ own institutions and will affect 
all other dealers. 

* * * 


Under Dealer Control 

O THIS is where the self in self 

preservation comes in. Com- 

bined forces of dealers who sell 
values not price perhaps cannot 
change the methods of the cut- 
throaters. But why worry about 
them? They are sowing their own 
seeds of self-destruction. But good 
dealers can use the same princi- 
ples that a manufacturer uses when 
he sells his product to the market 
by likewise selling themselves in- 
dividually and what their institu- 
tion means to people who use and 
buy automobiles in the local mar- 
ket. 

As we have repeated so many 
times, it is going to be necessary 
more than ever before for the indi- 
vidual automobile dealer to mean 
more to his public. In other words, 
as we face this future, a good deal- 
er can no longer be thought of as a 
mere extention of some factory as- 
sembly line who exchanges new 
ears for used cars and time pay- 
ment notes, but rather as a dis- 
penser of satisfactory miles of per- 
sonal transportation. He must be 
known for what he is—one of the 
principle and important business 
men in the community. It must be 
constantly recognized what his big 
investment in buildings and equip- 
ment means to automobile pros- 
pects or owners. 

It must be recognized that he, 
himself, foots a large payroll each 
week simply to be ready to see 
that automobile owners get con- 
tinuous, satisfactory use of their 
cars. He must be known as he 
really is, as a leader in the for- 
ward movements in the commu- 
nity, and it must be recognized 
by more and more people that the 
good dealer more than anything 
else has made the use of automo- 
biles so prevalent in this country. 

Of course, it’s the factory’s obli- 





(See MUNN, Page 33, Col. 3) 





saroka Dealers to Work with BBB .. . 


Seek Solution on Complaints 


CLEVELAND. The Cleveland | 
Automobile Dealers Assn. and the | 
Cleveland Better Business Bureau | 
are cooperating in a program de-| 
signed to strengthen customer | 
lationships. 

The CADA has requested the 
bureau to transmit directly to the 
head of any dealership that be- 





| said, 


longs to the association com- 
plaints not ordinarily handled by 
the bureau but which hurt cus- 
tomer relations. 

Writing to the BBB, Burrows 
“we feel a call from you to 
the individual dealer will bring such 
cases to his personal attention and 
will, thereby, have a most salutary 








Calif. Sponsors Adult Driver-Training— 


An adult driver-training course has been established at Stockton college under the 
supervision of David L. Green, head of adult education for the Stockton school dis- 
trict. A new 1952 dual-drive Ford sedan has been supplied by John H. Eagal Co., 
Stockton Ford dealer. Sgt. George J. Barron (in the car) of the California highway 
patrol will give eight hours of actual driving instructions to groups of four so that 
each student will receive a minimum of two hours behind the wheel and four hours 
as a student passenger and observer. Present at the inauguration of the plan are 
(left to right) Lloyd R. Fronefield, Stockton manager, California State Auto Assn.; 


John H. Eagal sr., 


president of the dealership; John H. Eagal jr., 


dealership manager; 


Green, and Capt. Leland S. Drais, California highway patrol. 





OPS Schedules Meeting 
With Dealers July 


WASHINGTON.—The third meet- 
ing of the retail motor vehicle 
industry advisory committee with 
officials of OPS has been set for 
July 8, according to the price 
agency’s IAC office. 

The agenda, as set up last 
week, is as follows: 

1. Welcome by Automotive Branch 
Chief Fred R. Cooper. 

2. Explanation of purpose of the 
meeting. 

3. Changes in market conditions 





Lawmakers Agree 
R. I. Tax on Gross 
Sales Is Unjust 


PROVIDENCE. Various state 
senators, attending the annual out- 
ing of the Rhode Island Automo- 
bile Dealers Assn. recently, agreed 
on the injustice of state taxation 
on the gross sale of new and used 
cars. 

The senators suggested, however, 
that dealers, seeking amendments 
to tax laws at the 1953 general as- 
sembly, should try to suggest some 
other means of taxation to offset 
the loss to the state. 

Included among prominent politi- 
cal leaders who addressed the asso- 
ciation were: Senator William Mc- 
Caughey, Pawtucket, R. I.; George 
Greenhalgh, Glocester, R. I.; Sena- 
tor George Roche, Coventry, and 
former Senator William J. Thomp- 
son, GOP chairman in Rhode Is- 
land and guest speaker at the out- 
ing. 

Dealers should be alert against 
any further attempts to divert 
gasoline taxes from highway pur- 
poses, Thompson said. 

In a baseball game at the asso- 
ciation’s meeting, General Motors 
dealers defeated Ford dealers by a 
score of 3 to 1 and then blanked 
Chrysler dealers, 9 to 0. 


McF strlen Is A omatuiiial 


Buick Dealer in Calif. 


Les D. McFetridge, operating 
under the firm name of Les D. 
McFetridge Buick, Inc., has been 
appointed Buick dealer at Walnut 
Creek, Calif. 

Purchasing the intrest of McCoy 
Buick, Inc., McFetridge is taking 
over the retiring dealer’s facilities 
and personnel intact. He previously 
had served as manager for Contra 
Costa Motors, Buick dealer at 





Richmond, Calif. 


since last meeting held Sept. 13, 
1951. 

4. Pricing techniques—new pas- 
senger automobiles. 

5. Summary. 

Unquestionably, OPS Director Ar- 
nall’s promise to NADA President 
Lloyd to amend CPR 83 to remove 
the cause of major difficulties 
which have been confronting deal- 
ers under that regulation will come 
up for examination unless congres- 
sional action meanwhile obviates 
the necessity for it. 

A reluctance on the part of OPS 
to provide Automotive News with 
details of the agenda was said by 
IAC office spokesmen to be based 
on the possibility that “the agenda 
might be changed, or the meeting 
called off.” 

That may be viewed, however, as 
a safeguard rather than a likeli- 
hood, it was explained. 

This would be the dealers’ first 
official meeting with the present 
chief of the OPS automotive 
branch, Fred Cooper. LeRoy Jor- 
dan headed the office at the time 
of the last meeting. He retired 
Apr. 1. 

Jordan came to OPS from Gen- 
eral Motors. Cooper is known 
through his former association with 
Kaiser-Frazer. 





effect in improving relationship be- 
tween automobile dealers and their 
customers.” 

Burrows added the new ap- 
proach would go beyond the 
realm of maintenance of accepted 
advertising standards, an “area 
in which the relationship between 
our two organizations has been 
healthful both to our automobile 
dealers and to the public of this 


The Cleveland dealers have ar- 
ranged for a series of telephone 
etiquette clinics in which “hello 
girls” at dealerships can learn prop- 
er techniques. 





Cleary Reveals 
Plans for 3-Day 
ATAM Meeting 


CHICAGO.—Legal matters, the 
outlook for production of cars, a 
report on NADA activities, employ- 
er-employe relations and automo- 
bile shows will highlight the mid- 
summer meeting of the Automotive 
Trade Assn. Managers here July 
19-21 at the Edgewater Beach ho- 
tel. 

In releasing the tentative pro- 
gram last week, Edward L. Cleary, 
president, announced some of the 
speakers and their subjects, as fol- 
lows: 

Seymour M. Lewis, “Legally 
Speaking;” Karl Richards, “Pro- 
duction Forecast;” NADA reports 
by officials of that association, and 
forums conducted by: 

David P. Whelchel on “Associa- 
tion Meetings and Conventions;” 
Guy Arthur on “Employer-Employe 
Relations;” A. E. Kress on “Secur- 
ing and Servicing Assn. Member- 
ships,” and Cleary on “Automobile 
Shows.” 

The meetings will get underway 
on the morning of July 19 with a 
closed business session. They will 
conclude on the morning of July 21 
with an open meeting. 

Host at a luncheon on opening 
day will be the Chicago Automo- 
bile Trade Assn. A July 20 lunch- 
eon will be apenssset ty by ATAM. 


Heap Good 50d Ideal! 


N. M. Dealers Add Bit of Fun 
To Safety Lesson 


ALBUQUERQUE, N. M.—A high- 
way-safety booklet issued by the 
New Mexico Automotive Dealers 
Assn. is teaching motorists a seri- 
ous lesson in an amusing, readable 
manner. 

William Randolph, the associa- 
tion’s executive secretary, said the 
pamphlets were being distributed 
to drivers by the department of 
information and courtesy, which 
operates the “ports of entry” on 
New Mexico’s borders. More than 
4,000 of the booklets were passed 
out at Kirtland Air Force base 
here. 

The pocket-sized booklet features 
an Indian cartoon character who 
discusses traffic rules and good 
driving habits. 








Five Buses for Chicago Boys Club— 


Nelson Chevrolet, 


Inc., of Chicago, recently donated five Chevrolet buses to as 


many units of the Chicago Boys club. Shown above with one of the buses are (left 
to right): Gen. Robert E. Wood, president of the Chicago Boys club and chairman of 
Sears Roebuck & Co.; Ray Bryant, president and owner of Nelson Chevrolet, Inc., and 


Irving Rudolph, secretary of the club. 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 





AUTOMOTIVE 

D and dealers in motor vehicles, parts and accessories. 2. A fair profit to 
e ™ the dealers on every used vehicle accepted in partial payment for a new 
a r car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
L overnments applied to the building and maint e of highways. 
£ E 4. The elimination of government and bureaucratic controls over this 
b R industry. § 5. A return to the precepts of independence and the rewards of 


applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 











Did OPS Stop Inflation, _ 
Or Let It Hit Peak? | 


dey buzzing we get in our ears every time we hear an} 
OPS man plead for continuation of price controls is the | 
phony claim that OPS stopped inflation. 


And it’s the party line at OPS. Here’s an excerpt from 
what OPS calls “General Speech No. 64 on enforcement 
problems in sales of new and used automobiles” : 


“In an effort to regain economic stability, in 1950 after 
the outbreak of the war in Korea, we tried voluntary price 
control. 

“Tt did not stop inflation. We tried indirect controls, in- 
cluding restrictions on credit. They did not stop inflation 
either. 

“Finally, we tried direct wage and price controls. 
Inflation all but stopped.” 


Anyone with the memory of a gnat knows darned well 
that the Administration incited wage and price increases 
during that period. 

In effect, the Administration told labor and business: 
M eg if up and get yours, boys. We’re going to clamp down 
the lid.” 

The Administration asked for and received standby power 
to apply controls over wages, prices, credit and production. 
It talked up a huge defense program and warned of short- 
ages — which many believe it created statistically. 


The standby controls hung like a sword over the economy 
for six months. Government men kept threatening direct 
price controls. * 

What happened was inevitable, for the Administration 
design was clear. All up and down the line of the economy 
prices and wages rose in anticipation of the freeze. 


Ironically, the mandatory lid came down when auto 
makers, who had resisted the pressure until actual cost in- 
creases would permit them to do so no longer, finally raised 
prices. Their case was sound. and they did get relief later. 

What OPS (that S stands for a horse-opera kind of Sta- 
bilization) did was open the floodgates of inflation, wait for 
prices and wages to go up, clamp down the lid and then say: 
“Look, boys, we stopped inflation.” 


| 





“Why are they called prob- 
lem children? Maybe because 
they know all the answers.” 

FLINT JOURNAL, 


* * . 


But Come Nov. 


“The repairs are finally fin- 
ished on the White House, and 
they haven’t decided yet whether 
to let the public in—and the 
public has yet to decide whom 
they’ll let in next year.”—Ar- 
thur Godfrey. 


* * * 


Constant Jeopardy 


“During the thirties, people 
blamed all their troubles on 
the banks. Now they’re blam- 
ing the politicians. The sad 
part of it is that I was a 
banker in the thirties and a 
politician now.” —Gov. Adlai 
Stevenson of Illinois. 


* * * 


What Next? 


They tell me an auto dealer 
up in Hollywood was recently 
making up his will, and re- 
quested to be cremated. He was 
asked what disposal he wished 
to make for his ashes. His reply 
was: 

“Just put them in an enve- 
lope and send them to Harry 
Truman with a note, ‘Now, 
you've got everything.” 


* + * 


Industrial Relations Alert 


“Business competition in 1953 
will require both labor and 
management to make some un- 
welcome adjustments to avoid 
widespread recession. Both must 
roll with the punch and make 
mutual concessions under which 
goods can be sold and under 
which jobs can be maintained.” 
—Edwin G. Nourse, former head 
of President Truman’s council 
of economic advisers. 


x 


Domestic Strife 


“I’m constantly getting 
bawled out by my wife. She 
claims prices have gone up 
since I came to Washington.” 
—Ellis Arnall, director, Office 
of Price Stabilization. 


* * ® 


Wouldn’t *Exchange’ 

“I would prefer any day to be 
a nomad in the hills than be a 
member of the Stock Exchange 
and listen to those frightfully 
ugly noises.”— India’s Prime 
Minister Jawaharlal Nehru, de- 
fending the reputation of his 
country’s nomadic headhunters. 


7. * * 


Don’t Damn It—Dry It Up 


Paul C. Smith, editor and gen- 
eral manager of the San Fran- 
cisco Chronicle, addressing the 
Detroit Economic club on the 
U. S. policy of containment of 
Communism: 

“Communism is a dynamic, 
massive moving force con- 
stantly pressing and flowing 
and seeking out weak points 
in the dikes of liberty, and 
searching for valleys of free- 
dom into which to pour its 
floods of despotism. The only 
way to contain this force is 
to defeat it—to dry it up—at 
its source.” 
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‘Protest . . 


letters Dut you may sign your name wi 
used, if you so request. Address Editor, 





This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. 


No attention is given to unsigned 
th the assurance that it will not be 
Automotive News, Detroit 26, Mich. 








| Financing Charges 
| TI read with interest your story on 
page 3 (June 9 issue) of the effort 
to get a constitutional amendment 
in Arkansas to enable dealers to 
charge more than 10 percent on 
automobile financing. 
Remembering how many hun- 
dreds of millions of dollars have 
been “mulct” out of the pockets of 
car buyers, through rate packing 
by dealers and finance companies 
over the past generation, I am 
wondering what arguments would 


be used to get the people of 
Arkansas to vote for such an 
amendment. 


I saw a car sold a few days ago 
—I am familiar with insurance and 
bank rates. This customer was 
“overcharged” only $211, making 
possible a very large kickback from 
the finance company to the selling 
dealer. 

It would seem odd if the people 
of any state would waive, by con- 
stitutional amendment one of the 
major protections which their su- 
preme court says they have. A con- 
stitutional amendment authorizing 
“robbery with a gun” would seem 











If there’s a laugh left in you, that is one. 





10 Years Ago... 





The Big Story 


New-car sales well below May. Applications to the OPA for 
rationed automobiles way off. Public showing little interest due to || t 
gasoline and tire threat. Used-car sales at a standstill ... That’s the 
not-too-pretty picture of the car market in June as indicated in a 
cross-country survey made by Automotive News correspondents... . 
Car dealers were warned last week that price ceilings go into effect 
July 1 on automobile services, with highest March levels the maxi- 
mum... General Motors announced last week that deliveries of war || ‘ 
materials from its plants in the U. S. and Canada in May totalled 
$119,332,117, an increase of $9,305,517 over April deliveries. 





—From the files of Automotive News. 








Mtr. 


was very 


whose title 
Loss Facts.” 


bulletin? 
Averett & Kimbrough Mtr. 


Epitor’s Note: Reputable deal- 
ers and finance companies have 
fought against the finance “pack,” 
along with other organizations. 
But this is not a simple case of 
“more than 10 percent on auto- 
mobile financing.” The 10 percent 
covers insurance as well. Under 
present high insurance costs, 
little would be left to cover in- 
terest on the loan. 

* * * 


Used-Car Book 


as logical.—G. F. Atcort, 1120 E. 
Grove St., Bloomington, IIl. 


During the past year you ran an 


advertisement for a book pertain- 
ing to the used-car business, the 
exact title of which we have for- 
gotten, but “forty years” had some 
place in the ad. 


Can you identify the ad or sug- 


Car Co. 


Epiror’s Note: The book in men- 
tion was part of the 40th anni- 
versary offer made by the Na- 
tional Used Car Market Report, 
Inc., 900 8. Wabash Ave., Chi- 


cago. 
* * * 


Profit & Loss 

Your article in the June 9 issu« 
entitled, “NADA Poll Shows 25 per- 
cent of Dealers Operating at Loss’ 
informative. You men- 


ioned that NADA had a bulletin 
is, 


“Dealer Profit o1 


gest where we might obtain a copy 
of the book? E. J. WimuiaMs, Valley 
(Chevrolet - Olds - 
Buick), Prestonsburg, Ky. 


Do you have an extra copy of the 


M. THomas 


Co 
used cars), Columbus, Ga. 
Epiror’s Note: The NADA bul- 
letin is reproduced in the June 9 
issue, starting on page one and 
concluded on page 58. 


— MELVIN 
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PATENTED 
SCUFF GUARD 














HERE’S HOW: Fisk Scuff 
Guard* protects white side- 
walls against curb scuff and 
damage. A husky ring of 
tough protecting rubber 
fends every blow of curb 
or rut. 


\ 














Ordinary tire is vulnerable to curb 
scuffs that smear and weaken white- 
walls, often cause blowouts. 








Fisk’s patented Scuff Guard* lets 
you park without worry. Your 
sidewalls stay safe and beautiful. 


*Trademark of Fisk Division of United States Rubber Company. 


UNITED 


DIVISION OF 


STATES RUBBER 










No mote - 





scuffed whitewalls 





Fisk Safti-Flight tires, with their patented Scuff Guards*, 


have been millions of miles on thousands of cars—received 






endorsement from all who have used them. We honestly believe 





that if you’re concerned with the utmost in driving safety, and 






with the smart appearance of your car, you'll want the added 







protection and beauty of these great new tires. 


DRIVE IN TODAY...NO OBLIGATION 





COMPANY © Whew » Time to Re-Tine /” 











6 


AUTOMOTIVE NEWS, JUNE 30, 1952 





Past Accessory Records Topple .. . 





295 Firms Exhibit 
At Chicago Show 


CHICAGO.—A record number of 
exhibitors, totaling 295, displayed 


products last week at the 16th an-| 
nual show held under auspices of 


the Automobile Accessories Assn. 
The exposition, which several 
years ago outgrew space available 
in the Conrad Hilton hotel, oc- 
cupied more than two-thirds of the 
north wing on Navy Pier. 
R. Garland Ames, executive sec- 





Hudson Reports 
Dealers Short 
Of Used Hornets 


DETROIT. — Hudson dealers 
across the nation report a shortage 
of Hudson Hornets in the used-car 
market, and a de- 
mand for them 
cannot be filled, 
N. K. VanDerzee, 
Hudson sales vice- 
president, said 
last week. 

“The fact that 
Hudson Hornet 
owners are reluc- 
tant to trade cars 
is a fine tribute to 
Hudson durability 
and performance,” 
VanDerzee said, “but it has created 
a supply problem for Hudson deal- 
ers’ used-car managers. For every 
Hornet turned in there is a buyer 
waiting.” 

The record of the Hudson Hornet 
in stock car racing has contributed 
greatly to the demand, VanDerzee 
said. Thus far this year, Hudsons 
have won 19 stock car races, 


Brazil Subsidiary 
Opened by Bendix 


DETROIT.—M. P. Ferguson, 
president of Bendix Aviation Corp., 
announces the establishment of a 
wholly owned subsidiary in Brazil 
known as Bendix do Brasil, Ltda., 
at Av. Ipiranga 674 S/L, Sao Paulo. 

Bendix do Brasil was established 
in order to render more complete 
service to its distributors and cus- 
tomers in Brazil and South Amer- 
ica, Ferguson said. 

It will handle the sales and field 
engineering of Bendix products 
manufactured for aviation, auto- 
motive, railroad, marine and many 
other basic industries. 











Merger Plans Dropped 
By ACF-Brill, Dairy 

NEW YORK. — Proposals for a 
merger of ACF-Brill Motors Co., 
Philadelphia, and Foremost Dairies, 
Inc., Jacksonville, Fla., have been 
withdrawn, it was announced last 
week. 

C. W. Perelle, president of ACF- 
Brill, and Paul Reinhold, president 
of Foremost, said the merger plans 
were dropped because of the dif- 
ficulties involved in working out 
details. 





retary of the sponsoring associa- 
tion, reported that both attendance 
and buying interest exceeded ex- 
pectations. 

A wide variety of accessories were 
on view, and they attracted many 
buyers from automotive stores, in- 
cluding some of the nation’s larg- 
est chain and mail order organiza- 
tions. 

Exhibitors. and buyers agreed 
they can move all the items that 
can be produced this year because 
of public demand and _ intensive 
merchandising and _ advertising 
campaigns being conducted. 


They said that motorists no 
longer will settle for less than fully 
equipped new and used cars. They 
added that new accessories on the 
market have a keen appeal to 
owners, due to ingenuity of design 
and utilitarian value. 

“The motoring public is vitally 
concerned with safety equipment 
and everything that will improve 
convenience and appearance of 
automobiles,” Ames said, “That is 
why our exhibiting accessory man- 
ufacturers are confident that 1952 
will be a good year for them in 
sales volume and output.” 


‘Car Care’ Parley 
In Cincinnati 


Attracts 7,460 


CINCINNATI.—More than 7,400 
persons converged here recently 
for a “Care Will Save Your Car” 
industry meeting, sponsored by 32 
Cincinnati area jobbers. 

After an official welcome by H. 
V. Bodine, of C & D Auto Supply 
Co., general chairman representa- 
tives of the following Cincinnati 
area jobbers were introduced: 

Acme Automotive Parts, Auto & 
Aero Supply Co., Inc., Automotive 
Parts Corp., Auto Parts Exchange, 
Inc., Auto-Rad Supply Co., Inc., 
Buckeye Service & Supply, Inc., C 
& D Auto Supply, Inc., Covington 
Auto Parts Co., Inc. 

Cumminsville Auto Parts, Deer 
Park Automotive Parts Co., Dor- 
man Automotive Parts Co., Econ- 
omy Accessories Co., F & N Motor 
Co., Gelhot Automotive Parts, Gil- 
bert Automotive Parts Co., Hooper 
Ignition Service. 

Malloy Automotive Service, Mar- 
vin Motor Parts, Monarch Auto 
Supply Co., Motor Specialists Co., 
Northern Kentucky Auto Parts, 
Norwood Automotive Parts Co., 
Ohio Automotive Parts, O K Bear- 
ing Co., Inc. 

Ralston Dist. Co., R.B.S. Auto 
Parts, Inc., Rim & Wheel Service, 
Inc., Ross Auto Parts, H. A. Son- 
tag Co., Spreen Automotive Parts, 
Stanley’s Auto Parts, Inc., Valley 
Automotive Parts. 

Automotive Advertisers council's 
presentation, “Pay Dirt,” was made 
by C. C. Tapscott, vice-president of 
McQuay-Norris Mfg. Co., St. Louis, 
vice-chairman of the council’s in- 
dustrywide program committee. 








Turbine Truck Completes Run— 


A Kenworth truck equipped with Boeing's new turbine engine has completed a 
border-to-border test run from Canada to Mexico. The truck made the 1,445 mile trip 
in 60 hours. Driven as part of the service test program for the 200-pound, 175- 
horsepower engine, the truck is equipped with a glass paneled hood so that people 
can view the compactness of the engine. The truck is seen here at a weighing station 
in Washington state. The truck was on display at the National Truck and Trailer Show 


at Los Angeles. 








Used-Car Bulletin from Detroit .. . 





June 25 


(Auction was fast, but 94 degree 
temperature slowed down attendance, 
Sold 57 units out of 92 offerings.) 


BUICK—’51 Super Riviera, $2,280*. '50 
Super conv., $1,175*. °49 RM conv., 
$1,350; 2-dr., $1,295*. 48 RM conv., 
$970; 2-dr., $825. '47 RM 2-dr., $625, 
$715, $705; 4-dr., $600. 

OCADILLAC—'51 (62) club coupe, §$3,- 
610*. ‘49 (62) conv., $2,600* 

CHEVROLET ‘51 SL Deluxe club 
coupe, $1,460; 4-dr., $1,500. °'50 SL 
Deluxe 4-dr., $1,230; conv., $1,435*. 
'49 SL Deluxe 2-dr., $960; 4-dr., $1,- 
010; conv., $1,075. °48 FL aerosedan, 
$775. 

CHRYSLER—'50 Windsor club coupe, 
$1,625*. ‘47 Windsor 4-dr., $640. 

DODGE—'50 Coronet 4-dr., $1,365. 


FORD—’51 Custom (8) 2-dr., $1,430. 
"50 Custom (6) 4-dr., $1,070. '49 
Deluxe (6) 2-dr., $800, $790; Custom 
(8) 2-dr., $890. ‘°48 ‘4%%-ton pickup, 
$400. °46 SD (8) club coupe, 
$535. °42 SD (8) 2-dr., $150. 

HUDSON—’51 Pacemaker 4-dr., $1,295. 


$525, 


"50 Commodore (6) 2-dr., $1,035. '48 
Super (6) 2-dr., $770. 

MERCURY—’'48 conv., $855, $800. °47 
4-dr., $590. 

NASH — ’51 Statesman 4-dr., $1,360", 
$1,280. °50 Statesman 2-dr., $1,000. 

OLDSMOBILE—’'50 (88) 4-dr., $1,475*. 
"49 (98) 2-dr., $1,200*. ‘'41 2-dr., 
$170. 


PACKARD—’50 4-dr., $1,025*. 

PLYMOUTH—'51 Cranbrook conv., $1,- 
635. °47 SD club coupe, $685. 

PONTIAC—’49 Chieftain (8) 4-dr., $1,- 
200*. °48 SL (6) 2-dr., $830. 

STUDEBAKER — '50 Champion 4-dr., 
$1,025; club coupe, $955. ‘49 Cham- 
pion conv., $930. 





Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 





*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 28, 29 


June 18 
(Sale very fast, shortage of clean 


cars. Sold 68 units out of 111 offer- 
ings.) 

BUICK — '49 RM 4-dr., $1,250*. ‘'48 
RM conv., $900. ‘47 Super 4-dr., 
$510. ‘46 RM 4-dr., $525. 

CHEVROLET—’51 Bel-Air, $1,670. ‘50 
SL Deluxe 2-dr., $1,200. °49 SL De- 
luxe 4-dr., $1,000. '48 SM 4-dr., $770. 
‘47 FL aerosedan, $770. 

CHRYSLER — '49 Windsor conv., §$1,- 


300*. '47 Windsor club coupe, $610*. 
'46 conv., $440; club coupe, $600°*. 

DeSOTO—’51 Custom conv., $1,650*. 

DODGE ’49 Coronet 4-dr., $1,050*; 
2-dr., $945*. '48 Custom 2-dr., $775*. 
‘47 Custom 4-dr., $610. 

FORD—’52 Custom (8) 2-dr., $1,925*. 
’51 Custom (8) club coupe, $1,300, 
$1,410; 2-dr., $1,455*; Victoria, $1,- 
770; Custom (6) 4-dr., $1,385. '49 
Custom (8) 2-dr., $835, $775; conv., 
$1,040; club coupe, $810. ‘48 SD (8) 
2-dr., $650. °'47 SD (8) 4-dr., $710; 
2-dr., $655. ‘46 SD (8) 2-dr., $605; 
club coupe, $575. 

HUDSON—’50 Pacemaker 2-dr., $1,090. 

KAISER — '48 4-dr., $390. ‘47 4-dr., 


$310. 
MERCURY — '51 club coupe, $1,515*. 
"50 conv., $1,325*. ‘49 4-dr., $1,070, 


$1,410*. 
"47 


$1,090. ‘47 4-dr., $695. 
NASH — ’51 Statesman 4-dr., 

'49 Statesman 2-dr., $765, $720. 

(600) 4-dr., $410. 
OLDSMOBILE—’50 (88) 4-dr., $1,460*; 


conv., $1,540*; (98) 4-dr., $1,670*. 
’49 (98) 2-dr., $1,340*. ‘47 (98) 
2-dr., $650. °46 (66) 2-dr., $575*. 


PACKARD—'48 4-dr., $660. 
PLYMOUTH — ’50 SD 4-dr., $1,690; 
Deluxe 4-dr., $1,105; club coupe, $1,- 


205. 

PONTIAC—’51 SL (8) club coupe, $1,- 
665*. ’49 Chieftain (8) 2-dr., $1,150*. 
'48 SL (8) 4-dr., $730. '47 Chieftain 
(6) 4-dr., $665; 2-dr., $710. 

STUDEBAKER — '51 Commander (8) 
4-dr., $1,490*. °'47 Champion club 
coupe, $570. 








Council Meets to Exchange 
Data on Ford Service 


DETROIT. — The National Ford 
Dealers Service Managers’ Council 
met here last week to exchange 
information on service problems 
between Ford and the service per- 
sonnel and its 6,400 dealers. 

Council members and _ service 
managers from each of Ford’s six 
regions across the country were 
welcomed to Detroit by L. W. 
Smead, general sales manager, and 
Carl T. Doman, service manager. 

“The purpose of this council is 
to assist us in obtaining first- 
hand information relative to field 

requirements of training, mer- 
chandising assistance, product in- 
formation, tools and equipment 
and technical data,” Smead told 
the group. “Through the council 
we can better evaluate our ac- 
tivities and constantly improve 
our assistance to dealers.” 


Pointing out that the national | 


council consists of two service 
company sales regions and that the 
members were selected from re- 
gional councils by representatives 
of the 33 district councils, Doman 
said: 

“This conference provides an op- 
portunity for dealers’ service man- 
agers throughout the nation to 
make an on-the-spot presentation 
of their problems through their 
representatives and also to receive 
direct answers from the company 
with no intermediary delay.” 

Opening at the Ford merchan- 
dising school at Fair Lane, the 
council toured the Ford Rouge 
plant and then held a group 
meeting to elect a chairman and 
formulate subjects for discussion 


Auto Imports Fall 
Sharply in Canada 


OTTAWA.—A sharp decline was 
recorded in the value of cars and 
trucks imported into Canada during 
April. 

Government’ reports’ disclosed 
that only $4,775,000 worth of cars 
and trucks were imported, com- 
pared with $12,835,000 in April, 1951. 
Such imports for the first four 
months of this year totaled $14,565,- 
000, compared with $34,840,000 last 
year. 

Imports of automotive parts 
dropped to $17,497,000 in April, 
compared with $20,581,000 the pre- 
vious April. Four-month totals were 
$66,089,000 this year and $75,569,000 
last year. 








with Ford executives during the 
week-long meeting. 


Attending the meeting were the 
following council members: W. H. 
Sharp, Coombs and McBeath, Inc., 
Boston; Frank Matrone, Lockport 
Motors, Inc., Lockport, N. Y.; B. H. 
Crandall, Behrend Brothers, Inc., 
Baltimore; J. C. McGhee, Randall 
and Blakely, Inc., Griffin, Ga.; Ira 
Phipps, Borchers Auto Co., Dayton, 
O.; Max Burke, John M. Williams, 
Hillsdale, Mich.; Walter Schwend, 
Mendenhall Motor Co., St. Louis; 
H. A. Lynn, Dana Hudelson, Inc., 
Champaign, Ill.; L. A. Shannon, 
Earl McMillian, Inc., Houston, Tex.; 
P. Reynolds, Tom Roach Motors, 
Sherman, Tex.; Glenn Sarbo, Ben- 
nett Motor Co., Salt Lake City, and 
H. D. Barnes, Sammie Evans, Inc., 


| Walnut Creek, Calif. 


In addition, the following Ford 
division service managers were in 


maeanees teem eoah of the six | attendance: J. E. Campbell and D. 


W. Moffitt, assistant service man- 
ager; G. L. Adams; C. W. Halleran 
and W. H. Walton, assistant service 
manager; L. R. Pratt, L. C. Mec- 
klenburg and H. M. Stratton. 


U.S. Erases Curbs 
‘On Auto Loans 


Made to Veterans 


WASHINGTON. — The Veteran 
Administration announced las 
| week the removal of credit restric 
tions on GI business loans mad 
to World War II veterans for the 
| purchase of automobiles. 

Under the restrictions, the max 
limum term on such loans could 
| not exceed 30 months on a new 
|car, and 24 months on a used car 
| VA said that private lenders now 
| could make loans with longer max- 
imum terms, but in no case could 
the term exceed the economic life 
of the automobile. No downpay- 
ments were required for GI auto- 


mobile loans under the old re- 
strictions, and none is required 
now. 


The basic law covering GI auto- 
mobile loans remains unchanged. 
Under this law, such loans can be 
guaranteed or insured only where 
it is shown that the automobile is 
a necessity to the veteran in con- 
ducting his business or in fulfilling 
the requirements of his job. 

The use of an automobile merely 
for necessary travel to and from 
work does not qualify a veteran for 
a GI auto loan. 


Use of Rubber 
. 
Down Slightly 
_ 
During May 

NEW YORK.—New rubber con- 
sumption during May decreased 
1.29 percent to 103,335 long tons, 
from the 104,688 long tons con- 
sumed in April, according to the 
Rubber Manufacturers Assn. 

Consumption of natural rubber 
during May was down .81 percent 
to 36,334 long tons from the 36,629 
long tons used during April. 

Use of synthetic rubber amounted 
to 67,001 long tons, a decrease of 
1.56 percent from the previous 
month’s 68,059 long tons. 

Consumption of reclaimed rubber 
by the industry was estimated at 


22,992 long tons, 3.82 percent lower 
than the 23,906 long tons used in 


April. 
Wins 


Nash-Healey 
3rd at Le Mans 


LE MANS, France. — Competing 
with 58 sports cars, the Nash-Healey 
took first place in its class and 
third among all entries in the re- 
cent running of the 19th annual 
Le Mans 24-hour “Grand-Prix d’En- 
durance” sports car race. 

The Nash-Healey captured first 
place in the 3,000 to 5,000 CC class, 
trailed by a Ferrari and Talbot. 
The car attained a lap average of 
91.5 MPH and 140 on the straight- 
away in a race that saw only 17 
ears finish. 

















Ford Dealer Service Managers’ Council— 


Ford division executives obtained firsthand information about field requirements 
of training, merchandising assistance, product information, tools and equipment and 
technical data from the 12 members of the National Ford Dealers’ Service Managers’ 
Council which met in Detroit last week. Service managers from each of the six re- 
gional offices also attended the week-long meetings. Above, left (front row): J. C. 


McGhee, Griffin, Ga.; L. C. Mecklenburg, 


Southwest regional service manager; H. M. 


Stratton, Western regional service manager; G. L. Adams, Southeast regional service 


manager; Frank Matrone, Lockport, N. Y.; 


L. W. Smead, general sales manager, Ford 


division; H. A. Lynn, Champaign, Ill.; B. H. Crandall, Baltimore; Max Burke, John M. 
Williams, Hillsdale, Mich., and Walter Schwend, St. Louis. 

Back row (left) W. G. Baker, parts and service department, Ford division; D. W. 
Moffitt, assistant service manager, Northeast region; J. E. Campbell, Northeast regional 


service manager; L. 


R. Pratt, Midwest regional service manager; L. A. Shannon, 


Houston; P. Reynolds, Sherman, Tex.; Glenn Sarbo, Salt Lake City; H. D. Barnes, 


Walnut Creek. Calif.; Ira Phipps, Dayton, 


O.; J. B. Nicolls jr., assistant service man- 


ager, Ford division; W. H. Sharp, Boston, Mass., and C. W. Halleran, Central regional 








service manager. 
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IN ADVERTISING . 
amon all farm magazines 
The Progressive Farmer is 
FIRST among all farm magazines COMMERCIAL ADVERTISING LINAGE January-June Gain or Loss over 
in commercial advertising linage ‘. : 1952 Issues January-June, 1951 
__fort952... | The Progressive Farmer 387,666  +74,171 
FIRST in linage gains, 
1952 over 1951...and Country Gentleman 365,420 — 27,899 
a Se ee Successful Farming 267,514 +12,089 
Farm Journal 245,922 +13,119 
Capper’s Farmer 235,139 + 47 309 
. e * 
Farm & Ranch with Southern Agriculturist 143,837 +],939 
Here are three solid reasons why The Progressive Farmer is The 
Nation’s No. 1 Farm Magazine in Advertising Linage: 
1. With tremendous, new buying power, the South is the fastest-growing 
BIG market available to advertisers today! 
2. The South is a 16-state rural market — predominantly rural in 
population and trade. 
3. The Progressive Farmer dominates the rural South, as no other 
magazine dominates a market of similar size. 
Are you placing enough of your advertising in America’s fastest- 
growing farm magazine to sell America’s fastest-growing rural market? 
More Southern farm families read more advertising in The Progressive 
Farmer than in any other publication! 
The P ive F | 
PUBLISHED IN FIVE SEPARATE EDITIONS TO SERVE THE FIVE FARMING REGIONS OF THE SOUTH 
b BIRMINGHAM + RALEIGH * MEMPHIS * DALLAS » NEW YORK «* CHICAGO + EDW. S. TOWNSEND CO., SAN FRANCISCO, LOS ANGELES 
x! 
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Cincinnati Dealers Entertain Independents— 
Alvin R. Barnes (second, left) of Dry Ridge, Ky., was the winner of a brand new 1952 ‘stepped up rapidly auto atomic table. Trouble is that 


Ford at a recent get-acquainted party for Cincinnati independent garage owners, 
service station operators and fleet owners. Looking on (left to right) are W. W. Cum- 
ming, Cincinnati district sales manager for Ford; Joe Prichard, general manager of /the increase in jet engine output; C@use techniques haven’t been 
Hull-Dobbs Co., and Jack Tranter, president of Tranter-Williams Motors, Inc., 


has been appointed new Hudson | 
dealer in Jonesboro, Ark. Stone's | 


lished here 10 years ago by Dar-| brother, R. A. Stone, joined him in| ity has been overlooked to find a | placed with another metal that 
rell Stone as a used-car business, | 


Stone to Sell Hudsons 
Stone Brothers, which was estab- 


the business seven years ago. 



















FOB FACTORY 
Nickel Plating on Cars 
Due to Get Thinner 








bumpers, grills, trim and auto 
hardware at anywhere near the 
present cost level. 


* * * 


Care Important 
S A matter of fact, taking bet- 
ter care of the brightwork on 
an automobile by motorists is un- 
doubtedly the best—as well as the 





: he NICKEL plating on cars, already spread very thin, is 
going to get thinner. Word from highly placed NPA offi- 


ing. Neither the amount of the cuts or the date of application 
is certain. Much depends on the defense program, particu- 
larly jet engine production. ¢ 

If the jet engine program is have been through the entire 


many metals that might replace 


bright-work will be asked take ‘ 
& e asked to take nickel can’t be plated, either be- 


it on the chin again. However, if 


and|is spread out over many months worked out or the metal stub- 


chairman of the Cincinnati Ford dealer group which sponsored the party. Barnes was and many expect this is the way bornly refuses to plate. 
recently discharged from the Army, having spent 19 months in Japan. He is employed | things will go—the reduction in Plating experts frankly admit 
by Dry Ridge Auto Co. as a body shop repairman. 


|nickel quotas may not be too se- there is no substitute in sight at a 


| vere. price that is even close to the cost | 


| Manufacturers have already of nickel. The search for a substi- 
eliminated about half of the nick- | tute will go on but a near miracle 
el required for a car. No possibil- | must come if nickel is to be re- 


nickel substitute. Researchers ‘gives equivalent protection to 





"What we're making on radios doesn't 
add up to peanuts when you figure on 
our production delays, field com- 
DLaLINGS, ha..." 








"Take it easy, Fred! 
Let's talk to Bendix. 
On their record, they 
can give us the produc-— 
tion...the quality... 
and the price we're 
looking for." 















That's right! Bendix can positively show you how to make more 
profit on your automobile radios. 


First of all, Bendix* Radio has solved more problems and tougher 
problems than any other radio manufacturer. That’s a plus to 
remember if you get snowed under with field complaints about 
your present radio. And, too, Bendix understands quantity pro- 
duction—from the precision methods involved to the split-second 
timing that’s necessary to meet tight schedules. It is this production 
know-how that has made Bendix a leading automotive supplier. 





Working closely with the automotive industry has taught Bendix 
plenty about price, too. They know that on high-production units, a 
few cents can mean the difference between profit and loss. Their 
engineers are constantly developing circuits with fewer components 
and lower cost. 


If you want to cut the cost and improve the quality of your auto 
radios, call Bendix. REG. U. S. PAT. OFF. 


Get the complete story from our Detroit office. 
261 McDougall, Detroit 7, Mich. - Phone: LOrain 8-1419 and 8-1313 


BENDIX RADIO DIVISION of Sey 


BALTIMORE 4, MARYLAND AVIATION CORPORATION 


cials in Washington is that further nickel cutbacks are com- | 


most promising—substitute found 
yet for the nickel shortage. 

During the present emergency, 
the protective workhorse on auto- 
mobiles has been chromium, Chro- 
;}mium deposits on bumpers and 
bumper guards have been increased 
slightly while copper and nickel de- 
posits have had to be reduced. All 
of the stainless steel trim on a car 
today is straight chrome stainless; 
no nickel-containing stainless can 
| be used. 

Copper and chromium or chro- 
mium alone—plus baked enamel 
or lacquer—are being used on 
outside or interior ornaments. 

Chromium-plated piston rings are 
used in many cars and trucks. 
Most of the bearing steel used in 
}automobiles contains substantial 
| amounts of this highly useful alloy- 
| ing element. 
| This, however, is only the begin- 
| ning. Chromium also works in many 
|other ways—both for the auto in- 
| dustry and the defense program. 

* * 


Machining Factors 


OR example, many parts that 

are machined undersize can be 
|plated with chromium, and re- 
|ground to size. Oversize holes in 
|gears are sometimes chromium- 
| plated and reprocessed. 

It has recently been reported 
that, due to a change in specifi- 
cations, a manufacturer would 
have had to scrap 700 spindles. 
These were quickly salvaged by 
building them up to size with 
electro-deposited chromium. 

In addition to saving man-hours 
and precious material, chromium 
| plating often saves valuable time. 
| Sometimes tools like taps that are 
undersize can be chromium-plated 
and made available in a few hours 
where replacement might take sev- 
|eral months. 
| Brake camshafts on buses are 
|often chromium-plated to avoid 
|frequent replacement. The water 
circulating pump shaft on heavy 
| motors for trucks and tractors also 
drives a fan. The fan sucks in dust 
jand gritty particles that get into 
|the bearings and cut the shaft. 
'Chromium-plating of these shafts 
| has reduced packing wear and vir- 
tually eliminated scoring of the 
| shafts. 
| _Chromium-plated powdered metal 
|dies now last for months, replac- 
jing carbon steel dies that lasted 
| only a few days or hours. 

* * * 





Book Airs Problems 


Of Plant Maintenance 


| NEW YORK.—A comprehensive 
discussion of plant maintenance 
problems is contained in “Tech- 
niques of Plant Maintenance 
1952,” published by Clapp and Po- 
liak, Inc., which conducts the an- 
nual plant maintenance conference 
and show. 

The book, which covers pro- 
ceedings of the conference, is 
highlighted by the text of 717 
questions propounded by 2,100 
engineers from every major in- 
dustry in the country. 

The volume, which is being sent 
free to all who attended the con- 
ference, is available postpaid for $6 
|from Clapp and Poliak, Inc., 341 
| Madison Ave., New York 17. 


* * * 


Armstrong Introduces 
New Gasket Fibers 


LANCASTER, Pa.—New fiber 
gasketing materials, trade-marked 
Accopac, have been announced by 
| the Industrial division of Arm- 
| strong Cork Co. 
| The company says that these new 
| materials, made by a patented mod- 
| ification of the beater saturation 
| process, have high compressibility 
| combined with high crush resis- 
|tance, imperviousness, flexibility 
|and uniformity. 

The beater saturation method em- 
|ployed by Armstrong treats the 
|fibers with water dispersions of 
jrubber or resin, thus distributing 
|} an even coat over each fiber before 
| the sheet is formed, giving the 
|sheet a homogeneous quality. The 
| new process also permits the depo- 
|sition of much larger amounts of 
|saturant on the fibers than was 
| possible with the conventional bath 
| method, it is said. 
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© King Features Syndicate 


Can you name these men of adventure? 


One risked his life to report four wars. 

Another rode with desert raiders. A third faced un- 
known dangers in the Dark Continent. All three are 
famous authors! Millions saw their faces in newspapers 
and in the movies! 

Yet did you recognize reporter Richard Harding 
Davis? Lawrence of Arabia? Henry Stanley, who found 
Dr. Livingstone? Or did you only know the inter- 
planetary adventurer on the right? 

You're right — it’s Flash Gordon, intrepid space man, 
hero of Dale Arden! And where did you meet him? 
In the comics! 

Every week, 20 million people follow his adventures 
in PUCK, the only national comic weekly. Along with 
Maggie and Jiggs, Dagwood and Blondie and the rest of 
PUCK’s all-star cast, they're famous names to all 
America! 

Yes — PUCK’s personalities are famous, and so are 
PUCK’s many advertisers. For instance..., Dial Soap — 


4 years in PUCK! Lipton Tea—5 years in PUCK! 
Sheaffer Pens— 11 years in PUCK! All top sellers in 
their field! 


Is yours a mass-consumption product, too? PUCK 
can help you meet the narrowing profit margin in to- 
day’s market — help give you higher volume sales at 
lower advertising cost. See PUCK’s presentation, 
“Money-Markets and Media” and get the whole story. 


Ask for a showing today. 
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The Only NATIONAL Comic Weekly — A Hearst Publication 
63 Vesey St., N, Y., Hearst Bldg., Chicago, 1207 Hearst Bldg., San Francisco 
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Serious ‘Bust’ Ruled Out 


Standard & Poor’s Editor Sees Defense 
Continuing to Prop Economy 


NEW YORK.—A drop in defense 
spending will have adverse reper- 
cussions on the nation’s economy, 
but there is no reason to fear a 
‘long spiralling’ depression, ac- 
cording to Bernard T. Frevert, 
editor of Standard & Poor’s Out- 
look. 

Frevert cites defense as a great 
new industry that will continue 
to be a strong economic sustain- 
ing force, even if not the impell- 
ing influence it is today. 

It is his belief that any recession 
can be held to comparatively mod- 
erate proportions. Explaining, 
Frevert says: 

“We can envision declines of per- 
haps 15 to 20 percent in industrial 
production, and 10 to 15 percent in 
the gross national product, and an 
increase in the unemployment 
‘float’ to four or five million work- 
ers from less than two million at 
present.” 

According to Frevert, arms out- 
lays will rise to an annual rate of 
almost $60 billion in 1953 and 1954 
before turning downward. There- 
after, he sees annual expenditures 
stabilizing at around $40 billion 
annually. 

“There is virtually no chance,” 
he says, “that defense spending 
will drop in the foreseeable fu- 


be any sizeable deferred demand 








ture to the pre-Korean level of 
about $18 billion annually.” 
Frevert reports that he can find 
too many elements of strength in 
the economy to suggest that cut- 
backs in defense activities will 
usher in a major depression. One, 
he emphasizes, is the absence of a 
top-heavy credit structure, 
However, he warns, there won't 








\ ge ED ale 5 aie 
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“Now that down payments 

aren’t so high, how much cheaper 


| 
| 





does it make a new car?” 


| 
for civilian goods such as prevailed | 
after World War II. 

But, he adds, there are other 
cushions to avert a letdown of busi- 
ness. 

“One of these,” says Frevert, 
“is the government’s farm-sup- 
port program. Other supports of 
@® governmental nature include 
unemployment insurance and 
guaranteed housing mortgages 
and bank deposits.” 

Further cushioning can be found, 
in Frevert’s opinion, in the launch- 
ing of a huge public works pro- 
gram. He says the nation has 
fallen far behind in building up to 
the needs of a bigger, faster grow- 
ing country. 

Frevert says tax relief could also 
be a major factor in averting any 
depression. On this point, he adds: 

“Reductions in personal tax 
rates would provide individuals 
with more spendable income, aug- 
menting their already large sav- 
ings. A _ lighter corporate tax 
burden would enable many com- 
panies to sustain a fairly sizeable 
contraction in their volume of 
business before affecting net in- 
come severely.” 








Golden Ordered to Repay 
$595 in Overcharges 

PHILADELPHIA. — The Phila- 
delphia branch of OPS has ordered 
Harvey Golden, Inc., Reading, Pa., 
to make restitution of $595, al- 
legedly overcharged 19 customers in 
violation of price ceilings. 





GENERAL MOTORS ACCEPTANCE CORPORATION 


The GMAC Thrift-Guard Plan—The complete 
Time Purchase Plan that can be offered only by dealers in 
CHEVROLET, PONTIAC, OLDSMOBILE, BUICK AND CADILLAC CARS. 
Also offered for used cars of ali makes sold by these General Motors dealers. 














Obituaries 


Cowan, Founder, | 


L. A. Dealer Group | 


LOS ANGELES.—William Keene 
Cowan, 79, one of Los Angeles first | 
automobile dealers, died June 14 at 
his home in Eagle Rock, Calif., 
following a heart attack. 

Mr. Cowan was one of the found- 
ers and first president of the Los 
Angeles Motor Car Dealers Assn. 
The first car that he sold was a 
Waverley Electric runabout. Mr. 
Cowan also was a founder-member 
of the Automobile Club of Southern 


California. 
a. 


Dykstra, Pioneer 
Auto Metalsmith 


DETROIT —A pioneer metal- 
smith in the auto industry, Theo- 
dore Dykstra, 80, died June 23 at 
his home here following a_ brief 
illness. 

Survivors, besides his wife, Nellie, 
include four sons, John, a_ vice- 
president of Ford; James, an 
executive at Oldsmobile; Richard, 
a manufacturers’ agent in Lansing, 
and Theodore jr., an executive of 
General Motors in Detroit. 

* ~ * 


Ben Feferman, Head 


Of South Bend Deal 


SOUTH BEND.—Ben Feferman, 
65, president of Ben Feferman Mo- 
tor Sales Corp., one of the largest 
Cadillac-Oldsmobile dealerships in 
the country, died June 23 after suf- 
fering a heart attack in his place 
of business. 

Born in Russia, Mr. Feferman 
obtained his first job as a laborer 
in Elizabeth, N. J., at $8 a week. 
In eight weeks he saved $40. He 


Ex-Ward Auditor 
Asks Probation 


In Loan Case 


DENVER.—Mervyn L. McCarthy, 
former auditor for Fred Ward, Inc., 
bankrupt Hudson distributor, ap- 
plied for probation after Joseph E. 
Cook, Denver district judge, com- 
pleted taking testimony in Mc- 
Carthy’s “no contest” plea to a 
charge of conspiring to obtain 
money by false pretenses. Judge 
Cook tentatively set July 7 as the 
date for a probation hearing. 

P. J. Soden, secretary of J. K. 
Mullen Corp., and Waller C. 
Brinker, vice-president, testified 
in the case. 

Soden declared that the Mullen 
firm had extended a $200,000 loan 
to Fred Ward, Inc., on representa- 
tions made by McCarthy to M. B. 
Kincheloe, certified public account- 
ant, who discussed Ward's financial 
situation with McCarthy at the 
request of Mullen officials. Kinche- 
loe informed Soden that McCarthy 
had assured him the Ward corpora- 
tion was in sound financial condi- 
tion, Soden testified. 

Brinker testified that the loan 
was discussed with Ward on Aug. 
22, 1950. Ward, according to 
Brinker, showed a number of bal- 
ance sheets which he said were 
prepared by McCarthy, and as- 
serted that a balance sheet which 
would bear the date of Sept. 31, 
1950, the close of the company’s 
fiscal year, would show a net worth 
greater than $250,000. 

Brinker said the Mullen firm 
lent Ward $100,000 with which to 
buy automobile parts. Brinker 
said Ward signed a promissory 
note, which was to be absorbed 
in debentures in connection with 
the rest of the loan, On Sept. 1, 
Brinker said, the corporation 
took three debentures, two for 
$100,000 each and one for $35,000, 
in return for the $200,000 loan. 

Ralph Mayo jr., certified public 

accountant, testified that he had 
examined Ward’s books and some 
of the financial statements pre- 
pared by McCarthy for Albert J. 
Gould, receiver for the Ward com- 
pany, and that these falsified the 
company’s financial condition. 

A statement dated November, 
1949, represented the Ward com- 
pany’s net worth as $207,000, but, 
the books actually should have, 
shown a deficit of considerably | 
more than $300,000, Mayo testified. 








invested this capital in merchan- 
dise and became a traveling mer- 
chant. He came to South Bend in 
1916 and entered the automobile 
business as a salesman. 

* * * 


Moore, Former Leader 
Of N. J. Dealers 

ELIZABETH, N. J.— Martin J. 
Moore, 60, a past-president of the 
New Jersey Automotive Trade 
Assn. and founder of Moore Chev- 
rolet Co., here, died June 21. 

Mr. Moore founded his dealer- 
ship in 1922. Last September he 
was named a director of the Auto- 
mobile Old Timers. At the time of 
his death he was a director of the 
New Jersey dealer group. 

* * * 
Dan M. Connelly 


CHATTANOOGA, Tenn.—Dan M. Con- 
nelly, 55, who operated an automobile deal- 
ership here for several years, died June 16 
at a local hospital after a brief illness. A 
native of Louisville, he came to Chatta- 
nooga in 1919 and entered the automobile 
business. 

* * * 


Ed C. Pine 
EL DORADO, Ark.—Ed C. Pine, who 
had operated the El Dorado Willys Co. 
since 1946, died at a hospital here June 16. 
. * * 


Lee Millard 
CHICAGO.—Lee Millard, 59, supervising 
engineer of International Harvester Co., 
died June 18. He joined the company 33 
years ago. 
* * * 
Dewey G. Stanton 


GRAND RAPIDS, Mich.—Dewey G. Stan- 
ton, 53, sales manager for Bill Pastoor, 
Inc. (Ford), drowned while attempting to 
rescue his sister-in-law and eight-year-old 
daughter at Beachwood Point, Wall Lake, 
Mich. The two later were saved by other 
persons at the scene. 

* * . 
Myron Bray Bickers 

WINCHESTER, Va.—Myron Bray Bick- 
ers, 57, in the automobile business here 
for 28 years and a past president of the 
Virginia Automobile Dealers Assn., died re- 
cently at Winchester hospital. 

* * * 


Lemuel E. Viers 


DALLAS, Ore. — Lemuel E. Viers, 
general sales manager for International 
Harvester Co., Chicago, died June 21 at 
his home of a heart attack. 


Auto-Care Tips 


New Book Briefs Motorists 


On Maintenance 


NEW YORK.—“Fred_ Russell’s 
Car Care,” a book aimed at provid- 
ing the average motorist with 
greater economy and safety, has 
been published by Fawcett Books. 

Written by Frederick C. Russell, 
automotive counsellor and column- 
ist, the book concisely covers a va- 
riety of topics, including car trou- 
bles and how to remedy them. 

In addition, the book discusses 
how to get more mileage from gas- 
oline, oil and tires, and contains 
explanatory material on automatic 
transmissions and overdrives. There 
also is a section dealing with the 
technique of driving. 

The book has nearly 300 illustra- 
tions. 


84, 








Dealers Give Trophy 


For Youth Roadeo 

SOUTH BEND. — The South 
Bend and Mishawaka New Car 
Dealers Assn. provided a trophy 
for the winner of the driver 
roadeo held by the South Bend 
junior association of commerce to 
locate the finest teen-age driver 
in the community. 
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A Studebaker Bays a Studebaker— 


Henry. Studebaker Chillas (right) grandson of Henry Studebaker, 
logical that his new car should be an automobile manufactured by the company | 
his grandfather helped start a century ago. Here he is shown taking delivery from | 
Aaron Shapiro, salesman for Tom's Auto Masters, Harvey, Ill. 


baker Gistrict manager (left) | looks on. 


FBI Holds Eight 
For Auto Theft 


ATLANTA.—Six persons charged | 
with operation of a four-state auto | 
theft ring have been taken into 
custody here, two others ae 
on bond. 

All cg were _ arrested by the | 


| |The 


FBI on charges of conspiring of 
| Selling, transporting and receiving | ~ ee 
| stolen cars in interstate commerce. sales of automobiles were made 


FBI said 18 cars have been | 





R. W. Anderson, Stude- 


thinks it only | 


traced to the ring and added that | 


25 or more 
traced to it. 


eventually may be | 


The AUTOMOTIVE NEWS ALMANAC is 


a year-long friend. 


Use it often for statis- 


tics, buyer information and _perecnnel data. 


I. 





Lift in Business Seen 


Boston Banker Advises Trucking Accountants 


To Expect Rise in Last Half 


| BOSTON.— Although the “lush” 
days of prosperity are over, indi- 
| cations are that the decline in com- 
|modity prices may soon run its 
|} course and business activity will 
|show a gradual rise in the last 
| half of the year, Nicholas E. Peter- 
son, vice-president of the First Na- 
tional Bank of Boston, told 300 
| financial officers of the truck in- 
| dustry. 
| The 


N. C. Dealers Report 92 
Bootleg Sales in Month 


RALEIGH, N, C.—The North 
Carolina Automobile Dealers 
Assn, reports that 92 “bootleg” 


bank economist listed as 





in the state during May. 

An association bulletin listed 
the sales by makes as follows: 
Buick, 2; Cadillac, 2; Chevrolet, 
30; Chrysler, 2; Ford, 41; Mer- 
cury, 2; Oldsmobile, 3; Plym- 
outh, 1, and Pontiac, 9. 
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stimulating or sustaining factors in 
the national economy the following 
points: 
Easier consumer credit terms; 
a moderate rise in consumer in- 
come; corrections in some lines 
of business that have eliminated 
excesses following the Korean 
crisis and laid the foundation for 
business expansion; large back- 
log of savings; better balanced 
inventories, with retail stocks 
down 12 percent since last spring, 
and the expanding armament 
| program. 
Peterson appeared before the 
|spring meeting of the national 
| committee on accounting and ac- 
counting councils of the American 
Trucking Assn. 


cited by Peterson were the replace- 
ment of shortages by surpluses; 
increase of 50 percent in produc- 
tive capacity of the nation since 
1945; heavy taxes; a “squeeze” on 
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68,000, 000 Sales “pitches” for E-Z-Eye! 
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IF YOU SELL NEW CARS... \} 

\\/ you'll make additional money on every sale by \ 
selling the E-Z-Eye option. \ } 

\ | 





IF YOU REPLACE AUTO GLASS... 


you'll turn routine jobs into extra margin sales on 


General Motors cars. 


——> 





| CAN CASH IN ON THIS |\ 
| NATIONAL ADVERTISING | 
\ SUPPORT! i 


) 


\ 





It’s true—the colossal number of 68,000,000 sales 
messages for E-Z-Eye Safety Plate Glass will appear 
in these leading magazines this year! That means 
a lot more prospects—a lot more chances to turn 
routine sales into an extra profit. 


Blue-green E-Z-Eye 


Safety Plate Glass, 


made 


only by Libbey-Owens:Ford, is the only glass that 
offers the shaded windshield—a deeper-toned band 
at the top that cuts down sun and sky glare. 
Unshaded E-Z-Eye is uniformly light blue-green in 
With E-Z-Eye 
are cooler in summer 
because E-Z-Eye filters out heat rays from the sun. 


color, and is used 


installed all around, cars 


in windows. 





LIBBEY*OWENS*FORD GLASS CO., TOLEDO 3, OHIO 


Among the restraining influences | 





|corporate profits, and unfavorabie 
| labor-management relations. 

“Despite the definite shift from 
a sellers’ to a buyers’ mark¢t, 
prospects are that during the se-- 
ond half of 1952 the factors maki: g 
for expansion will be stronger then 
those making for recession,” he 
said. 

“While the United States ha, 
only 7 percent of the globe's 
population, we account for 40 per- 
cent of the entire wealth of the 

| world.” 
| Criticizing the large slice of in- 
|come taken by taxes, the bank 
} executive reminded trucking offi- 
|cials that estimated levies of all 
| kinds, federal, state and local, for 
| the next fiscal year, may be around 
31 percent of the national income. 
He warned that past experience 
| has shown that whenever taxes 
|}absorb as much as 25 percent of 
| national income over a period the 
strain on the economy is “very 
serious.” 


International Film 
On Safety Wins 


Special Citation 


WASHINGTON. — International 
Harvester’s sound motion picture, 
“Day in Court,” was awarded top 
national honors in the traffic and 
transportation safety field at a 
luncheon meeting here sponsored 
by the American Trucking Assns. 

The recognition came from the 
national committee on films for 
| safety and the award was received 
| for International by W. K. Perkins, 
|manager of the company’s motor 
truck sales division. 

The National Safety Council and 
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‘International Honored— 


| This plaque was awarded International 
Harvester for its film, ‘‘Day in Court,” by 
the American Trucking Assns. in Wash- 
ington. The film was rated tops in the 
traffic and transportation safety field. 
| Upon receiving the award, W. K. Per- 

kins, manager of the company's motor 
| truck sales division, said “As manufac- 
jturer of motor trucks, our company is 
| keenly interested in promoting highway 

safety. We want to help in making driv- 
| ers everywhere increasingly aware of the 

importance of better driving practices.” 
: # *@ 





ATA cooperated in the making of 
| the film. 
| “As a manufacturer of motor 
trucks, our company is keenly in- 
terested in promoting highway 
safety,” Perkins said. “We want to 
| help in making drivers everywhere 
|increasingly aware of the impor- 
tance of better driving practices 
The award gathering was attend- 
ed by officials of governmental 
units interested in highway safety, 
and leaders of automotive, safety 
and traffic groups with headquar- 
ters in Washington. Walter Mul- 
lady, president of the ATA, pre- 
| Sided at the luncheon. 


Educators Attend 


GM Conference 


DETROIT.—Nineteen professors 
and administrators in engineering 
from universities throughout the 
country were in Detroit last week 
to attend the 13-day General Mo- 
tors engineering conference. The 19 
educators were invited to the con- 
ference by Charles A. Chayne, (;M 
engineering staff vice - presid:nt 
who was conference chairman. 

With the critical shortage of 
| young engineering talent in mind, 
| Chayne pointed to the “tremend us 
challenge” offered to both edu :a- 





tion and industry to maintain ‘he « 


| nation’s technical leadership un ‘er 
' present world conditions, 
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SOMETIME, perhaps in the dis- 
7 tant future, when that still very 
youthful but vibrantly healthy busi- 
ness of advertising reaches the age 
of discretion, some pathetically old- | 
fashioned guy with a _ retentive 
memory may write the inside story 
of a remarkable man... a man 
I felt I understood perfectly but | 
only met informally about every 10 | 


years during the past 50... the} 
late Albert Davis Lasker. 
The story couldn’t be written | 


| 
now because too many of the young 


men and women who should read 
and listen have been diverted from 
the fascinating jobs of writing the 
McGuffey third. reader style of 
copy, illustrated by simple under- 
standable art ... (which, by the 
way, made 40 to 60 million dollars 
for Albert Lasker). 

These youngsters are preoccu- 
pied with organizing SURVEYS 

- . promoting the popularity 
rating of a client they might lose 
tomorrow .. . or, perhaps, parad- 
ing their SHIZZO-FREENIC 
personalities with bright repartee 
at some cocktail party ... all 
making believe they are on the 
scientific trail of the secrets of 
advertising, which Albert Lasker 
knew instinctively. They seem 
uninterested in advertising that 
sells. 

In the conventional obituaries 
which appeared after his recent 
death, he is referred to as “one 
of advertising’s most controversial 
pioneers.” Why “controversial”? 
The tyros wouldn’t have any idea | 
unless they have overheard some | 
of the old-timers, who created the 
jobs they now hold, talk about the 
boy of 19 who came up from Gal- 
veston, Tex., and owned the Lord 
& Thomas agency when he was 30 
... took that agency from a billing 
of $800,000 when he took charge | 
to a peak of $50,000,000 in 1929. 

* * * 

Man of Surprises 

OR could the young hopefuls 

imagine the surprise of his 
competitors when Lasker presented 
the agency to his associates, Emer- 
son Foote, Fairfax Cone and Don 
Belding . who were counted 
among that phalanx of able men 
Albert Lasker had groomed in his 
own stable. He just got awfully | 
tired of ordinary people who were 
trying to tell HIM what they 
KNEW about advertising. I know 
just how he felt. 

Now that Mr. Lasker is gone 
and no one need fear his com- 
petition, you may read of the 
Horatio Alger incidents of his 
meteoric career ... of his dis- 
covery of John Kennedy, one- 
time Canadian mountie and advo- 
cate of “Salesmanship in Print” 
. .. Who translated the mysteries 
of advertising into terms that any 
child could understand ... how 
he sat for one year listening to 
Kennedy (who couldn’t teach 
more than one good listener at 
a time) - - THEN spent four 
years teaching the same ideas to 
his own men, 

How he took Lucky Strike, Pep- 
sodent, Kotex, Sunkist, Frigidaire, 
Puffed Rice, Goodyear, Willys- 
Overland and Van Camps into the 
big time and gave the advertisers 
one year’s credit while he built up 
their sales . . how he paid one 
man $10,000 for creating the line, 
‘So round, so firm, so fully packed 

. So free and easy on the draw” 

. and how, in his private opinion, 
the late George Washington Hill 
vas something of a “fourflusher,” 


ilways “trying to live up to his 
father’s reputation as a _ super 
bright businessman” while, as 


Lasker put it, “he didn’t quite have 
it in him and was never really 
Sure of himself” . .. how he re- 
Signed one big account because the 





client was “sold” on the “popular” 
but “phony” Townsend idea 


Silent Egotist 
UT NOW . all obituaries to 
the contrary . at the risk of 
being dubbed a supreme EGOTIST 
(which Albert Lasker certainly 


was), I can tell you the simple 
reasons for his great success. In 
iumberjack English Lasker 


didn’t give a damn for the opinion 
of any man who just pretended to 
know something about advertising. 
Of course, people didn’t like him 
when he told them so with 
contemptuous look. 

He made piles of money for those 
intelligent enough to listen without 
prejudice, and the millions he made 
represented his rightful share. 

Albert Lasker made only two 
speeches of consequence during 
his whole career ... never con- 
sidered it important to promote 
himself. I asked the head librar- 
ian at the New York Public 


one | 


Library if he ever heard of a 
man named Lasker. He replied, 
“You don’t mean the champion 
chess player, do you?” 

In “Who’s Who in America,” I 
found that his sister, Loula Davis 
Lasker, famous social worker, had 
“made” that volume before Albert 
finally was listed with a 
biography in 1924. 


One short talk he gave before the 
Advertising Federation of America | 
in Chicago in 1935. He spoke mostly | 
of the genius of John Kennedy .. .| 


how they started advertising wash- 
ing machines. He wound up with 
the fundamental idea behind all 
good advertising ... copy... and 
he said, “Make it sing” .in words 
and pictures 

Some Dry Wit 

jig only other speech he ever 
| made was in 1922 when he had 
| been appointed chairman of the 
| shipping board by President Hard- 


THE INDUSTRY'S FINEST 
POWER BRAKING SYSTEMS 


St 





IN THEIR FIELDS! 


In any field of endeavor, consistently good performance is the 


only road to success. And 


that is precisely why Bendix* 


Hydrovac* and Bendix Air-Pak are the recognized leaders in 
the power braking field. More than two and a half million 


installations and billions of 


miles of service have proven 


Hydrovac the unchallenged leader in the field of vacuum- 


hydraulic braking. 


Air-Pak, similar in design and principle to the Hydrovac, has 
by its outstanding performance established itself as the 
industry's foremost air-hydraulic power brake unit. 


Products of twenty-five years of practical braking experience, 
these outstanding power braking systems offer faster, more 


positive and better controlled 


braking. And in both the vacuum 


and air actuated units, brakes can be applied instantly by 
foot power alone—a constant safety factor of importance. 


Regardless of size of vehicle or whether the preference is for 
vacuum or air actuated brake, for consistently good perform- 
ance, it pays to specify Bendix Hydrovac or Bendix Air-Pak— 


the industry's Finest Power Braking Systems. 


BENDIX: 





Hydrovac 
vacuum- hydraulic 
power brake unit 


BRAKING HEADQUARTERS for the AUTOMOTIVE INDUSTRY 


PRODUCTS 
DIVISION 


*REG. U.S. PAT. OFF. 


* SOUTH BEND 





Aviation conPoRAation 





182 


| DANDY). Just before he got up, 
|he learned that Atty.-Gen. Daugh- 
j}erty had decided that all American 
| ships 


brief | 


(believe me, that was al|rang... 


were not to be allowed to 
earry liquor and all foreign ships 
would have to get rid of any liquor 
before they got within the three- 
mile limit. 

Of course, he explained there 
was no political motive behind 
that decision. Then he said: “Un- 
til two weeks ago last Friday, 
Moses was thought to be the 
greatest lawgiver of all time... 
Oh no! it is Daugherty, for Moses 
only made the Red Sea dry. 


“The only fitness I can think of 
| that the President dreamed I had | 
| for the position he appointed me to | 





13 


. She breathed with pain... her 
back nearly broke when she walked 


‘My feet won’t carry me. Doctor, 
what in the world do you think 
fails me?’ . . ‘Madam,’ said the 


doctor, ‘I don’t think anything fails 
you. I think you have everything.’” 

Albert Lasker convinced his audi- 
ence of the folly of trying to con- 


trol the drinking habits of the 
world by barring foreign ships 
from American trade, and in a 


| masterful address laid the founda- 


tion for the modern’ merchant 


marine. It didn’t move fast enough, 
so he resigned on June 10, 1923. 


Since December, 1942, when he 


fill is that I have been a doctor to| left the agency business, he had 


failing businesses. T can tell you| been 
|that “our merchant marine” 


subject of his address) is in the 
same condition as the old woman 


(the | 
ao with his wife, the former Mary 


chiefly 
Lasker Foundation, 


the 
set 


occupied with 
which he 


Woodward Reinhardt. His death 


‘ | : . 
who went to a doctor. She said she | was due to cancer, a disease which 


had a pain in her head... her ears 


he had fought to conquer with 


she couldn’t see straight | millions in money and lots of time. 
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more pages 







Take 
this Issue, 
for example: 


_| These are the advertisers in a 
recent issue. Some are using their 
first page... others their 6th, 18th, 
24th, or 69th. 


Gardner Cowles, 
Editor 


Take this year, for example: For the first six months of 
1952 Quick advertising is up 40 pages — 25% — over the same period last year. 
More advertising pages — and more dollars — are already scheduled for Quick 
during 1952 than the totals for the entire year 1951! 





More advertisers are using more pages in Quick...and for good reasons like these — 


@ An atmosphere of urgency... stem- @ High visibility for advertising...every 
ming from its news content and ad a full page. 
dynamic reporting style. 
@ Lowest cost-per- page- per- thousand 
@ Growing circulation ...now 1,270,000. of all major weeklies. 





@ Responsive readers... younger than : 
those of mass weeklies ... and with Phone, wire or write for the complete 
higher incomes and more education. Quick story. 

















DeSoto Dealer Aids Blood Drive— 


On two occasions this year Tigue Motor Sales (DeSoto-Plymouth), Keokuk, la., has 
turned over its salesrooms to the South Lee county (la.) chapter of the Red Cross for 


the local blood drive. A third visit is slated for August when the Tigue firm's show- | 


rooms will again be used. The Red Cross reports 287 pints of blood have been ob- 
tained on two visits, all of it for use in the — effort. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 








WIPES DRY PATH ON WET ROADS. 
BFG’s new “Life-Saver” Tubeless Tire has 
a tread engineered with thousands of “grip- 
blocks”— spaced 112 to the inch of tread. With 
this close spacing, the tiny tread blocks wipe a 
wet road so dry you can light a match on it! 
Tests show up to 40% more pulling power in 
rain, up to 114% more on ice. 











SEALS PUNCTURES. Drive the BFG 

“Life-Saver” over spikes and it does not 
go flat. A gummy sealant layer under the tread 
seals against the puncturing object, plugs the hole 
when the object is withdrawn. 





SLOWOUT INSTEAD OF BLOWOUT. 


The BFG "Life-Saver’ has vo tube. Instead, 
it has an air-retaining lining that's part of the 
tire itself. If a bruise-break does occur, the tire’s 
flexing action causes small leaks in the liner. Air 
escapes slowly — not suddenly as in a blowout. 


| 





on the B. F. 
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U.S. Due to Attain Bulk 
Of Output Goal in ‘52 


By William Ullman 

Washington Correspondent 

.— to a Defense Production Ad- 
ministration bulletin on America’s industrial growth 


under the mobilization program, the nation’s production | 





capacity is increasing at an alltime record rate, and two- 


thirds 
planned is expected to be 
achieved by the end of this 


year. “The country’s defen- 
sive strength is tied directly to the 
capacity of its industry,” the bul-| 
letin says, “and we will spend $50 | 
to $60 billion for new facilities to 
increase our industrial capacity 
during the four-year period of ex- 
pansion upon which we are em- 
barked... 

“About 52 percent of the planned 
new facilities is in place,” the re- 
vort continues, “and by the end of 
1953, the _ expansion program is 


of the expansion® 








expected to be 94 
“By 1955, 





William Uliman 
$260 billion = _duri 


Goodrich Company, Akron, Ohio. 


blowouts, ski 


when the 


percent complete. 
majority of 
mobilization goals 
now scheduled| 
have been met, 
we will have 
estimated gross 
national product 
of about $380 bil- 
lion, figured at 
1951 prices. 

“This compares 
with a product of 
about $100 billion 
in 1940, and about 
during tl the 


B. E Goodrich 
Tubeless Tire 


Protects against punctures, 





ds 





CAR DEALERS: EXTRA SALES AND PROFITS. More and more 
new car buyers are change-over prospects for BFG “Life-Saver” Tubeless 
Tires. Strong BFG advertising in leading magazines, newspapers and 
on network TV with B. F. Goodrich “Celebrity Time” is pointing up 
on --# the unique safety features of the patented “Life-Saver”. . 
big demand that results in plus sales and bigger profits for you. Change- 
over sales are usually made in sets of four or 
five at a good mark-up. For full information 
Goodrich franchise, phone your 
nearest BFG district office or write The B. F. 


. creating a 





an | 


average | 


of the three-year period 1947-1949 

The DPA document cites the fol 
lowing examples of major indus 
tries where expansion is receivin; 
heavy emphasis: 

Steel— We are increasing our 
steel capacity from 100,000,000 
tons at the time of the Korean 
outbreak to 120,000,000 tons in 
1951, a 20 percent increase. This 
year we will have the capacity to 
produce 108,000,000 tons. 


Aluminum-—With a primary pro- 


duction of 719,000 tons in 1950, we 
will increase our production to 1,- 
| 500,000 tons in 1955. In 1952, pro 
| duction is expected to reach 1,100, 
000 tons, 

Petroleum—In 1950, we had the 
|capacity to produce 6,400,000 bar- 


rels of crude petroleum daily. Our 
capacity in 1952 will be 7,200,000 
barrels daily, and by the end of 
| 1953, it will be 7,800,000 barrels. 


* 


Time Out for Baseball 

N A NEWS story last week, this 

correspondent said that the new 
Defense Production Act, under con- 
sideration at the moment by the 
House, likely would be passed be- 
fore AvuTomMoTivE News reached its 
readers Monday. 

But it didn’t work out that way. 





The story, written just before 
| press time Thursday, was based on 
the best available information. 


| Passage of this important bill was 
| accepted by experienced observers 
|as a foregone conclusion, and time 
was running short. Final action 
was expected Friday. 

But it didn’t come. 
| happened: 

In the first place, a baseball 
game between Republican and 
Democratic lawmakers was 
scheduled for Friday afternoon, 
so Congress just pulled up stakes 
and went to the ball game. 

Before adjourning, members were 

reminded that the new superliner, 
the S. S. United States, was in 
readiness for a trial run under 
congressional inspection and that 
this shouldn’t be missed. It was a 
hardship, no doubt, but many 
members decided to make _ the 
sacrifice. 

Also, there were a number of 
State primaries that ought not be 
|neglected, it was agreed, so the 
| Defense Production Act went on 
| the shelf for five days—until the 
following Wednesday, 

Perhaps there were 
and better reasons for stopping 
|action on the bill Friday. The 
|answer may be found in the fact 
that today marks the June 30 
expiration date of last year’s De- 
fense Production Act. 

By the way, here’s another 
word about that congressional 
ball game, in case you want to 
draw any political conclusions 
from the outcome in terms of 
next November’s elections. The 
Democrats whipped the Republi- 
| cans, 6 to 3, and the Democratic 
pitcher was a Southerner — Rep. 
Don Wheeler, of Georgia. 

It was said by the sports writers 
that the Democrats won by strat- 
j}egy and that the GOP batsmen 
outhit their fellow politicians, 9 
to 8. 

You could smell liniment all 
over Capitol Hill and the S. S. 
United States the next day. But it 
was all for a good cause. Proceeds 
from the game went to a summer 
camp fund for underprivileged 
youngsters. 


Here's what 


some other 





* * * 


Copper Subsidy Granted 

N OVER-CEILING contract 
covering production of 8,834,000 
}pounds of electrolytically refined 
| copper from ores that could not be 
| economically mined under present 
| price ceilings has been negotiated 
| by the Defense Materials Procure- 
| ment Agency. 

The contract calls for a year’s 
| 


; 4 
} 


assisted operation of the Hows 
|} Holden mine in Chelan county 
| Wash. DMPA Administrator Jess 
Larson said the mine could not 
stay in operation under the price 
ceiling of 24.2 cents a pound for 
electrolytically refined copper, FOB 
custom smelter. 

DMPA has guaranteed the com- 
pany a subsidy of 4.7 cents a pound 
for its product. 

* * * 





Small Plant Gets Loan 

Ts Reconstruction Finance 
| Corp. has granted a_ $750,009 
| loan to a small machinery plant i1 
Florida so that it can produc° 
75-mm. shell cases for the Army, 
the Small Defense Plants Admin- 
istration reported last week. 
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from Various Areas... 





| 
| 
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Auto Market Page — 


Cleveland 

Car sales were up for the week 
ending June 14, with both new and | 
used-cars showing gains over the| 
previous week. 

New car sales showed an increase | 
of almost 100 moving to 1,254, while | 
used-car sales climbed to 2,684. In| 
the truck field, sales of new ve-| 
hicles dropped to 112; used truck 
sales went up to 112. 

A shortage of cars in some 
makes hampered a bigger turnover, 
dealers said. 

Total sales for May were above 
a year ago. Sales this year climbed 
to 5,846 as against 5,678 for a year 
ago. Here are sales figures for May 


by make: Austin, 3; Buick, 412; 
Alvis, 1; Cadillac, 236; Chevrolet, 
1,108; Chrysler, 196; Crosley, 2; 
Daimler, 1; DeSoto, 131; Dodge, 
477; Ford, 934; Henry J, 40; Hud- 
son, 114; Jaguar, 1; Kaiser, 78; 


King Midget, 1; Lincoln, 38; Mer- 
cury, 221; MG, 7; Morris, 4; Nash, 
219; Oldsmobile, 290; Packard, 106; 
Plymouth, 618; Pontiac, 345; Siata, 
1; Volkswagon, 3; Studebaker, 205; 
Singer, 1; Willys, 52, and Sunbeam- 
Talbot, 1. 

Truck sales for May were 549 as 
against 673 a year ago. Here are 
commercial sales by make for May: 
Chevrolet, 178; Divco, 4; Dodge, 59; 
Ford, 174; GMC, 26; International, 
44; Mack, 1; Reo, 3; Studebaker, 7; | 
White, 37, and Willys, 16.—(Sanford 
Markey.) 





* 


Omaha 


Another record was broken early 
in June when the number of pas- | 
senger cars registered in Douglas 
county (Omaha), Neb., passed 82,- 
000. 

This exceeded the number reg- 
istered throughout 1951, and 1952 
still has six months to go. 

Warren Fleming, chief of the 
auto license bureau, predicted 
that 5,000 to 7,000 automobiles | 
would be added to the rolls this 
year. 

In 1946, the first full postwar | 
year, only 53,155 autos were reg- 
istered. Fleming said he was unable 
to explain the tremendous increase. 

Including passenger cars, there | 
now are about 97,000 powered ve- 
hicles registered. 

Ford, with 254 new-car registra- 
tions in Douglas county, led all 
other makes in May, which saw | 
Omaha dealers outsell the previous 
month’s total by 222 cars. The May 
total was 1,196, as against 974 in| 
April. The breakdown by models: 

Ford, 254; Chevrolet, 219; Plym- | 
outh, 141; Buick, 98; Pontiac, 90; 
Oldsmobile, 67; Dodge, 65: Stude- 
baker, 41; Mercury, 37; Nash, 37; 
Cadillac, 28; DeSoto, 25; Packard, 
25; Hudson, 22; Chrysler, 18; Henry 
J, 7; Willys, 7; Lincoln, 6; Kaiser, 
6; Crosley, 2; Allard, 1. 

New-truck registrations for May 
were only three higher than in 
April, They were: 

International, 81; Chevrolet, 70; 
Ford, 41; GMC, 28; Dodge, 13; 
Studebaker, 4; White, 3; Diamond 
T, 2, and Kenworth, Mack, Reo, 
Diveo, Willys, Crosley, all one.— 
‘Arthur Oleson.) 


* 


* 








* * 


Topeka, Kans. 

Registration of all vehicles on 
the road, up to June 7, in Shawnee 
county (Topeka) totaled 41,984, 
which was 1,941 less than the total 
for all of 1951. Ben Hill, county 
treasurer, estimates that there will 
be approximately 4.000 more ve- 
hicles registered in Shawnee county 
by the end of 1952. 

All types of vehicles are forging 
ahead of last year. On June 7 of 
this year there were 34,577 automo- 
bile licenses sold, compared to 31,- 
928 on the same day in 1951. 

Trucks totaled 6,522, against 
5,866 during the same period in 
1951. Motorcycles jumped from 281 
to 334, while house trailers in- 
creased with 551 licenses sold this 
year, compared with 466 last year, | 
up to June 7. | 

Junk dealers estimate that 2,215 | 
automobiles have been wrecked in | 
Shawnee county since Jan. 1, 1952. 
One wrecker said that he had re- 
ceived many autos from North To- 


peka, where the flood of 1951 had 


hit especially hard. (George M. 
Hunholz.) 
Cincinnati 
New-car sales during May in 
Hamilton county (Cincinnati) | 


topped the 2,000 mark for the first 
time this year. The May total of 


2,090 units represented a gain of | 
more than 200 over the April fig- | 


ure. 

Most dealers said that while 
there was no sharp upturn in vol- 
ume following suspension of Regu- 
lation W, the easier terms did act 
as a spur to sales. 

Used-car sales, which have been 
strong all year, slumped slightly in 
April then rebounded to a high of 
4,598 units in May, one of the best 
monthly totals ever recorded here. 
Of the tota! 3,139 were 1946 or later 
models. 

Sales of new trucks hit a new 


| mobile, 150; Pontiac, 140; Mercury, 


low for the year with 218 units reg- 
istered during May. 

New-car registrations for May by | 
make: Chevrolet, 394; Ford, 391; } 
Plymouth, 201; Buick, 177; Olds-| 


99; Dodge, 100; Nash, 111; Stude- 
baker, 66; DeSoto, 43; Chrysler, 39; 


Hudson, 41; Cadillac, 37; Packard,| trend which 


26; Kaiser, 11; Willys, 27; Henry J, 

22; Lincoln, 7; Crosley, 6; MG 

Midget, 1; Jaguar, 1. Total, 2,090. 
New-truck registrations for May 


| by make: Ford, 65; Chevrolet, 72; 


International, 25; General Motors, 
18; Dodge, 22; Mack, 1; Stude- 
| baker, 4; Willys, 4; Diveo Twin, 3; 
| Diamond T, 3; others, 1. Total, 218. 
—(Emery Bacon.) 

cd oo 


| Ottava 


| Dealers here are marking down 
| prices of prewar or older models 
|now, because they are finding it 
more difficult to sell them on ac- 
'count of the easier credit terms 


* 


which prompt prospective buyers to 
seek better cars. 

One dealer confides that this cut 
in prices for prewar cars has en- 
abled him to double his sales of 
such old models. 


Other dealers, while not report- 
ing such marked success, are 
also going easy in price demands 
for older cars. Practically all 
dealers agree that buyers are 
being “spoiled” by the easy credit 
terms and low down-payments, 


because it appears many are buy- 


ing more expensive used cars 
than they can afford. This is a 
some dealers had 
feared might develop when all 
| credit restrictions were removed. 
| “Undoubtedly, some buyers are 
| buying over their heads but it’s 
| not serious yet,” said a prominent 





pany was aware of the danger and 
was insisting on a reasonable down 
payment and credit terms on all 
cars.—(M. L. Schwartz.) 


Rowlands Appointed 


Appointment of Ralph D. Row- 
lands as sales manager is an- 
nounced by Edward J. Peters, 
owner of E. J. Peters Motor Sales, 
Chadwicks, N. Y. 














Vickers Pump with 
integral volume control 
and relief valves 
and oil reservoir. 


The result of 


25 YEARS 
EXPERIENCE 


building Hydraulic 


POWER 











STEERING 


Equipment 


Mare than a quarter century ago, Vickers began 


building hydraulic power steering equipment. Demand 


for power steering on heavy vehicles naturally de- 


veloped first. So over the years many thousands of 


Vickers units were used on trucks, buses and industrial 


vehicles . . . where the service is really severe. 


Hence Vickers knows by long experience how to 


build pumps for hydraulic steering. The Vickers pumps 


shown above are hydraulically balanced to eliminate 








dealer who claimed that his com-) 





Another Cup for Flock— 

Tim Flock's victory grin follows his vic- 
tory with his Hudson Hornet in a 100-mile 
Grand National Circuit event at Occonee- 
chee, N. C., on June 8. It was Flock’s 
third win of the year. He crossed the 
finish line more than a half-mile ahead of 
the second place car, an Olds driven by 
his brother Fonty. Tim's time: 1 hour, 14 
minutes, 4 seconds. It was the 18th time 
Hudsons have finished first in stock cor 


races held this year. 














ICKERS pumps 


used for 


Power 





Steering 


'52 Passenger Cars 


_ Vickers Pump with 
integral volume control 
and relief valves. 


pressure-induced bearing loads and are pressure 


compensated to maintain optimum running clearances. 


The result is high operating efficiency and excep- 


tionally long life. These pumps are now used in large 


quantities by several major car manufacturers. 





WICKERS Incorporated 


Division of the 


Sperry Corporation 


1532 Oakman Bivd., Detroit 32, Mich. 





AN 
INTERESTING 
ARTICLE 


asking. 





“25 YEARS OF HYDRAULIC POWER 
STEERING” is available free for the 


attention Department 1532. 


Write Vickers Incorporated, 








4810 


ENGINEERS AND BUILDERS OF OIL HYDRAULIC EQUIPMENT SINCE 1921 
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Ponies Are Prizes for Chevrolet Contest— 


Eight Shetland ponies are among prizes to be awarded to children of Chevrolet 
dealers’ salesmen who win the May-June business campaign in the Oklahoma City 
zone. Introducing two of the ponies to assembled Chevrolet contestants are (left to 
right): John E. Ryan, assistant zone manager; Donald G. Hart, zone manager; Robert 
Rasberry, pony wrangler, and A. L. Curry jr., zone sales promotion manager. 





Gould Joins Whitebone 


B. L Gould has been named man- | nounced. Gould formerly was na- 


Francisco, Cecil Whitebone has an- 








ager of the British Ford division [tenet sales manager for British 
of Cecil Whitebone Motors, San! Ford in the U.S. 








| Affecting Factories and Dealers... 





Auto Advertising 


By George Deery 
Associate Editor 

Look offers this example of how 
its national study of nine magazine 
audiences, recently completed by 
Crossley, Inc., can be used for vari- 
ous tabulations: 

“If an advertiser wants to find 
out how many people, aged 20-24, 
living in a particular geographic 
area, are members of families 
which own their own homes, and 
have automobiles that are old 
enough to need replacement soon, 
the information can be quickly 
tabulated from the new study. 

“On such special orders, Look 
will bill advertisers and agencies at 
the net cost of having the informa- 
tion run off. Since the information 
is on punched cards, such orders 
can be handled quickly and usually 
at a very modest cost.” 


Other data revealed by the sur- 
vey, Look points out, are that the 
nine magazines covered reach 56.3 
percent of all the people in the 
U. S. who are 10 years old or more 


' 
| 


“offers dramatic evidence of the 
tremendous hold magazines have 
on the public.” 

Another finding was that 54.2 per- 
cent of the males reading one or 


more of the publications lived in| 


homes with TV, while 49.1 percent 


|} are in non-TV homes. 





For women, the percentage is 
even higher. Of those reading one 
or more of the nine magazines, 
64.9 percent lived in TV homes 
and 58.9 percent in places with- 
out TV. 

Look’s look at the magazine- 
reading public included the spon- 


soring publications, Collier’s, Life, 
the Saturday Evening Post, Good 


Housekeeping, Ladies Home Jour- 
nal, McCall, Woman’s Home Com- 
panion and Better Homes é& Gar- 
dens. 
* * * 

Sawyer Returns to C-E 

H. G. Little, executive vice-presi- 
dent of Campbell-Ewald, ad agency, 
has announced the appointment of 





A leading Diesel manufacturer reports: 
We were getting bearing failure in 100 hours 
... Until we standardized on 


FULL-FLOW 








sand hours with no visible bearing wear! 


This enormous increase in bearing life—this 
Diesel manufacturer reports—can be credited en- 
tirely to Purolator Full-Flow Micronic* filtration. 
Needless to say, Purolators are now standard 
equipment on all this manufacturer’s Diesel vehi- 


cles and industrial engines! 





The Purolator* Micronic element traps dirt down to 


MICRONIC FILTERS 


| SERVICE SO SEVERE that engine bearings for- 
merly failed in a hundred hours or less—the same 
Diesel equipment now operates more than a thou- 





submicrons in size, and has many times more dirt 
storage space than old-style filters. 


Not once . . . not twice .. . but every 
time Purolators have been tested by the 
world’s largest and most important 
makers of internal combustion engines 
—Purolators have won top honors. No 
other filter is capable of delivering the 
high flow rates necessary for filtering 
all the oil at each pass—full-flow filtra- 
tion—with minimum pressure drop 
throughout a lengthy service life. And 
no other filter gives dependable filtra- 


tion down to submicrons (.0000039 in.)! 
The Micronic element has ten times the 
effective filtering area of old-style filters. 
And—size for size—no other filter pro- 
vides as much dirt storage space as does 
Purolator. 

Want to prove Purolator’s outstand- 
ing superiority to your own satisfaction 
. +. On your own equipment... in your 
own way? Our Engineering Department 
will gladly co-operate in helping you 


Factory Branch Offices: Chicago, Detroit, Los Angeles 









PURCLATOR 
MICRONIC OIL FILTER 


FIRST IN THE é FIELD OF FILTERING” 





conduct any type of comparative filter 
test you may prefer. Simply write, de- 
scribing your equipment. 
PUROLATOR PRODUCTS, INC. 

Rahway, New Jersey a 


*Reg. U.S. Pat. Off. 


ind Toronto, Ontario, Canada 


| 
|David D. Sawyer to the staff in 
the Detroit offices as assistant on 
| Chevrolet truck promotion. Saw- 
|yer returns to the company where 
he received his first training in 
advertising, from 1934 to 1938, after 
|graduation from Wittenberg col- 
| lege. He later spent five years in a 
production capacity with Crowell- 
|Collier in Springfield, O. 
+ 


* * 


| GM Promotes Meade 


Appointment of Kenneth A. Meade 
|to direct the overall educational 
|relations activities of the General 
| Motors department of public rela- 
| tions has been announced by Paul 
| Garrett, public relations vice-presi- 
dent. This new assignment will 
cover the corporation’s general edu- 
cational contacts with colleges and 
universities. Meade has been per- 
sonnel director of the General Mo- 
tors Technical Center since Octo- 
ber, 1950. He is president-elect for 
the coming year of the Engineer- 
ing Society of Detroit. 

* * ” 


Holmes Joins Hertz 

Appointment of John B. Holmes 
as ad manager of Hertz Driv-Ur- 
Self System, Chicago, has been an- 
nounced by Walter L. Jacobs, pres- 
ident. 

For the past two years Holmes 
was with the Movie Advertising 
bureau, Chicago, and previously he 
was media director of McCann- 
Erickson, ad agency, Chicago. 

* x * 


Freel Coes to L.A. Mirror 


Floyd Freel, automotive editor 
of the Hollywood Citizens News, 
moves to the Los Angeles Mirror 
as automotive editor on June 1, 
Forrest W. Noble, national ad 
manager of the Mirror, announced 


last week. 
© = aa 


With This Week 

Paul K. Flavin has joined the 
Detroit office of This Week, as an 
ad representa- 
tive. 

For the past 
four years, Fla- 
vin has been an ad 
representative in 
the Chicago office 
of Puck. Previ- 
ously, he had 
been for nine 
years media buy- 
*, er at Dancer, 

- Fitzgerald & 
siheatneas Sample in Chi- 
cago, and Blackett, Sample & 


Hummert of the same city. 
* * * 


Haskett Back at RR 


Robert E. Haskett, formerly of 
Chicago, has rejoined the Detroit 
copy staff of Ross Roy, ad agency. 
He was formerly associated with 
the Zurich Insurance Co., Chicago, 
where his copy work earned several 
National Safety Council awards. 

~ ~ - 





Olson with Evans 


Dan Olson has been named as- 
sistant ad manager of the Evans 
Products, Plymouth, Mich. Olson 
will be associated with Sam Hud- 
son, the company’s director of ad- 
vertising and _ public relations. 
Before joining Evans, Olson had 
been assistant office and credit 
manager of the Minneapolis Moline 
Co.’s division at Fargo, N. D. 

* * * 


Names 


Allan H. Kelly and Andrew P. 
Sayles have joined the copy de- 
partment of Geyer, Newell & Gan- 
ger, ad agency, it was announced 
by H. W. Newell, executive vice- 
president. Kelly was formerly a 
copywriter with Batten, Barton, 
Durstine & Osborn, with which he 
was associated for a period of 12 
years. Sayles previously wrote copy 
for Kenyon & Eckhardt, and be- 
fore that for Benton & Bowles, Inc 


George E. Scott, formerly with 
D. P. Brother & Co., and Ruth- 
rauff & Ryan, ad agencies, has beer: 
appointed production manager of 
Betteridge & Co., Detroit publi 
relations and ad agency. 





Second Foreign Car Outlet 


Is Opened by Falvey 


Falvey Sales & Service (foreign 
cars), 85 W. Lawrence Ave., Pon 
tiac, Mich., has announced the open 
ing of a new showroom at 22521 
Woodward Ave., Ferndale, Mich. 

The Ferndale showroom will hav 
on display the latest models of Aus 
tin, Morris, MG, Jaguar, VW. 
Porche, Aston Martin and Rol! 





Royce. 
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Chevrolet in January? | 
Detroit dealers have been advised 
not to expect introduction of the| 
1953 Chevrolet models this year. 
The word from high-level factory 
sources, dealers say, is that the 
steel strike has snagged plans to} 
bring out new Chevrolets before | 
January. 

Further, dealers say they are 
told, Chevrolet’s 1953 models will 
still be powered by a six-cylinder 
engine. 

Chevrolet factory officials are 
said to feel that from the stand- 
point of competition, the market 
outlook for the balance of this 
year indicates no new models will 
be needed. 


Faulty Part Costs Million 


One of the biggest car manu- 
facturers is sending letters to 
more than 200,000 of the persons 
who purchased its 1952 models, 
asking them to drop in so that a 
component part of the car’s cool- 
ing system can be replaced. 

The faulty part was assembled 
into the new cars, despite one of 
the strictest quality control pro- 
grams in the industry. Replacing 
it in about 200,000 cars will cost 
the factory more than $1,000,000. 

* * a 


Light Car Later? 


Hudson, informed sources reveal, 
will bring. out new models of its 
present line of cars before intro- 
ducing its long-heralded light-car 
models. 


* * ” 

What ‘Saturation Point’? 
“Some dealers are peeking fear- 
fully through their fingers at the 
day when we may reach a ‘satura- 
tion point’ in car sales,” remarks 
one sales manager, “but I’m not at 
all convinced that there is such 
a bogey. 

“There are factors entering 
into new-car sales that don’t 
apply to other durable goods. A - 
family may buy a refrigerator or 
radio and then never give a 
thought to buying another new 
one until the old one wears out. 
“But people will want a new car, 
just for a change, when the old one 
still has lots of good miles in it. 
If we can keep offering a better 
product every year, we'll probably 
never have a saturation point.” 

* ” * 


Postcards Pay Off 


An intensive postcard campaign 
is ringing up a sale a day for 
Roney-Cramer Co. (Dodge-Plym- 
outh), according to Irvin A. 
Schoenherr, sales manager. 

Schoenherr’s staff is mailing 
out thousands of cards, each 
carrying a specific tradein offer, 
to registered car owners. 

Schoenherr says the cards are 








New York State Champ— 


Victor J. DePauw (right), Chevrolet 
dealer of Macedon, N. Y., won the indi- 
vidual championship of the N. Y. State 
Auto Dealers Assn. for the second year 
in a row. DePauw, shown holding trophy 
presented by B. F. Curry of New York 
City, won the 1952 tournament with a 
total score of 159 for 36 holes. He shot 
the second round in 72, on the Concord 
hotel course in Monticello, N. Y., where 
the course record is held by Sam Snead. 
At left is C. D. Henderson, executive vice- 
President of the association. 





With the Staff... 
ALONG DETROIT'S AUTO ROW 


luring prospects from widely scat- 
tered sections of Detroit that his 
salesmen could not hope to can-| 
vass. Buyers have come into the| 
showrocm clutching postcards that 
were sent out as long ago as 30 
days, he says. 

Roney-Cramer’s new-car inven- 
tory the other day was down to 
three units, and used-cars were 
moving briskly, Schoenherr re- 
ported. 


*x * * 


Hits Panic Sales 


A Detroit dealer in one independ- 
ent line says the field is over- 
crowded by “war babies” who 
obtained dealerships in the lucra- 
tive postwar period and are using 
panicky sales practices now that 
the market has tightened. 

Cushioned by several abnormal 
sales years, they’re operating 
now at a loss, this dealer says, 








and are making it tough for 
others. They lack the experience, 
he says, to switch to low-over- 
head operations. 

A post-Regulation W sales up- 
surge melted away when the U. S. 
Supreme court reversed President 
Truman’s seizure of the steel indus- 
try, this dealer adds. He says an- 
other slow winter would force him 
to close. 

* * * 


Strike Reactions 


Detroit dealers expressed varied 
opinions over the possible effects of 
the steel strike. 

A Hudson dealer says that the 
strike will cause increased sales for 
a short period, because people fear 
a shortage of cars. 

“I do not feel that the con- 
sumer’s pocket will feel the 
effects of the strike for awhile,” 
he said. “If a person is in the 
market for a new car, he is more 


likely to buy now because of the 
possible shortage of cars.” 

| A Dodge-Plymouth dealer viewed 

the steel crises with alarm. 

“With our stocks already danger- 
| ously low, they threaten to become 
|}even thinner when the companies 
jshut down because of the steel 
| strike,” he said. 
| “More people are affected by the 
strike than just the strikers them- 
selves. As a result sales should dip 
along with the public’s income. 
People who don’t work, don’t buy.” 

* * * 


Credit Conservative 

Several dealers here _ believe 
that credit regulations will not 
return. 

“Finance companies are keep- 
ing credit within’ reasonable 
limits,” said one dealer, “there is 
no need for government regula- 
tions. These companies are no 
more anxious to make a foolish 
step in the direction of relaxed 
credits than is the government.” 

* * * 


Still Expanding 


“The overcrowded conditions of 
our highways alone have kept 
some people from buying a new 
car,” a dealer charged. 

“I do think, however, that more 








and more people who have never 
owned a car are buying because 
they feel that an automobile today 
is a necessity. 

“America is still expanding. Al- 
though the highway conditions 
are appalling, in the very near 
future more and better super- 
highways will give people a 
chance to travel further, safer 
and faster than ever before. 


“This fact along with the me- 
chanical advantages of new auto- 
mobiles, will bring car sales to an 
even higher peak than experienced 
so far.” 

+ * * 


Horsepower 


The horsepower race is “foolish,” 
according to one Detroit dealer. 

“Most cars built today can do 100 
miles-per-hour. Who, besides a race 
driver, wants to do more than 
that?” he asked. 

“Most accidents today are of 
two varieties; either it is a minor 
bump, or someone is killed. This 
is all caused by speed. 

“If increased horsepower fost- 
ered a smoother running engine, it 
would be fine. But most cars today 
are powerful enough, quiet enough 
and smooth enough to give top car 
performance.” 

















BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY 
ELYRIA, OHIO 


. 












WHEN YOU SPECIFY BENDIX- 
WESTINGHOUSE AIR BRAKES 
for your trucks or buses, you can 
do so with the complete confidence 
that comes with making the best 
choice—and knowing it! Your judg- 
ment is backed by the fact that no 
other brake in the field has rolled up 
such an outstanding record of supe- 
riority over billions of miles traveled on 
all kinds of hauling jobs. And, as most 
truck and bus operators will tell you, 
this remarkable record goes farther than 
better braking performance alone. The 
real pay-off to these practical business- 
men comes in the cost cutting economy — 
economy that results from rugged, dura- 
ble construction and a smooth, constant 
braking effort that multiplies the miles 
between service stops and decreases main- 
tenance costs on linings, drums, tires and 
chassis while actually increasing their oper- 
ating life! That’s because these mighty 
brakes are built to the highest standards 
by the most experienced manufacturer 


in the business. Take advantage of it— 
when you specify Air Brakes, specify the 
proven brakes— Bendix-Westinghouse, the 
world’s most tried and trusted air brakes. 








The Bendix-Westinghouse Compresser—heart of 
the air brake system—performance proven over 
more miles on more installations than any other 
compressor available! 
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AERO-LARK—AlIl-Time High in 
Car Value, priced to lead the Aero 
line, with famous Lightning 6 engine. 








AERO-WING— DeLuxe model, wit! 
lively Hurricane 6 engine, combines 
auto and aero engineering. 


AERO-ACE—Custom model. beau- 
tiful interiors, wrap-around rear 
window, 61” seating, front and rear. 











AUTOMOTIVE NEWS, JUNE 30, 1952_ a = 












DeLUXE STATION WAGON — 
The pioneer in metal-bodied 
Station Wagons. A double util- 
ity vehicle, leads its field. 
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4-WHEEL-DRIVE TRUCK—No com- 
petition in its class. Gets through 
where others can’t. Rugged, lasting. 
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SEDAN DELIVERY —in 2 or 1 wheel 
drive. Wide market possibilities. 
Largest capacity for wheel base. 





UNIVERSAL JEEP—A vehicle that 
needs no introduction. Work horse 
of the world. Farm and industrial 
demand now stronger than ever. 
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Auto Personnel 








Townsend Co. announces that 


Edward C. Sterling jr. has been ap- | 


Sheehan. Rolen, 36, zone manager 
at Oklahoma City for two years, 
started with Buick in 1940 as a 


Alger company’s Cincinnati termi- 
nal. 
* * € 
Named Accounts Manager 
Arthur E. Santow, who joined the 
Chicago office of Mack in 1947 as a 
salesman, has been appointed na- 


1952 





pointed western division sales man- 
ager with headquarters at the 
Cherry Rivet division offices in 
Los Angeles. Sterling replaces Ed-| 
ward H. Stau, resigned. A member 
of the Cherry Rivet staff for 11 
years, Sterling has held positions * 


in most of the production, account- Zinke Elected President 
ing and sales departments of the ‘ as 
Of 3M Subsidiary 


company. 

Election of Arno L. Zinke as pres- 
ident of Mid-States Gummed Paper | 
Co. is announced by the firm’s | 
board of directors. He also was 
named a director. 

Zinke succeeds the late Irving | 
R. McHenry. Also elected a director | 
was Louis F. Weyand, executive | 
vice-president of Minnesota Mining | 
general sales manager. & Manufacturing Co. Mid-States is , a n 

Sheehan succeeds J. B. Crouch, | a wholly-owned 3M subsidiary. quarters at White’s national sales 
who resigned to take a Buick * * * offices in Cleveland. 
dealership at Fort Lauderdale, . + * * 

Fla. Sheehan, a veteran of 16 Alger Hires Halloran 


tional accounts manager of the cen- 
tral division, with headquarters in 
Chicago. 


claims manager at Memphis. 
Leighton E. Campbell, 37, assis- 
tant zone manager at Dallas, was 
appointed zone manager at Okla- 
homa City to succeed Rolen. 

* * 


2 Get New Assignments 
In White Motor Sales 


J. N. Bauman, vice-president in 
charge sales for White Motor Co., 
announces two changes in the 
company’s national sales organi- 
zation. 

Named manager of sales train- 
ing was Earl H. Lewis. Appointed 
to succeed him as assistant to | 
the vice-president in charge of | 
sales was E. S. Hoke, branch 
manager at Albany. Both Lewis 
and Hoke will have their head- 


* * * 





3 Dixie Zone Managers 
Appointed by Buick 


John E. Sheehan, 35, Buick zone 
manager in Memphis for the last 
four years, has been transferred 
to a similar position at Atlanta, 
according to Albert H. Belfie, 


yb 
Nash Executives Attend Coast Parley— 


R. D. Bolt (center), Los Angeles zone manager for Nash, welcomes executives from 
general office in Detroit on arrival to conduct a meeting of Southland dealers. Shown 
| above are (left to right) Harold Paxton, business gement ger; R. S. Nilsson, 
| western division parts and accessory manager; Bolt; J. D. Cakebread, sales and 
merchandising consultant, and C. M. Tillinghast, national parts and accessory manager. 








| | 
|serts and tooling. Gorman suc-| facilities at Willys-Overland Mo- 
ceeds Eugene Hack, resigned. |tors, it is announced by Raymond 


years in automotive sales, start- Addition of Donald E. Halloran Heli-Coil Names Buyer * * *  scined Willy ae socks Gas Se 
ed with Buick in the Memphis | to the sales staff of Geo. F. Alger| Ted C. Gorman has been named Will U M . |sistant superintendent of plant 
zone in 1939. Co., Detroit, is announced by Car-| purchasing agent for Heli-Coil | utys Ups Morris | facilities 

Belfie named W. A. Rolen Mem- |ter A. Justin, sales vice-president. |Corp., Danbury, Conn., manufac-| Lawrence E. Morris has been pro- | : . eS s 








turer of Heli-Coil screw thread in- moted to superintendent of plant | 


phis zone manager to succeed 


Genuine upholstery Leather 


gives lift and life to your showing of your better cars 


Halloran will be attached to the 


Powers Heads Manufacture 


At Lincoln-Mercury 


Appointment of R. P. Powers 
as general manufacturing man- 
ager at Lincoln-Mercury, has 
been announced by Benson Ford, 
L-M general manager. At the 
same time, Ford revealed that 
N. S. Brown has been appointed 
production manager in charge of 
all production activities of L-M’s 
four assembly plants. 

Since December, 1950, Powers 
has been manager of forward 
product production engineering, 
and previously had been man- 
ager of quality control. A veteran 
of 32 years service with Ford, he 
joined L-M June 15, 1946. 

x * * 








Fisher Materials Expert 


Joins Wayne U. Center 


George E. Demorest, former su- 
perintendent of material handling 
for the Detroit division of Fisher 
Body, has been appointed to the 
staff of the materials management 
| center at Wayne university, Detroit. 
| A native of Flint, Demorest 
| boasts widespread technical and 
| managerial experience in automo- 
|tive manufacturing. He held posi- 
tions with Dodge Bros., AC, Chev- 
rolet and Buick, prior to joining 
Fisher Body in 1938. 

x * x 


Hurlburt Heads Lincoln Sales 


In New York District 


Appointment of John L. Hurl- 
burt as manager of a newly 
established Lincoln sales depart- 
ment in the New York district, 
has been announced here by R. 





~~. i: a ee 


S. Boutelle, Lincoln-Mercury dis- 
trict sales manager. 
Hurlburt was previously a field 
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manager in the district sales 
organization. He joined Ford in 
April, 1950, after previous auto- 
motive sales experience, 

* * * 


CED Names Philco Chief 


Election of William Balderston, 
president of Philco Corp. to the 
board of trustees of the Committee 
|for Economic Development, is an- 
nounced by Marion B, Folsom, 
|chairman of the national organi- 
zation. 





Shirk, Zimpelman Shifted 
By Associates Investment 


| John M. Shirk jr. has been ap- 
| pointed Minneapolis manager of 
| Associates Investment Co. He form- 
|erly was manager of Associates 
| offices in Muncie and Anderson 
| Ind. 

| Replacing Shirk in the Munci: 
| post is Eugene C. Zimpelman, who 
| previously was a new-business rep- 
|resentative in the South Bend 


| branch. 
* 


|AFC-Brill Head Gets 
Honorary College Degree 


Charles W. Perelle, president, 
ACF-Brill Motors Co., Philadelphiz, 
has been awarded the honorary de- 
gree of doctor of business adminis 
tration by St. Joseph’s colleg« 
Philadelphia. 

The degree was awarded t 
Perelle because of his contribu 
tion to industrial development ii 
Philadelphia. 






On your showroom floor . . . your models upholstered in Genuine 
Leather . . . catch the eye . . . hold the interest . . . appeal to all your 
customers with a sense of beauty and a sound sense of value. They 
like the fashion-right colors and combinations of color . . . the “‘slide”’ 
that permits easy access and the durability of Genuine Leather that 
eliminates the purchase of slipcovers. They like the simple care that 
keeps Genuine Leather looking its best . . . even improving in appear- 
ance with normal wear. They like all the distinctive, enduring qualities 


3 : ep 
of leather and its luxurious feel and look that enhance pride of J The above illustration is from our full-color, 


A . é ee full-page advertisement J $s 

possession. Genuine Upholstery Leather is a salesman in itself .. . ' : _ : : ; — atl 

eg in The Saturday Evening Post, Time, 
Holiday, The New Yorker, House Beautiful, House & 


Garden, Town & Country and D. A. C. News. 


ready to give life and lift to the showing of your better cars. 


So put Genuine Leather on display . . . to work for you . . . today. 


THE UPHOLSTERY LEATHER GROUP - TANNERS’ COUNCIL OF AMERICA 
141 EAST 44TH STREET, NEW YORK 17, Me Ss 
American Leather Manufacturing Company, Newark, N. J. © The Ashtabula Hide & Leather Company, Ashtabula, Ohio 


Blanchard Bro. & Lane, Newark, N. J. ° Eagle - Ottawa Leather Company, Grand Haven, Michigan . Garden State Tanning Inc., Pine Grove, Pa. 
The Lackawanna Leather Company, Hackettstown, N. J. © Radel leather Manufacturing Company, Newark, N. J. 
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Highways & Safety... 








Speed-Limit System 
Termed Inadequate 


|torists that “speed traps” 


By Sam Sampson 

Staff Writer 
LIMINATION of speed-limit}| 
signs, and the substitution of 
speed-control markers based on the} 


driving conditions of the road} 
ahead, could reduce accidents and 
lower insurance 


rates, in the opin- | 
ion of Richard O. | 
Bennett, traffic | 
consultant to the| 
National Assn. of | 
Automotive In- 
surance Compan- | 
ies. 

Declaring that} 
the speed-limit | 
control system is 
proving inade- 
quate, Bennett 
said that a control system “which 
permits high speeds under safe 


MATIONAL SAFETY 
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conditions, yet calls for slower 
speeds where necessary, should 
appeal to enforcement officers, 


safety officials, and the public.” 

The biggest hazard today, he 
said, is the tendency for drivers 
to approach dangerous road in- 
tersections, curves and _ turns 
with too much speed. He said 
that top speed limits could be 
abolished if supplementary mark- 
ers were provided to indicate the 
speed capacity of both cars and 
trucks, 

Bennett suggested that such 
speed zones should be determined 
by traffic engineers, who would 
make surveys of the highways. 
These speed-control “zones,” he 
pointed out, need not be of stand- 
ard length since the recommended 
speed would be based solely on 
driving conditions. 

* * * 


Speed Trap Warning 
EANWHILE, the American 
Automobile Assn. warned mo- 








Willys Screening 
1,500 Requests 
For Dealerships 


TOLEDO.—With the addition of 
the Aero line of passenger cars to 
its five basic utility models, Willys- 
Overland has received 1,500 appli- 
cations for dealerships since Jan. 1, | 
according to Gerry E. Lyons, gen- | 
eral sales manager. 

At a meeting of the Willys dis- | 
tributors council, Lyons said the | 
applications were being screened as 
rapidly as possible in order to at- | 
tain a goal of 2,500 dealers through- 
out the country by Sept. 15. 

There was a total of 1,900 dealer 
outlets at the end of last year, he 
said. 

In addition to the increased sales | 
manpower obtained from newly 
franchised dealers, Lyons said, es- 
tablished dealers have hired more 
than 500 salesmen since Jan. 1, 
boosting the total selling force of 
the Willys distributor-dealer organ- 
ization to the highest level in the 
company’s history. 

Lyons reported that sales of the | 
new passenger car had been sharp- 
ly stimulated by introduction early 
in May of the Aero Lark, economy | 
model. He predicted that June 
sales of the Aero Willys would be | 
60 percent over May, which was 75 | 
percent over April. | 





Louisiana Gas Tax Cut; 
D. C. Levy Increased 


As Louisiana enacted a bill 
cutting its gasoline tax to seven | 
cents a gallon, the District of | 
Columbia upped its own levy to | 
five cents. 

Louisiana’s Gov. Robert F. 
Kennon signed the measure re- 
ducing that state’s nine-cent 
levy, highest in the nation. It is 
estimated that the tax cut, ef- 
fective Labor Day, will save 
motorists more than $10,000,000 
a year. 

In Washington, Congress 
passed and President Truman | 
signed a bill raising the gaso- | 
line tax from four cents as of 
July 1 and making the new rate | 
permanent. 


— 
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| 
one of 
the most common ills of our pres-| 
ent speed-control system—are back | 


| again in many areas. 


Quoting from long and bitter} 
the AAA said that in| 
the majority of instances “the| 
speed-trap operators aren’t even | 
original.” 


The “old gimmick” is usually 
worked by a “fee-splitting police- 
man and a justice of the peace,” 
the AAA stated, adding that the 
most effective weapon against it 
is publicity. 

It was advised that the “of- 
fender” tour the town where he 
had been victimized, and jot down 
the names of the hotels, motels and 





speed trap being operated in the 


community. 

Watch Your Speed 
“ 4 LTHOUGH 
“you will recoup a fine levied 
by the operators, at least you can 
reduce your own blood pressure 


and you may accomplish enough to} 


bring about the elimination of the 
speed trap in that town,” the AAA 
told motorists, 

“Meanwhile, watch your speed, 
and take it easy going through 
all populated areas. 

“The other side of the story is, 
of course, that too many motorists 
ignore posted warnings and en- 
danger the lives of innocent citi- 
zens,” it was pointed out. 


'H & S Short 


WTMJ-TV, Milwaukee, has 
started a driver’s training course 
over the air. At present, three 
young ladies are used to demon- 
strate the right and wrong way 
to drive a car. The program, 
called “Women’s World,” is pri- 
marily for women, and is sched- 
uled for 2 p. m, every Friday aft- 
ernoon. The course is being spon- 
sored by the Milwaukee vocation- 


it isn’t likely that) 


leading business 


and write 


establishments, 
later about the 





them 


al school, the Wisconsin depart- 
ment of motor vehicles and Shore- 
wood high school. 





bond. 





ALEX F. OSBORN. 
Keueals 

“WHAT’S RIGHT 

ABOUT BUFFALO” 


Mr. Osborn is distinguished as an advertising leader, Vice-Chair- 
man of B.B.D.0O., a position which he has made of national im- 
portance. He is a best-selling author, of “Your Creative Power” 
and “Wake Up Your Mind. "In the fields of education and social 
science he is Vice-Chairman of the Council of the University of 


Buffalo and Vice-President of the Community Chest and Councils 


of America. 


ALEX F. OSBORN knows the cities of 
America as do few others. In an important 
address before the Greater Buffalo Adver- 
tising Club, May 13, 1952, he describes 
his city as both a wonderful place to live 
and in which to do business. Following 
are excerpts from his talk: 


“THE MORE I have worked in other cit- 
ies, the more I have liked Buffalo. . . There 
is no denying the blessings that nature has 
bestowed upon us, ‘astride the level path of 
commerce between America’s East and West, 
with a side door opening into Canada’... 
near to coal and oil and natural gas . . . and 
here we have Niagara’s matchless power. 

INDUSTRY: Our industrial leaders are 
setting a new style . . . demonstrating that 
the headquarters of nation-wide industries 
can well be kept here . . . it is also a source 
of pride to all of us that some of the greatest 
of our nation’s corporations have chosen the 
Niagara area for some of their biggest plants 
—Du Pont, Union Carbide, General Motors, 
Ford, Westinghouse. 

And our growth is supremely sound— 
founded as it is on the broadest economic 
basis. Our diversification includes all but 
one of the major lines of manufacture recog- 
nized by the Department of Commerce. And 
we are rated as the eighth largest manufac- 
turing center in the nation. 

In home ownership Buffalo outranks the 
average of the 18 other largest cities by a 
good 5%... The savings deposits in our 
metropolitan area aggregate 931 millions... 
of 686 of non-time 


exclusive millions 


deposits in our commercial banks. 

HEALTH: Our section is healthful. Since 
our prevailing breeze comes off a lake which 
covers 5000 square miles, our air is less pol- 
luted with pollen and other impurities. Pure 
air from Lake Erie helps save us from smog. 
Every minute we receive 1,230,000 gallons 
of fresh water. It is both pure and palatable. 
Here we are 590 feet above sea level. Some 
of our suburbs reach Adirondack altitudes. 

WEATHER: In summer Buffalo averages 
10 hours of sunshine per day as against 
New York’s 9...Almost any summer 
resort would envy our average temperature 
of 70 degrees in July . . . Each year we have 
only two days over 90 degrees. We average 
about 36 inches of rain per year. Cold and 
snow ?—yes, plenty (we have skiing right 
here in our own hills)—but many cities have 
more. 

RECREATION: We have 2000 acres of 
parks right within our city ...33 public 
playgrounds... Bathing beaches along our 
own shores... Nearly 30,000 motorized 
pleasure boats ply our waters... Over 
80,000 Buffalonians take out New York 
State fishing Within the very 
shadow of the city our citizens pull game 
fish, even muskelunge, out of the Niagara... 
Over 40,000 take out hunting licenses each 
year. Golf—within a half-hour of downtown 
Buffalo we have 20 full length courses. What 
can we offer spectators? Baseball, Hockey, 
Football, Basketball. We have several stadia, 
one of them seating 52,000 and an audi- 
torium which matches Madison Square 
Garden. 


licenses. 


BUFFALO EVENING NEWS 


EDWARD H. BUTLER 
Editor and Publisher 
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Akron Dealers Fete Driver Contest Winners— 


Winners of the Akron Automobile Dealers Assn.’s high school driver-training con- 
test receive their awards from D. C. Corbin, president of the association. Akron 
dealers loaned 22 cars to high schools for driver-training and sponsored a contest at 
the end of the year to choose a winning boy and girl for each high school. These 
winners competed in the final contest. Final winners are: (left to right) Kenneth Mc- 
Garr, winner of the Akron university scholarship; Beverley Pritchard, winner of a $250 
bond; Corbin; Gerald Martz, winner of $100 bond, and Hillard Hall, winner of a $50 





Alex F. Osborn 


SCENIC ASSETS: What city can boast 
so many arbored streets? Within our county 
are lovely valleys and noble heights . . . and 
what scenery our waters afford . . . our Park 
Lake, our rivers, Lake Erie and that scenic 
wonder of the world—Niagara Falls. 

HISTORY: .. . Three centuries . . . in 
1640 Fort Niagara was the key to the con- 
quest of our West. In its architectural res- 
toration it outranks Williamsburg, Va. A 
happy sequel to the War of 1812 is our Peace 
Bridge to Canada. It marks 140 years of 
international amity across a border 3987 
miles long. 

CULTURE: We have five libraries with 
over two million books and per capita cir- 
culation figures above the average of the 
nation’s 18 largest cities ... Our Albright 
Art Gallery, our Museum of Natural History, 
our Historical Museum, our Studio Theatre, 
our Kleinhans Music Hall—are internation- 
ally admired. 

SOCIAL PROGRESS: Our municipality 
is one of the few to maintain a Bureau of 
Community Relations, attracting national 
attention. On the labor front we can be 
proud of Buffalo’s record. 

EDUCATION AND RESEARCH: Out- 
standing colleges, including Canisius, 
D’Youville, State Teachers, the Institute of 
Applied Arts and Sciences—and a University 
with over 10,000 enrollment and a faculty of 
over 1000 . . . Right now over 70 important 
projects in health research are being carried 
on at the University of Buffalo—a towering 
tribute to the enlightenment of Western 
New York.” 





The complete text 
of Mr. Osborn’s address has been 
reprinted by the Buffalo Evening 
News. Write for your copy. 
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The following advertised-delivered prices 
are based on factory retail prices at the 
factories, as established by the Office of 
Price Stabilization, These prices include 
federal excise taxes and factory handling 
charges, and dealer delivery-and-handling 
charges. They do NOT include transpor- 
tation charges, state and local taxes or 
optional equipment. 

ALLSTATE — Four — 2-dr. sed., $1,395. 
Six — 2-dr. sed., $1,657. (Sold only by 
Sears stores.) 

AUSTIN—Somerset—4-dr. sed., $1,795: 
stat. wag., $1,895; conv., $2,295; A-90 
sports sed., $3,395. (Delivered at New 
York.) 

BUICK—Special — 4-dr. sed., $2,192.92; 
2-dr. sed., $2,133.91; cl. cpe., $2,099.50; 
bus. cpe., $2,040.48. Special Deluxe—4-dr. 
sed., $2,239.14; 2-dr. sed., $2,181.13; Rivi- 
era, $2,278.95; conv., $2,615.22. Super— 
4-dr. sed., $2,545.16; Riviera, $2,460.16; 
conv., $2,848.38; stat. wag., $3,272.47. 
Roadmaster—4-dr. sed., $3,177.88; Riviera, 
$3,282.83; conv., $3,428.29; stat. wag., 
$3,948.70. (Dynafiow standard on Road- 
master, optional at $192.50 on Special and 
Super. GM _ power steering optional at 
$198. - on Super and Roadmaster.) 

CADILLAC—Series 62—4-dr. sed., $3,- 
636.48; cl. cpe., $3,542.32; Coupe de Ville, 
$3,962.08; conv., $4,110.01. Series 60 Spe- 
celal — 4-dr. sed., $4,269.94. Series 75 — 
8-pass. sed., $5, 360.51; lim., $5,572.01. 
(Hydra-Matic standard on Series 62 and 
Series 60 Special, optional at $198.36 on 
Series 75. GM power steering optional at 
$198.43 on all models.) 

CHEVROLET — Styleline Special — 4-dr. 
sed., $1,659.05; 2-dr. sed., $1,602.61; cl. 
cpe., $1,609.22; bus. cpe., $1,519.14. Style- 
line Deluxe — 4-dr. sed., $1,749.19; 2-dr. 
sed., $1,695.69; cl. cpe., $1,714.51; Bel-Air, 
$1,992.37; conv., $2,113.47; stat. wag., $2,- 
281.41. Fleetline Deluxe—2-dr. sed., $1,- 
695.69. (Powerglide optional at $178.35 on 
Deluxe models.) 

YSLER—Windsor — 4-dr. sed., $2,- 
499.91; cl. cpe., $2,476.79; Town & Country 
wag., $3,197.84; 8-pass. sed., $3,337.66. 
Windsor Deluxe — 4-dr. sed., $2,726.54; 








$4,088.59. 
Newport, 
8-pass. 


series. 
Imperial, 
series 


coupe, 
2-dr. sed., $1,032.82; 


DOD 


cpe., 
(Gyro-Matic optional at $102.61 on 


Newport, $3,084.24: conv., 
toga—4-dr. 
189.62; Town & Country 
8-pass. sed., $4,167.15. New Yorker—4-dr. 
sed., $3,530.18; Newport, $3.965.99; conv., 
Imperial—4-dr. 
$4,219.22. 
., $6,870.54; 
(Fluid-Matic optional at $131.81 on Wind- 
sor, standard on Windsor Deluxe and other 
Fluid-Torque standard on Crown 
optional at $166.51 on all other 
except Windsors. 
standard on Crown Imperial, 
$198.90 on other series.) 


CROSLEY—-stat. 
8; Hotshot, 


$3,21 


FORD—Mainline 6—4-dr. sed., $1,677.50; 
2-dr. sed., $1,629; bus. cpe. 1525.50; 


wag., 


lim., 


Power 


$131.97 on Deluxe and 


at $256.67 on Fire 
Power Steering optional at 
$198.90 on all nfodels.) 

GE — Wayfarer — 2-dr. sed., $2,- 
037.50; bus. cpe., $1,890.36. 
—4-dr. sed., — Coronet—4-dr. oy 
$2,258.24; 
$2,602.72; 
905.74. 
all models.) 


DeSOTO—Deluxe—4-dr. sed., 
el, $2,323.22; Carry-All 
573.90; sed., $3,140.31. 
4-dr. $2,555.15; cl. cpe., 
Sportsman, $2,890.50; conv., 
8-pass. $3,359.38; stat. 
187.80; Suburban, $3,728.30. 
Eight—4-dr. $2,741.25; . . 
719.75; Sportsman, $3,077; conv., $3,181.50; 
stat. $3,374.25; 8-pass. 
543.25. (Tip-Toe Shift standard on Cus- 
tom, at 
Fire Eight. Tip-Toe Shift 
Fluid-Torque optional 
Dome Eight. 


$3,206.60. Sara- 
7.40; 
wag., 


sed., 
Crown 


$1,001.64; 
$952.07. 
stat. wag., $1,076.77; 
conv., $1,035.38; Sports roadster, $1,028.72. 





stat. wag., $2,004. 
$1,753.50; 


601; 


cpe., 


805.50; 
Victoria, 
wag., 


4-dr. 
$1,890. 


$1,593.68. 
HUDSON—Pacemaker — - dr. sed., $2,- 
296.54; 2-dr. sed., 


—4-dr. sed., $2,749. 18; cl. 


Commodore Eight eg sed., $2,749.18; 
Hollywood, $3,071.19; 
(Hydra-Matic optional at 
$175.71 on all models.) 
JAGUAR—XK-120—Super Sports, $4,039; 
Mark VII—4-dr., $4,170. 


296.54: bus. 

sed., $2,448.33; 
cpe., $2,448.33; 
conv., $3,025.78. 
sed., $2,654.60; cl. 
wood, $2,976.59; 
Hollywood, 

el. 

conv., $3,318.24. 


hardtop, 
(Delivered at U.S 
KAISER—Virginian 


$2,212.26; 2-dr. sed., $2,159.79; bus. cpe., 
$1,991.89; 2-dr. Traveler, $2,264.72; 4-dr. 


Traveler, $2,317.21. injlan Deluxe — 
4-dr. sed., $2,327.70; 2-dr. sed., $2,275.23; 
el. , $2,296.22; 

380.17; 4-dr. Traveler, 
4-dr. sed., $2,452.93; 2-dr. sed., $2,399.53; 


$1,730.50. 


$2,722.51; 


$4,065. 


Mainline 8—4-dr. sed., 
2-dr. sed., $1,704; bus. cpe., $1.- 
A . Customline 6— 
4-dr. sed., $1,769; 2-dr. sed., $1,720.50; cl. 
Customline 8—4-dr. sed., 
$1,844.50; 2-dr. sed., $1,796; cl. 
stat. wag., $2,248.50. 
$2,104; 
$2,384. 
$184 on all models.) 
FORD OF BRITAIN— 
$1,379; Anglia 2-dr. 


Crestline 8— 
213.50; stat. 
(Ford-0-Matic optional at 


Prefect 4-dr. sed., 
$1,203; Consul 
$1,693; Zephyr Six 4-dr. sed., 
(Delivered at U. S. ports.) 

HENRY J—Vagabond Four—2-dr. sed., 
Vagabond Deluxe Six — 2-dr. 
Corsair Four—2-dr. sed., 
Corsair Deluxe Six—2-dr. sed., 


Commodore Six — 4-dr. 


Special—4-dr. sed., 


Traveler, $2,- 
Deluxe— 


epe., $1,- 


" $3,318.24. 





$3,592.50. 


MERCURY-—4-dr. 


wag., $2.754; 8-pass. stat. 
Monterey—4-dr. sed., $2,312; hardtop, $2,- 
$2,585.50. (Merc-O-Matic op- 


tional at $189.81 on all models. ) 


NASH—Rambler Super—Suburban, 
Rambler Custom 
; conv., stat. wag., $2,104.30. 
Statesman Super—4-dr. sed., $2,159.85; 
2-dr. sed., $2,125.40. 


. $2,833.12. 


Current Ceiling Prices on New Cars 


; .. $2.212.82: 2-dr. Traveler, $2.- 
505.40; 4-dr. Traveler, $2,557.89. 
, $2,568.38; 2-dr. sed., §2,- 
v ., $2,536.89; 2-dr. Traveler, 
$2,620.84; 4-dr. Traveler, $2,673.31. 

i at $168.79 on all 


LINCOLN — Cosmopolitan 4-dr. sed., 
" Capri-—4-dr. 
sed., $3,631.50 spt. cpe., $3,834.50; conv., 
(Hydra-Matic standard on all 


sed., $2,231.50; 2-dr. 
., $2,296; 6-pass. stat. 
wag., $2,802.50. 





Manhat- 


(Hy- 


$1,- 
Country Club 


Statesman Custom— 
, $2,311.90; 2-dr. sed., $2,289.90. 
Ambassador Super—4-dr. sed., $2,534.40; 
. sed., $2,498.30. Ambassador Custom 
$2,692.20; 2-dr. sed. 
(Hydra-Matic optional at 
on Statesman and Ambassador.) 


OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
, $2,246.23. Super 88 
$2,444.94; 2-dr. sed., $2,- 
$2,328.96; Holiday, $2,- 
Classic 98—4-dr. 
. ; Holiday, $3,001.11; conv., 
. (Hydra-Matic optional at $178.35 
. GM power steering optional 
at $198.90 on all big 

CKARD — 4-dr. sed., $2,528; 
2-dr. sed., $2,475. *s00 Deluxe—4-dr. sed., 
$2,622. ~~~ ae 
$3,293: conv., $3,450. 300—4-dr. 
094. Patrician 400 — 4-dr. sod. 93,167. 


2, - 
$178.85 





$3,- 


(Ultramatic standard on 490, optional at 
$189 on other models.) 

PLYMOUTH—Concord 2-dr. sed., $1 
757.23; bus. cpe., $1,615.52; Suburban, $2. 
164.68; Savoy Suburban, $2,287.99. Cam- 
bridge — 4-dr. sed., $1.825.61; cl. cpe.. 
$1,788.55. Cranbrook——4-dr. sed., $1,915.80. 
cl. cpe., $1,884.99; Belvedere, $2,216.39; 
conv., $2,328.37. 

PONTIAC—Chieftain 6—4-dr. sed., $2. 
000.95; 2-dr. sed., $1,943.06; stat. wag. 
$2,597.24. Chieftain 8—4-dr. sed., $2, 
075.40; 2-dr. sed., $2,017.63; stat. wag 
$2,670.64. Chieftain 6 Deluxe—4-dr. sed.. 
$2,104.11; 2-dr. sed., $2,046.26; conv., $2, 
427.54; stat. wag., '$2.680.99. Chieftain 8 
Deluxe—4-dr. sed., $2,178.58; 2-dr. sed 
$2,121.78; conv., $2,500.48; stat. wag., $2. 
753.52. Catalinas — Deluxe 6. $2,288.60 
Super Deluxe 6, $2,354.27; Deluxe 8, §2. 
363.77; Super Deluxe 8, $2,429.32. (Hydra 
Matic optional at $178.35 on all models. 

TES—Hiliman Minx—4-dr. sed., $1 
533; conv., $1,840; stat. wag., $1,938 
Hillman Minx Deluxe—4-dr. sed., $1,645 
conv., $1,890. Humber—Hawk sed., $2 
295; Super Snipe sed., $3,369; Pullman 4 
Imp. lim., $5,110. Sunbeam-Talbot—sed 
$2,685; conv., $2,911. Rover 75—sed., $2 
697. (Delivered at U.S. ports.) 

STUDEBAKER—Champion Custom—4-c: 
sed., $1,757.42; 2-dr. sed., $1,723.85; c 
cpe., $1,751.75. Champion Deluxe—4-d 
sed., $1,849.30; 2-dr. sed., $1,815.76; « 
cpe., $1,843.64. Champion Regal — 4-d: 
a $1,933.48; 2-dr. sed., $1,899.94; « 

, $1,927.82; Starliner. $2,220.35; con. 
$2. 257.50. Commander Regal—4-dr. sed . 
$2,107.01; 2-dr. sed., $2,072.04; cl. cpe, 
$2,101.10. Commander State—4-dr. sec 
$2,193.05; 2-dr. sed., $2,158.08; cl. cpe 
$2,187.14; Starliner, $2,487.52; conv., $2 - 
531.01. State Land Cruiser — 4-dr.' sed 
$2,349.33. (Automatic optional at $231.2: 
on Champions and $243.08 on Commander® 
and Land Cruiser.) 

WILLYS-OVERLAND—Aero—Lark 2-d: 
sed., $1,731.30; Wing 2-dr. sed., $1,988.96 
Ace 2-dr. sed., $2,073.97. Four—stat. wag. 
$1,848.50 (four-wheel drive, $2,260.17). Si» 
—stat. wag., $1,934.40 (Deluxe, $1,963.24) 
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Ed James, Los Angeles down- 
town Buick dealer, has installed a 
roof garden which is now its used- 
cur lot. The entire roof of the five- 
story building has been painted and | 
decorated for display of used cars. | 

+ * | 


Laredo (Tex.) Dealers 


Headed by Barrera 

The Laredo (Tex.) Automobile | 
dealers Assn. has elected the fol- | 
lowing officers for the coming 
year: 

A. Barrera jr. (Pontiac) presi- | 
dent; C. E. Wade, vice-president, 
and Robert Yeager (Lincoln- 
Mercury), secretary-treasurer. 

New directors are: Tom J. 
Dromgoole, A. E. Guajardo, P. H. 
Young, J. H. Walsh, Ramiro 
Ramirez, Jack Guerra, Joe Moser 
and John Snyder. 


* * * 


‘Lucky’ Ford Owner 


Leland Parrett, living on Old 
Chicago Rd., Michigan City, Ind., 
proudly owns what is supposed to 
be the 13th experimental Ford. It is 
a two-cylinder car with a maximum 
speed of 12 mph. It was made prior | 
to 1900. 





Dealers Help Celebrate 


Monrovia’s Birthday | 


Dealers of Monrovia, Calif., 
helped celebrate the city’s 66th an- 
niversary by participating in a 
parade and country fair. 

Dealers participating in the fes- 
tivities were: Bob Longpre Pontiac | 
Co., Bud Miller Motor Sales, Mc- | 
Donald and O’Boyle (Chevrolet- 
Oldsmobile); Carey E. Hardy 
(Chrysler-Plymouth); Gibney Auto 
Sales, Becherer Buick, Inc., Silcott 
Brothers (Hudson), and Conway | 
Nash. | 


+ * * 


Maykel Elected President 


Of New England Group 
Charles Maykel, of Charles | 
Chevrolet, Inc., Worcester, Mass., | 
has been elected president of the | 
Chevrolet Dealers Assn., compris- | 
| 





ing 130 dealers in Massachusetts, © 
Rhode Island and southern New 
Hampshire. 

F. Merle Matthews, of Mat- 
thews Motor Co., Fitchburg, was 
chosen first vice-president and | 
Robert Pierce, of Pierce-Crook 
Chevrolet, Inc., Pawtucket, R. L, 
was named second vice-president. | 
The new treasurer is Romeo As- | 
selin, of Asselin Chevrolet Co., | 
Warren, R. I. 

* * * 
17 Lincolns, Mercurys Carry | 


Celebrities to Radio Party 

New Lincoln and Mercury cars | 
were used to transport visiting 
dignitaries from Washington and 
New York to the new WCAU radio- 
television center, which was offi- | 
cially dedicated recently. 

The promotion, arranged through | 
the cooperation of the Philadelphia | 
Lincoln-Mercury dealers, included | 
17 cars. | 


* * * 


Gold Gone at Golden Bear 

Burglars who visited the Golden 
Bear Motors (Ford), Berkeley, 
Calif., added insult to injury by 
using one of the firm’s pickup 
trucks to haul away its safe. The 
safe contained $1,000 in cash and 
$1,710.48 in checks. 


* * * 


Lions Club President 


Tux Bowers, Morganton, N. C., 
auto dealer, has been installed as 
president of the local Lions club. 

x + > 


Cake Worth Big Dough 


A huge cake, installed on the 
showroom floor of Car Sales and 
Service, Ltd., Toronto, to celebrate 
a birthday, was worth a lot of 
dough. The dealer awarded $100 to 





Ailing Auto Turns Up 
Food for Thought 


Herb Frank, Portland (Ore.) 
Chevrolet dealer, couldn’t get 
any speed or power out of one 
new car, so he took it into the | 
shop. | 

After the removal of one Pol- 
ish sausage from under the ac- 
celerator pedal, the car was in 
fine form again. 








the person who came closest to 
guessing the cake’s weight. 
* * + 
Horton in Politics 
Russ Horton, truck and fleet 
manager for Columbus Co. (Dodge- 
Plymouth), San Francisco, had his 
name on the ballot as a candidate 
for the state assembly in the Cali- 
fornia primary election. 
+ + * 


Hartford Dealers Back 


Local Development Plan 

The Hartford (Conn.) Automo- 
bile Dealers Assn. has pledged 
unanimous support of its 30 mem- 
bers to a campaign for increased 
development and unity among 
municipalities in the Greater 








} 





| 
| 
| 
| 


| 
| 
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Hartford area, with Hartford the 


key city. 
HADA President Thomas J. 
Bouvier (Ford - Mercury), has 


written the Hartford Times, pro- 
moter of the campaign: “We will 
work individually and as a body 
to promote a growing Greater 
Hartford community.” 

* q * 


* 


Horgan Heads Police Drive 

Ralph T. Horgan, president of 
Ralph Horgan, Inc. (Ford), New 
York, vice-president of the Auto- 
mobile Merchants Assn. and chair- 
man of the New York District Ford 
Dealers Assn., has been appointed 
to head an appeal in the auto in- 
dustry for contributions to the 
police athletic league, it is an- 
nounced by James B. Nolan, presi- 
dent of the league. 

* * 


Ted’s Motor Sales 
Ted’s Motor Sales (Hudson) has 
been opened at 125 Main St., Niag- 
ara Falls, N. Y. 
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|Nash Dealer Applies Early American Touch— 


Here is an example of original styling created by New York Nash Corp., where a 
service department was given an early American touch by the application of 18th 
century facade to the corner of the building. The dealership has one of the largest 
| service setups on Manhattan Island, using 20,000 square feet of working floor space. 
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CARBURETORS 


Is a 


Prime Factor in Every 
Automobile Sale! 


Engine performance not only influences today’s customers, 


it also builds a reputation which effects future sales. Thus, 


it is doubly 


important to specify engine components that 


will maintain your standards of quality and service. In car- 


buretors that means Stromberg. 


Exclusive design features, and mechanical simplicity have 


made Stromberg* Carburetors famous for lasting perform- 


ance. Judge 


on the basis of long-range economy and you 


will agree—Stromberg Carburetors are the logical choice. 


% 
# 
ECLIPSE MACHINE DIVISION OF » 
e Stagdard Equipment Sales: Elmira, N. Y. 

¢ Service Sales: South Bend, Ind. 


Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 
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DOOR PANEL TRIM—Reesen Associates, 
512 Building and Loan Bidg., Grand Rap- 
ids, Mich., has announced it is marketing 
a chrome-plated door panel trim piece for 
1949-52 Chevrolets. The company says the 
piece protects the area behind the door 
handle from scratching and adds distinc- 
tion to the car's appearance. 

 .S @ 


‘Mask Them Quick, Easy’ 
Now in Third Edition 


“Mask Them Quick and Easy,” 
the Industrial Tape Corp.’s short 
handbook on the way to mask cars, 
trucks and buses before paint- 
spraying operations, has just been 
re-issued in a new, larger, easier- 
to-read Third Edition. 

Sixteen pages long (the two pre- 
vious editions were only 12 pages), 
the new handbook combines prod- 
uct information; “how to” data in 
drawings and pictures; and the 
original “Eight Steps to Faster 
Masking,” the section on kinks and 
shortcuts that has rapidly become 
standard practice in paint spraying 
and autobody shops. The company 
is located at New Brunswick, N. J. 

* * 2 


CHEVROLET¢# 
INSTALLATIO 





FOR CHEVROLETS—Designed and man- 
ufactured to fit all Chevrolet models from 
1940 through 1952, and requiring only 20 
minutes to install, this oil filter kit 428E 
has been placed on the market by Puro- 
lator Products, Rahway, N. J. 

* * x 


Mobiloil Now Marketing 
Wear-Reducing Oil 


A new Mobiloil, said to reduce en- 
gine wear and oil consumption 
through the use of a super-deter- 
gent formula that helps engine 
working parts to remain freer of 
deposits than ever before, is being 
marketed by Socony-Vacuum Oil 
Co., Inc. 

The new product is said to length- | 
en engine life by reducing engine | 
corrosive wear drastically during | 
starts, warmups and stop-go driv- | 
ing. Wear-reducing qualities were | 
measured by using radio-active | 
tracers from the Oak Ridge atomic | 
pile, it is said. 

+ 


f 








CAR-GLO—A new type of car washer | 
called Car-Glo, has been put on the) 
market by Auto Aids Co., 186 Fifth Ave., | 
Paterson, N. J. Car-Glo has a big-size| 
spongehead and a special clamp which | 
keeps the sponge rigid. | 

ce « 
Steel Shelving Line 
Introduced by Royal 


A line of quality steel storage 
shelving, counters, storage cabi- 
nets, machine stands and li- 
brary shelving is now being pro- 
duced by Royal Metal Mfg. Co., 
221 N. LaSalle St., Chicago. 

Among the features of the new 








line are its adjustability to the 
personal needs of the purchaser, 
80 percent less bolting required, 
tool-less adjustment, simple as- 
sembly, and its availability in 
standard package units to sim- 
plify planning and purchasing. 


* * * 





PERMACEL MASKER—A Permacel No. 8 
Universal Masker, fully adjustable wall- 
or-bench-type masking aid which can ac- 


commodate up to 36-inch-width paper in | 
a single roll or several combinations in| 


smaller widths, has just been made avail- 
able by Industrial Tape Corp., New Bruns- 
wick, N. J., for sale to automobile, truck 
and bus manufacturing plants, paint 
shops, body reconditioning firms, automo- 
tive supply dealers and similar ‘‘volume" 
users of masking equipment. 


| 
| 
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QUICK CHECKING METER—Arrow Arm 
atures Co., Boston and Spartanburg, S. C., 
introduced its new quick charging meter 
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at the regional automotive show in Bos- | 


ton. 
sized meter pinpoints trouble in the 
charging circuit, giving mechanics a pos- 
itive answer as to which electrical part 
is defective. 


* x 


Safety Device Developed 
For Trailer Couplings 


A new trailer safety device, the 
Hitch-Lok, is being produced by 





The company claims that the hand- | 


| 


| ucts, 


accidental unhitching of a towed | 


trailer, is engineered to provide 
positive locking of the trailer 
| coupler on the hitch ball. The com- 
|pany says Hitch-Lok can be at- 
jtached to any trailer, regardless 
‘ size, without special tools. 

+ 


* * 


», Cac 


@ COMCENTA ATE 


RcR PRIMER—Laboratory Research Prod- 
Inc., 148 Market St., Paterson 1, 
N. J., announces a metal cleaner and 
primer called RcR. The company claims the 
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FOR BODY BUILDERS—Production has 


started on its added line of heavy-duty 
stake body parts, according to Parish 
Pressed Steel, Reading, Pa. Body build- 
jers, it adds, can easily assemble and 


| weld the entire body platform, including 
a full wood floor, from a single fixture 
| position and with but a single handling 
of each part. This procedure is made 
| possible by Weldown floor strips. Other 
| features on this body are six-sided socket 
type shock absorbing stake pockets, six- 


inch deep ribbed stake side rails with 
wide flanges and large streamlined 
corners. 


* * * 


Self-Renewing Carbon 


Autographic Register Co., Ho- 
boken, N. J., now provides a self- 
| renewing carbon for its autographic 
| registers. One sheet of this “Duro- 
| graphic” Carbon will outlast a full 
| loading of register forms, according 
|to the manufacturer. When the 
|}carbon has been inserted, it is not 





Traffic King Mfg. Co., Milford, O.| product cleans metal, removes rust and | necessary to touch it again until all 


The device, designed to eliminate 


YES, WELCOME to Hometown America... 
not just “big town” or “small town”? but 
every friendly town and neighborhood 
where local merchants know their customers 


personally. 


Here in these substantial Hometown com- 
munities, the wholesome, helpful editorial 
character of The American Magazine has 
won the approval and confidence of more 
than 2,500,000 receptive families. 

And, as it holds no appeal for the shiftless, 
The American offers advertisers a self-selected 
audience of responsible, larger families 


| 


tarnish and primes metal for painting. 


‘forms in the register are used. 





with incomes 38% above the U.S. average. 

Yet this premium audience actually costs 
less. Actual analysis shows the low American 
rate delivers more families per advertising 


dollar than any of the other respected family 


can prove it. 


magazines shown in the adjoining chart. 
As sales and advertising costs climb, it is 
just good business to study The American 
Magazine, because. it lives longer—a month 
at least, because it means more—to its Home- 
town readers, and because it costs less—no 
matter how you figure it. Challenge us. We 


16% to 59% more ABC circulation per advertising dollar! 


American Collier's Sat.Eve. Look 


Magazine Post 


(Number of reader families per dollar 
based on ABC circulation, black and 


white page rates.) 
IT'S TRUE—The 


American Magazine now gives 


advertisers more reader families per advertising 
dollar than any of these other leading magazines— 
16% more than the next highest value, 59% more 


than the lowest! 


Life 
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Perron with industry as a] 
A 


whole “there is no question that 
| Steel profits are not only fair, but | 
| conservative,” acc ording to Steel-| 


—_ Books Discuss 


‘Engineering Methods 

| NEW YORK.—Two books of in- 
|terest to industrial engineers are 
| offered by Chemical Publishing Co., 





Chicago Dealer Celebrates 30th Year— |Inc., 212 Fifth Ave. 
Caley Brothers, Inc., Chicago, celebrated its 30th year as a Chevrolet dealer by| New methods for maintaining 
entertaining its 32 employes at a dinner. Caley honored three 25-year men by pre- | thermal efficiency are covered in 


senting them with inscribed gold wrist watches. Shown are the 25-year men with | “The Measurement and Control of 
William C. Caley, owner of the dealership. Left to right: Roy Greenland, parts man- Fo in Industry,” by R. 
ager; Caley; Carl Bahr, shop foreman, and LeRoy Michelar, mechanic. Representatives | Royds. The book sells for $5. 

of Chevrolet who complimented Caley and his dealership were Harry G. Messer, Chi- | Basic principles in the operation 
cago zone manager, and Harry W. O'Boyle, southside city manager. | of chemical plants are outlined in 
|“Chemical Engineering Opera- 
|tions,” by F. Rumford. Recom- 
mended particularly for inexperi- 
enced personnel and students, this 
recently published book is s $7. 50. 





Two Named at Boas 
Fred Helberg and Ben Randrup | general manager. Helberg has been 
have joined Boas Pontiac, San} named office manager and Randrup 
Francisco, according to Roger Boas, shop foreman. 








Profits of Steel Mills 


Called Conservative 


ways, magazine of the American 


| Iron and Steel Institute. 


In its lead article “Some Facts 
About Profits,” the publication 
emphasizes the role plant expan- 
sion and improvement play in the 
disposition of profits. “After pay- 
ing out 55.2 percent of its taxable 
income to the government the 
industry turned around and ear- 
marked 26.4 percent as an in- 
stallment on its expansion and 
improvement bill” in 1950, leav- 
ing 18.4 percent for dividend 
payments. 

In the seven-year period ending 
in 1952, the steel industry “will 
have dug into the till for some five 
billion dollars, practically doubling 
its total capital investment,” Steel- 
ways says. 

* * + 

HE publication adds that the 

steel industry has normally 
ranked among the lowest of the 
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leading manufacturing indus- 
“During 11 of the 16 years 
its relative profits 
| placed it in 40th place or lower. In 
| 1949 it rose to 26th place, but 
| dropped to 27th in 1950.” 

Labeling as “unrealistic” the 
| usage of the term “profit before 
| taxes,” Steelways says even on 
| this basis profits are not exhorbi- 
tant. 

“In 1946 steel companies paid out 
31.5 percent of their taxable income 
as dividends. During the next five 
years sales doubled, taxable income 
more than tripled—yet the percent- 
age of this income paid out as divi- 
dends steadily declined, and by 1950 
had fallen from 31.5 percent to 
18.4 percent.” 

* 


45 
tries. 
;ending in 1950, 





. * 


i ip rise in the government’s 
share of taxable income from 
44 percent in 1946 to 55.2 percent 
in 1950 left the industry with 44.8 
percent as indicated profit. How- 
ever, 26.4 percent of taxable income 
was set aside for plant construc- 
tion and improvement. 

“Instead of profiteering, the 
stockholders were actually tak- 
ing a licking, percentagewise, in 
a time of unprecedented produc- 
tion,” Steelways declares. 

Cut profits lower, the publication 
says, “and you jeopardize the in- 
dustry’s ability to pay the monetary 
costs of expansion in a world which 
does not move without steel.” 


F inishers See 
New Process of 


Chrome Plating 


CHICAGO.—Developed as a sub- 
stitute for nickel, a new process of 
chromium plating over white brass 
was demonstrated at the Industrial 
Finishing Exposition. 

The exhibit was conducted by 
members of the Chicago Electro- 
Platers Institute, co-sponsor of the 
exposition, in the International 
Amphitheater. 

The new method of chrome plat- 
ing may be used on such items as 
automobile interiors, bicycles and 
tubular furniture, according to 
Lawrence J. Hay, vice-chairman of 
|the institute. 
| Hay said that originally the in- 
|ability of the process to withstand 
corrosion had made it suitable for 
inside parts only, but that this 
handicap had been overcome. 

The cost of the new operation is 
about the same as that of standard 
nickel plating, Hay said, and a 
plater can use standard equipment 
with but minor adjustments in so- 
lutions and anodes. 

One manufacturer at the exposi- 
tion demonstrated a new portable 
|spray gun outfit with attached 
| catalyst, said to bring the same re- 
| sults as the bake oven process. One 
|problem to be overcome, it was 
| noted, was the need for four hours 
for air drying, a period too long for 
some commercial operations. 


McK inley Heads 
Midland Steel 


CLEVELAND.—At a meeting of 
the directors of Midland Steel 
| Products Co. here, William A. Mc- 
| Kinley was elect- 
ed president of 
{the company to 
succeed the late 
E. J. Kulas. 

McKinley has 
jbeen with the 
|company 27 years, 
during which 
time he served as 
head of its engi- 
neering depart- 
|ment, sales vice- 
| president and ex- 
| ecutive vice-president, 
| L. J. Fralick was elected sales 
| vice-president, and other officers 
| were reelected. Harvey E. Schach 
will continue as sales manager of 
|the Power Brake division. 
| 








W. A. McKinley 


Hardy Moves Plant 

Carey E. Hardy, head of the 
Chrysler- Plymouth dealership in 
Monrovia, Calif. has announced 
that the used-car reconditioning 
plant has been moved across the 
street from the main used-car lot. 
A portion of the lot will be used for 
the display of lower-priced, prewar 
used cars, he said. 
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Used-Car Auction Prices 
Market Trend 


The overall average price of used cars at wholesale climbed $1 last 
week to check a two-week downward trend in prices, according to 
Automotive News’ index. The price now stands at $1,209. 

The price of 1952s appeared to influence the increase the most, since 
52s rose an average of $7 during the week. Others to show gains were 
50s, up $1, and "49s and 46s, up $2. 

Losses were shown in the price of ’51s, down $1; °4%s, down $4, and 
"47s, off $2. 

Activity at the auctions slowed a little, the index showed, as the 
percentage of cars sold declined for the first time in three weeks. At 
13 representative auctions, 1,719 cars were sold of 2,341 offerings last 
week—an average of 73 percent—as against 1,786 sales from 2,406 
offerings at the same auctions a week earlier—an average of 74 
percent. 

Prices marked with an * indicate a unit equipped with 
an automatic transmission or overdrive. 











, * Custom sedan, $1,430*, $1,500*, $1,520*. 
DENVER ‘47 conv., $710*, $735". 

(Denver Auto Auction. Sale every Tues- | DODGE—-'52 Wayfarer sedan, $1,815 51 
day. Prices are for sale of June 17.) | Coronet sedan, $1,550*, $1,595*, $1,605* 
(Prices steady with last three weeks. "49 Meadowbrook sedan, $810*, §$S870*. 
Buying very active. Sold 292 units out | FORD -'52 Victoria, $2,495*, $2,525*, $2,- 
of 409 offerings.) | 530*, §2,570*; stationwagon, $2,475*; 


BUICK 'b2 RM conv., $3,120*; Special Custom (8) sedan, $2,055, $2,265*. ‘51 
Riviera, $2,800*. °51 RM Riviera, §$2,- Victoria, $1,835*; Custom (8) sedan, $1,- 
170*, $2,200*, $2,210, $2,230*, $2,240*; 400, $1,405, $1,410, $1,455, §$1,510*; 
Special Riviera, $1,810*, $1,900*, $1,920*, pickup, $1,180. ‘°50 Custom (8) sedan, 
$1,990*, $2,105*. °50 RM sedan, $1,050", $1,220*, $1,365, $1,380*, $1,530. ‘49 sta- 
$1,460*, $1,510*. °49 Super sedan, $1,- tionwagon, $975, $1,100, $1,150*. °47 De- 
050*, $1,090*, $1,195. '47 RM _ sedan, luxe (S) sedan, $645. 
$825, $850, $865. HUDSON-—-~'52 Hornet sedan, $2,670* "51 

CADILLAC—-’51 (62) sedan, $3,470*, §$3,- Hornet sedan, $1,610, $1,675, $1,685. ‘50 
475*, $3,500*. °50 (62) sedan, $2,915*, Commodore sedan, $1,310*, $1,335 
$2,995*, $3,105*. °49 (60) sedan, $2,- | KAISER — '51 sedan, $1,230 '49 sedan, 
205*, $2,315". °48 (62) sedan, $1,810*, $500. 
$1,895". °'46 (62) sedan, $1,065* MERCURY "51 conv., $1,970*, $2,030*, 


CHEVROLET—’52 Bel-Air, $2,320*, $2,340; $2,110*; sedan, $1,760*, $1,775", $1.885*, 








SL Deluxe sedan, $2,010, $2,030; %%-ton $1,900*. °50 sedan, $1,455, $1,480, $1,- 
pickup, $1,490, $1,550, $1,615. ‘51 Bel- 495. °49 sedan, $975, $1,010*, $1,080*. 
Air, $1,825*, $1,830, $1,840; SL Deluxe '47 sedan, $705*, $735*, $740*, $775*. 
sedan, $1.475, $1,525, $1,545*, $1,580*, | NASH ’51 Rambler stationwagon, $1,310, 
$1,610*, $1,650*. °'50 Bel-Air, $1,425, $1,- $1,350*, $1,395*. ‘50 Ambassador sedan, 
505, $1,600*, $1,615, $1,670; SL Deluxe $1,020*, $1,185". 

sedan, $1,205, $1,235, $1,295, $1,310, $1,- | OLDSMOBILE "h2 (98) sedan, $2,690", 








355. ’°49 SL Deluxe sedan, $1,045, $1,145, $2,900*, $2,995*, $3,000*. '51 (98) sedan, 

$1,160, $1,170. °48 FL aerosedan, $780, $2,130*, $2,220*, $2,315*, $2,350* "50 

$860, $880, $910. ‘47 FL aerosedan, $660, (88) sedan, $1,590*, §$1,695*, §1,750*, 

$730, $845. $1,775*, $1,780" "49 «(S8) sedan, §$1,- 
CHRYSLER—'52 NY sedan, $3,000", 265*, $1.305*, $1.380*, $1,390*, $1,400*. 

220*, $3,250*; Windsor sedan, $2,5 ’48 (98) sedan, $720*, $810*, $845*, 

"51 NY sedan, $1,930*, $2,195*. 50 NY $855". 

sedan, $1,405*, $1,615*, $1,625*, $1,640*. | PACKARD —'51 (200) sedan, $1,610*, °49 

49 Windsor sedan, $1,050*, $1,130*, $1,- sedan, $890*. 

275*, $1,300*. PLYMOUTH—’51 Cranbrook conv., $1,675, 





DeSOTO—’51 Deluxe sedan, $1,750*. 


50 $1,700, $1,730; 


Concord 2-dr., $1,475, 














OWN YOUR OWN BUSINESS 
NET $1,000 OR MORE PER MONTH 


The SERVISOFT SYSTEM of water softening is now available 
in a number of known “hard water” areas. It will be granted to 
the people or business firms in these territories who by reputation 
and ability best meet our qualifications. 


What SERVISOFT Offers 


The holder of the SERVISOFT franchise will install and maintain 
soft water service for regular monthly service fees. He will own 
and operate a regenerating plant. 





He will sell Soft Water Service to a satisfactory percentage of 
households and business firms (figures on request). 


He will install the tanks (see photo) and exchange and regener- 
ate them periodically, as required. 


He will be provided with complete operating procedure based on 
similar operations throughout the United States. 


He will own a solid, substantial permanent business with a proven 
money-making record and with its profit potential limited only by 
the number of people in the territory. 


He can be in the soft water business exclusively, or he can add 
SERVISOFT service to his present business. 


SERVISOFT SYSTEM is the original soft water service. It is 
a PROVEN operation. The only unknown is Are You The Man? 


We Invite Your Inquiry 


SERVISOFT, INC. 


2315 - 23rd Ave. Rockford, Ill. 
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$1,480, $1,490 50 SD conv $1,500 
Deluxe sedan, $1,050, $1,105, $1,190, $1 
205 '49 SD sedan, $975, $990. $1,005 

PONTIAC 52 Catalina, $2,685*; Chieftain 
(8) sedan, $2,460 $2,515*, $2,525*, $2 
605* 51 Chieftain (8) sedan, $1,935* 
$1,945*, $1,980* 50 Chieftain (8) sedan 
$1,345, $1,375, $1,400, $1,545* 

WILLYS ton pickup, $1,700, $1,720 
$1,745, $1,750, $1,755 51 stationwagon 
$1,155, $1,160 Jeep $900, $905, $935 
50 Jeep $7 $810 $835 +9 
Jeep, $7 











(Lebanon Auto Auction. Sale every Wed 
nesday. Prices are tor sale of June 18.) 

(Market holding steady—action = still 
brisk. Sold 83 units out of 110 offer- 
ings.) 

BUICK 52 RM sedan, $2,900" 51 Super 
Riviera, $2,300*; sedan, $2,150. $2,075*. | 
50 RM sedan, §$1,700*; Super Riviera 
$1,775*; Special sedan, $1,475* 19 Super 
sedan, $1,260* 417 Super conv., $890 

CADILLAC 49 (62) sedan, $2,275*, $2 
150*, $2,110*%; (60) sedan, $2,356* 

CHEVROLET—’'51 SL Special sedan, $1.- | 
400, $1,310; SL Deluxe sedan, $1,675*, 
$1,550. ‘50 SL Deluxe sedan, $1,300; 
Special sedan, $1,080, $1,050. SL 
Deluxe conv., $1,185; SL Deluxe sedan, 
$1,185, $1,175; Special sedan, $1,015. °’48 
FM conv., $920; FL aerosedan, $950. '47 
FM sedan, $685, $675. ‘46 FM conv., 
$630. 

CHRYSLER-—~’49 NY sedan, $1,425*; Wind- 


sor sedan, $1,400*. '46 NY sedan, $645*; 
town and country, $390. 


DeSOTO—’52 Firedome (8) sedan, $2,700*. 
*51 Custom sportsman, $2,175*. '50 Cus- 
tom sedan, $1,800*. 

DODGE—’51 Coronet sedan, $1,750*. ‘50 
Coronet sedan, $1,460*, $1,480*, $1,310*. 
'46 Custom sedan, $425. 

FORD—’51 Custom (8) stationwagon, $1,- 
800*; Custom (8) sedan, $1,500*; Cus- 
tom (6) sedan, $1,415. '50 Custom (8) 
sedan, $1,190, $1,155; Deluxe (8) se- 
dan, $1,100; Deluxe (6) sedan, $1,015. 
"49 Custom (8) sedan, $1,030, $990. ’46 
SD (8) sedan, $510. 


MERCURY—’51 sedan, $1,770*. ’50 sedan, 


$1,390. '49 sedan, $1,185, $1,140. °48 se- 
dan, $790. ’47 sedan, $610 

OLDSMOBILE—'51 (SS) sedan, $2,150*. 
"50 (88) sedan, $1,.580*. '49 (98) sedan, 
$1,320*, $1,300*; (88) sedan $1,350* ; 
(76) sedan, $1,180*. °46 (76) sedan, 
$700*. 

PACKARD—-’51 sedan, $2.050*. ‘49 sedan, 
$935*. °’48 sedan, $845 

PLYMOUTH-— "52 Cranbrook sedan, $1,900. 
"50 SD sedan, $1,260. 

PONTIAC—’52 Chieftain (8) Catalina, $2,- 


925*. °’51 Chieftain (8) sedan, $1,850; 
Catalina, $2.365*. °49 Chieftain (8) se- 
dan, $1,300*, $960. °42 sedan, $325. °40 


sedan, $160. 
STUDEBAKER 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of June 18.) 
(Extreme shortage of used cars in the 

area. Demand is still good, Sold 41 cars 

out of 85 offerings.) 

BUICK—’50 Super sedan, $1,185*. 
dan, $135. 

CADILLAC—’49 (62) Coupe de Ville, $2,- 
150*. '41 sedan, $510. 

CHEVROLET—-’52 FL Deluxe sedan, §$2,- 
005. °51 Bel-Air, $1,550; SL Deluxe 
sedan, $1,525, $1,575. °50 SL. Deluxe se- 
dan, $1,220; Bel-Air, $1,460. '48 FM se- 


’48 Champion sedan, $750 


"39 se- 


dan, $685. °47 SM sedan, $625, $565, 
$680. °41 SD sedan, $260, $280. 
DODGE—’52 Meadowbrook sedan, $1,750*. 


’51 Wayfarer sedan, $1,450*. 


FORD—’51 Custom (8) sedan, $1,605*. '50 
Deluxe (8) sedan, $990. '49 Custom (8) 
sedan, $730, $980. '48 Deluxe (8) sedan, 
$820. °47 SD (8) sedan, $655. ‘41 SD 
sedan, $220. 

FRAZER—'49 sedan, $615 

KAISER—’'47 sedan, $430 

MERCURY '49 sedan, $1,050*. ‘47 conv., 
$635. 

NASH-—'51 Rambler conv., $1,105. '46 
(600) sedan, $235. 

PLYMOUTH—’49 SI) sedan, $980. ‘47 De- 
luxe sedan, $305 

PONTIAC—’52 Chieftain (8) sedan, §$2,- 
635*. '49 Chieftain (8) sedan, $1,215. °48 
Chieftain (6) sedan, $900; (8) sedan, 
$1,080. 


AMARILLO, TEX. 


(Amarillo Auto Auction. Sale every Fri- 


day. Prices are for sale of June 13.) 

(Market strong on all makes and 
models. Sold 287 units out of 310 offer- 
ings.) 

BUICK—’52 Special 2-dr., $2,290*, $2,325*. 
"51 RM Riviera, $2,290*. '50 Super 2- 
dr., $1,090, $1,230*; 4-dr., $1,405*. °49 
Super 2-dr., $1,000; 4-dr., $1,100*; RM 
4-dr., $805. 

CADILLAC—’51 (62) 4-dr., $3,320*, $3,- 
575*; Coupe de Ville, $4,000*. °50 (62) 
4-dr., $2,975*; (61) 4-dr., $2,625*, $2,- 
800*. '49 (62) 4-dr., $2,110* 


CHEVROLET—'52 Bel-Air, $2,410, $2,430, 
$2,485; SL Deluxe 2-dr., $1,895, $1,945, 
$1,950; 4-dr., $1,810, $2,045. '51 SL De- 
luxe 4-dr., $1,130, $1,400; club coupe, 
$1,490; Bel-Air, $1,780; 2-dr., $1,490. 

CHRYSLER—’50 Windsor 4-dr., $1,545*; 
NY 4-dr., $1,500*; Newport, $1,800*. ’49 
Windsor 4-dr., $1,135*, $1,185*. 

DeSOTO—’52 Firedome (8S) 4-dr., 
’51 Custom 4-dr., $1,825, $1,8 
luxe 4-dr., $1,570. 

DODGE—’51 Coronet 4-dr., 
575*, $1,585*. '50 Coronet 4-dr., 
club coupe, $1,275*, $1,345*. 
farer 2-dr., $1,000. 

FORD—'52 Custom (8) 2-dr., $2,200*, $2,- 
220°, $2,245*; club coupe, $2,220*; Cus- 


$2,775°*. 
"50 De- 
$1,215*, $1,- 


$1,215; 
"49 Way- 








tom (6) 2-dr., $2,120. '51 conv., $1,455, 
$1,665*; Custom (8) 2-dr., $1,205, $1,- 
230, $1,305, $1,405*; Victoria, $1,750*. 
FRAZER—’51 4-dr., $1,345*. °49 4-dr., 
$750* 
HUDSON—’51 Hornet 4-dr., $1,785. ’50 
Commodore (8) 4-dr., $1,215. 49 Pace- 


maker 4-dr., $500, $795, $850. 
KAISER—'51 4-dr., $1,000. 
LINCOLN—'52 Capri 4-dr., 
mopolitan 4-dr., $3,425*. 


$3,700*; Cos- 


MERCURY—’'52 4-dr., $2.340*, $2,525", 
$2,600*; 2-dr., $2,545*, $2,575*, $2,585*. 
"S51 4-dr., $1,850*, $1,870", $1,915*; 2- 
dr., $1,735. 

NASH—’'52 Rambler stationwagon, $1,850. 

OLDSMOBILE — ’52 (98) 4-dr., $3,175*, 


$3,240*; (88) conv., $3,155; 4-dr., $2,- 
685*, $3,045; 2-dr., $2,635*, $3,000*. ’51 


(88) Holiday, $2,485*, $2,495*; 2-dr., 
$1.645, $2,095*. 
PACKARD-~'48 4-dr., $570. ‘47 2-dr., 


$350. 
PLYMOUTH—’52 Cranbrook 4-dr., $1,905, 


$2,110. ‘51 Cranbrook club coupe, §$1,- 
325; 4-dr., $1,320, $1,335. ‘50 2-dr., 
$1,020. 





PONTIAC—'52 Chieftain (8) 4-dr., $2,325*, 


1952 




















Average Used-Car Prices 


(Compiled by Automotive News) 

















June May \pril 
Model 1952 1952 1952 
$1.9 21.9 <1.21% n6 29 ONW e9 ang 29 ang 
$1,209 $1,200 $1,213 1952 $2,377 $2,376 $2,366 
1951 1,662 1,640 1,670 
1950 1,342 1,308 1,316 
1949 1,060 1,062 1,067 
1948 808 797 813 
1947 661 654 672 
1946 550 562 584 
June May April Overall » 
Average $1,209 §=$1,200 = $1,213 
(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 
$2,460*, $2,575*, $2,590* "51 SL (6) ] 425*. ’51 NY sedan, §$2,185*. °49 Wind 
t-dr., $1,740; Chieftain (S) Catalina, | sor sedan, $1,400* 
im hae’ $2,275*; 4-dr., $1,825"; | CROSLEY—’51 conv. sedan, $385. 
«-ar., ° 6 7 . 

STUDEBAKER —’51 Champion 4-dr., $1,- | DeSOTO—'49 Custom conv., $1,100". 

055, $1,070. '50 Commander (8) 4-dr., DODGE 52 Coronet conv., $2,650*; se- 
$1,050, $1,075. 48 Champion club coupe, dan, $2,250", $2,060*; Meadowbrook se- 
$450. ’47 Champion club coupe, $570*. dan, 92,050" $2,150°. Side Coronet sedan, 

WILLYS-—'51 Jeep, $1,060; stationwagon, —° $1,745*. '49 Coronet sedan, §$1,- 
1,050. '48 stationwe , $395. '47 %-ton =. a - ‘ ~ 
iaeane $355. a ere’ | FORD-—-'51 Victoria, $1,850*; Custom (8) 

conv., $1,800*. '50 Custom (8) sedan, 

ALBANY N Y $1,240; Deluxe (6) sedan, $975. °49 Cus- 

9 iNe . tom (8) sedan, $950; conv., $1,100, $900; 

(Tim Anspach Auto Auction. Sale every Deluxe (8) sedan, $960. '48 SD (8) club 

Monday. Prices are for sale of June 16.) "46 BE “— a Deluxe (6) sedan, $480 
46 SD (8) stati yag 300 

(Market firm except on Cadillacs and (6) aden = — 

Buicks, which were off as much as $100 HUDSON "51 Commodore (6) sedan, $1 
a> Sold 113 units out of 142 offer 720*. ’46 Super (6) club coupe, $260. 
pe ee ae anne | HAISER—'51 sedan, $1,150; Henry J (4) 

BUICK 51 RM sedan, $2,050*, $2,300*. sedan, $875. '47 sedan, $300. 

‘00 Special sedan, $1,350; Super sedan, | LINCOLN—’47 sedan, $610*. 

$1,385*. '49 Super stationwagon, $1,550*; | mERCURY—’51 sedan, $1,700, $1,825. °50 
RM sedan, $1,280*; Super sedan, $1,280, conv., $1,680. °49 sedan, $1,180. 47 se- 
$1,350*. ’47 Super sedan, $800. dan, $630. 

CADILLAC—’51 (62) sedan, $3,425*, $3,- | NASH—’51 Rambler conv., $1,450; station- 
375*. °50 (62) conv., $3,305*; (61) se- wagon, $1,475. ‘50 Ambassador sedan 
dan, 2 at $2,610*. ‘49 (61) club coupe, $1,120*. °47 (600) sedan, $510. "46 (600) 
$2,000*. ‘47 (62) sedan, $1,040*. sedan, $440. 

88 Bt” = ome . 209+ * OLDSMOBILE—°52 (SS) sedan $2,760* 

CHEVROLET--'52 Bel-Air, $2,300*; SL om one 917n* * re : 
Deluxe sedan, §$2,000*. ‘51 SL Deluxe | 51 (88) sedan, $2,175°. 19 (98) sedan 
sedan $1,500. $1,650*. 50 FIL Deluxe se- $1,200*, $1,175", $1,560, $1,185; (88) 
dan, $1,285; SL Deluxe sedan, $1,325, elub coupe, $1,200*. 48 (76) sedan 
$920; conv.. $1,385: "Bel-Air '$1,590°: $785*. '47 (98) sedan, $700*; (66) sedan, 
carryall, $990: SL Special sedan, 2 at $570*, $580*; (76) sedan, $740*. "46 (66) 
$1,060. '49 SL Special sedan, $960; busi- sedan, $500, $570°. 41 (76) sedan, $170 
ness coupe, $885; SL Deluxe sedan, $1,- | PACKARD—’49 sedan, $920*. 

120. °47 SM sedan, $735; FM station- | PLYMOUTH—’51 Cranbrook club coupe, 


wagon, $770. '46 SM sedan, $610. 
CHRYSLER—’52 Windsor club coupe, $2,- 





$1,550. '50 SD sedan, $1,340, $1,230. ’49 
(Continued on Page 29, Col, 1) 








- 
_ 





Quantity 
TA 3X@) BLU KE KO) 


of 
GREY IRON GASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
)*@) BLU (GN @)\ be nO) UI TB) a1 ss 
a 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 








Braking 


KING OF THEM ALL 


and Quick INSTALLATI 
with 


type roads at all times. 


ON. 








THE CHEAPEST INSURANCE 
——— volcan euY... 


THE YELLOW TOW BAR 
WHY TAKE CHANCES 


At only $61.45 (including 8% mfgr’'s. excise tax) 


You Get — Controlled Steering Brake Hook-Up, 
; I Also Automatic Braking is the ONLY 
YRIST ACTION which guarantees a Full Floating Ride and Tou 


TOW BAR SALES COMPANY 
CHICAGO 6, ILLINOIS 
(See Our‘Ad, Page No. 39) 


Chain Jaws that FIT for Easy 
ow Bar 
on any 
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Used-Car Auction Prices 








(Continued from Page 28) 


SD sedan, $1,110, $1,085; conv., $1,150 
$1,220. ‘48 SD sedan, $690 

PONTIAC —'52 conv., $2,800*; Chieftain 
(8) sedan, $2,770*, $2,485*. °51 Chief- 
tain (8) sedan, $2,125*; Chieftain (6) 
Catalina, $2,320*. ’49 SL (S) sedan, $1,- 
270; Chieftain (6) sedan, $1,000. ‘48 
Chieftain (8) sedan, $675*. ‘47 Torpedo 
(8) conv., $690. 

STUDEBAKER —’'51 Champion sedan, $1,- 
311*,. ‘50 Champion sedan, $1.910. ‘47 
Commander _ sedan, $700*; Champion 
conv., $750*. 


MASON CITY, IA. 


(Lapiner’s Car Auction. Sale every Wed- 
nesday. Prices are for sale of June 18.) 

(Demand for new cars very strong. 
Sold 139 units out of 173 offerings.) 





BUICK—’51 Super Riviera 2-dr., $2,260*; 
RM Riviera 2-dr., $2,405*. ‘49 Super 4- 
dr., $1,200*, $1,180*; RM conv., $1,330. 
‘41 Special sedanet, $215. 

CADILLAC—’'50 (62) 4-dr., $2,895*. °49 
(62) 4-dr., $2,110*. 

CHEVROLET—’52 SL Deluxe 2-dr., $1,- 
915; 14-ton pickup, $1,325. °51 SL De- 
luxe 2-dr., $1,350, $1,370, $1,360, $1,- 
355; FL Deluxe 2-dr., $1,415, $§1,470*; 
SL Special 2-dr., $1,315, $1,295. ‘50 SL 
Deluxe 4-dr., $1,075. 


CHRYSLER—'47 Windsor 4-dr., 
Windsor 4-dr., $790*. 


$800*. '46 





DeSOTO—’50 Custom 4-dr., $1,455*; conv., 
$1,550*. °49 carryall, $1,270". 

DODGE—'52 Coronet Diplomat, $2,180*. 
‘50 Coronet 4-dr., $1.205*. ‘48 Deluxe | 
4-dr., $665*. 

FORD—'51 Victoria, $1,805*, $1,735*; De- 
luxe (8) 4-dr., $1,315. °50 Custom (8) | 
conv., $1,365". '49 Custom (8) conv., 
$1,075*; 2-dr., $895. $885. "48 SD (8) 
2-dr., $705. °47 SD (8) 4-dr., $690*, 
$685. 

KAISER—’51 4-dr., $1,300*. ‘48 4-dr.. 
$300. 

LINCOLN—'49 2-dr., $1,005*. 

MERCURY—’51 2-dr., $1,650*. ‘50 conv., 
$1,610*; Monterey, $1,710*, $1,550. °49 
4-dr., $1,170*; conv., $1,080*. 

NASH—’51 Statesman 2-dr., $1,450*. 

OLDSMOBILE—’52 (98) 4-dr., $3,195*, 
$3,235*. °49 (98) 4-dr., $1,295*, $1,325*. | 
’48 2-dr., $875*. 

PACKARD—’50 (8) 4-dr., $1,215*. 

PLYMOUTH—’'52 Concord 2-dr., $1,685; 
Cambridge 2-dr., $1,845. '47 SD 4-dr., 
$665. °46 SD 4-dr., $500. °41 2-dr., $205, 
$115. 

PONTIAC—’52 Chieftain (8) 2-dr., $2,385*; 
Catalina, $2,745*. '51 Catalina (8) §2,- 
230*. °50 Chieftain (S) 4-dr., $1,570*. 


STUDEBAKER—’49 Champion 2-dr., $760*. 
'47 Champion 2-dr., $500*. 
WILLYS—'50 stationwagon, 
tionwagon, $670*. °47 Jeep, 


FORT WAYNE, IND. 
(Carl Marker’s Auto Auction. Sale every 


Tuesday. 
(Sold 92 cars out of 100 offerings.) 


$750. °48 sta- 
$455. 


BUICK—’'50 Special 4-dr., $1,510*; sedanet, 
$1,420*; Super 4-dr., $1,310; RM 4-dr., 
$1,575*. °49 Super conv., $1,390". 

CADILLAC—'50 (62) 4-dr., $2,400*." °48 
(62) 4-dr., $1,700*. 

CHEVROLET—'51 SL Deluxe 2-dr., $1,- 


595*. '50 FL Deluxe 2-dr., $1,320; Bel- 
Air, $1,500; conv., $1,470. °49 SL Deluxe 
2-dr., $1,200. °48 FM conv., $915. ’47 
FM club coupe, $715; 4-dr., $705. 


CHRYSLER — ’50 Windsor Newport, §$1,- 
750*. 

DeSOTO—’51 Custom 4-dr., $1,885*; Cus- 
tom club coupe, $1,810; Deluxe club 
coupe, $1,910*. 

FORD—’'52 Custom (8) 4-dr., $2,275*; (6) 
4-dr., $2.110*. ‘°51 Custom (8) 4-dr., 


$1,360*; 2-dr., $1,570*; Deluxe (8) 2-dr., 


$1,405*; conv., $1,810*. °50 Custom 
2-dr., $1,125; club coupe, $1,310. ’49 
Deluxe (8) 2-dr., $930; (6), $900. °47 
SD 4-dr., $550; conv., $635. ‘46 Deluxe 
2-dr., $600. 

KAISER-—'52 Henry J (6) Vagabond, $1,- | 
105. 

MERCURY — '52 Monterey, $2.625*. °'49 
4-dr., $1,100. 

OLDSMOBILE — ‘51 (98) 4-dr., $2,150*; 
(88) club coupe, $2,000*. ’50 (SS) 2-dr., | 
$1,495*; club coupe, $1,445*; (98) sedan, 


$1,575*. °48 (68) sedan, $950*. 


PLYMOUTH—’52 Cranbrook 4-dr., $1,815; 


cambridge 4-dr., $1,855. °'51 Cambridge | 
2-dr., $1,405. °50 SD 4-dr., $1,150, $1,- 
305. °48 SD 4-dr., $750, $800. 
PONTIAC—’52 Chieftain (8) 4-dr., $1.,- 
985*; Catalina, $2,770*. °51 Chieftain | 
(8) 4-dr., $§1,900*. °50 Chieftain (8) 
Catalina, $1,825; (6) 2-dr., $1,605*. °49 
Chieftain (8) club coupe, $1,280. 
STU DEBAKER—’51 Champion 2-dr., $1,- 


325*. ‘50 Champion 4-dr., $1,090. 
a r + ~ 
LOS ANGELES 
(Los Angeles Auto Auction. Sale every 
Tuesday and Thursday at San Gabriel, 


Calif. Prices are for sales of June 17-19.) 

(Market was stronger here this week 
with clean units a little stronger, Sold 
251 units out of 426 offerings.) 





BUICK—’52 Super conv., $3,165*. °51 Su- 
per conv., §$2,350*: Riviera 4-dr., $2,- 
150*; 4-dr., $1,950*; Special 2-dr., $1,- 
755. °50 RM Riviera 2-dr., $1,935*, $1,- 
900*; 4-dr., $1,750*; Super Rivi 
$1,740*; RM 4-dr., $1,600*; § 5 
$1,370. °49 Super sedanet, $1,555*, $1,- 
080; RM conv., 2 at $1,425*; 4-dr., $1,- 
295*; sedanet, $1,200*. 

CADILLAC—’51 (62) Coupe De Ville, $4.- 
190*, $4,105*; conv., $4,170*; 4-dr., $3,- 


730*, $3,600*, $3,595": (61) club coupe, 


$3,695*. °50 (62) Coupe De Ville, $3.,- 
830*, $3,395*; club coupe, $3,475*; (61) 
club coupe, $3,310*; conv., $3,250*, $3.,- 


220*; 4-dr., $3,210*, $3,200*, 
$3,005*; (60) 4-dr., $3,160*; (61) 4-dr., 
$2,925, $2,900*. 

HEVROLET ’51 Bel-Air, $1,950*; SL 
Deluxe 4-dr., $1,630; sedan delivery, $1,- 

305; %-ton pickup, $1,300. °50 conv., 
$1,735*, $1,570; Bel-Air, $1,675*, $1,635; 
stationwagon, $1,410; SL Deluxe 4-dr., 
$1,255*; SL Special club coupe, $1,270. 
‘49 SL Special business coupe, 

CHRYSLER — '52 Windsor Newport, 
975*; conv., $2,750*. ’51 NY 4-dr., 
100*. ‘50 Windsor conv., $1,865*; 
club coupe, $1,640*. ‘49 NY 4-dr., $1,- 
460*. ‘48 Windsor club coupe, $975*. 

DeSOTO—’50 Custom 4-dr., $1,545*; De- 
luxe club coupe, $1,495*. 

DODGE—’51 Wayfarer 2-dr., $1,395*. ‘50 
Wayfarer 2-dr., $1,200*; Coronet club 
coupe, $1,400*. ‘49 Coronet 4-dr., $1,- 
205°; Wayfarer 2-dr., $995. 

FORD—'51 Victoria, $2,070*, $2,025*, $1,- 


4 


$2. - 
$2, - 


Prices are for sale of June 17.) | 


(8) | 


$3,175°, | 


$1,050. | 


Royal | 





935, $1.930*, $1,S70*; conv., $2,010*, §1,- 
900*; stationwagon, $1,980*; Custom (8) 
2-dr., $1,575; 4-dr., $1,510, $1,410 "50 
conv., $1,465*; Custom (8) 2-dr., $1,455, 
$1,295*, $1,230*; club coupe, $1,365"; 
Deluxe (6) 2-dr., $1,290*; Deluxe (8) 
4-dr., $1,160; ,;-ton pickup, $995 "49 
cony., $1,325, $1,200; Custom (8) club 
coupe, $1,120; 4-dr., $1,105, £1,075*; 
2-dr., $975; 1%4-ton pickup, $925. ‘48 
conv., $815; SD (6) 4-dr., $800. ‘47 SD 
(S) club coupe, $700. 
HUDSON—'51 Hornet 4-dr., $2,000* "50 
| Commodore (8) 4-dr., $1,220 
KAISER—'51 4-dr., $1,345, $1,285* 
LINCOLN "51 Cosmopolitan 4-dr., $2,- 
600*, $2,410*, $2,250*. °50 Cosmopolitan 
4-dr., $1,825*. "49 Cosmopolitan club 


| coupe, $1,425*; club coupe, $1,255*. 

| MERCURY—’51 conv., $2.155*; club coupe. 

$2,005*, $2,000*, $1,995*, $1.925*, $1,- 

71 4-dr., $2,000*, $1,765; Monterey 
"50 4-dr., $1,600*; club 

$1,395. °49 conv.. $1,250; 
’47 club coupe, $850. °46 


ate 
2-dr., 
coupe, $1,550, 
4-dr., $1,025*. 
| conv., $735. 
NASH—’51 Rambler Country Club, £1.720*; 
Suburban, $1,550*; stationwagon, $1,525*, 
$1,500*. Statesman 4-dr., $1,120; 









| 
} 2-dr., $1,0 
| OLDSMOBILE — '52 (98) Holiday coupe, 
| $3,880*; (98) 4-dr., $3.380*, $3,310"; 
| (88) 4-dr., $2,985*. °'51 (98) Holiday, 
$2,475*; (88) 2-dr., $2,275*. ‘50 (88) 
| 4-dr., $1,805*; club coupe, $1,610; (98) 
| 4-dr., $1,705*. ‘49 (88) club sedan §1,- 
| 555*, $1,350*; (98) conv., $1,525*; 4-dr., 
| $1,385; (76) 4-dr., $1,405*; club sedan, 
| $1,255*. °48 (98) 4-dr., $1,200*, $1,180*. 
PACKARD—'52 club coupe, $2.330*. ‘51 
4-dr., $1,905*, "50 4-dr., $1,135*, "49 
4-dr., $1,000. 
PLYMOUTH—’52 Cranbrook 4-dr., $1,875. 
‘51 Belvedere, $1,830; Cranbrook 2-dr., 


$1,550; Cambridge club coupe. $1,400. '49 
Deluxe 4-dr., $1,100, $1,075. °48 station- 
wagon, $900. 


| PONTIAC—’52 stationwagon, $3,075*. °51 
|} conv., $2,200*; Chieftain (6) 4-dr.,*$2,- 
080*; stationwagon, $1,915; SL (8) 2-dr., 


| _$1,900*; club coupe, $1,745; 4-dr., $1,695. 

STUDEBAKER —’51 Commander (8) 
$1,900*; club coupe, $1,670*; Champion 
club coupe, $1,405*. ‘50 Champion conv., 
$1,150*; 4-dr., $1,110; 2-dr., $1,090*. 


VALDOSTA, GA. 


| (Tom Hewitt Auto Auction. 
| Friday. Prices are for sale June 13.) 

| (Sold 121 cars out of 175 offerings.) 

| BUICK—’52 Special sedan, $2,350*. '51 Su- 
per Riviera, $2,050*; RM sedan, $2,.100*. 
‘50 Super sedan, $1,750, $1,725, $1,500: 
RM sedan, $1,440; Special sedan, $1,100. 


| CADTILLAC—'51 (62) sedan, $3,540*. ‘50 
| (61) 4-dr., $2,770*. ’47 (62) 4-dr.. $1.- 
| 170*. 
| CHEVROLET—’52 SL Deluxe sedan, §$1,- 
| 975, $1,875, $1,870, $1,945. 51 SL De- 
| luxe sedan, $1,520, $1,500. '50 Bel-Air. 
$1,575, $1,475, $1,450; SL Deluxe club 
| coupe, $1,360; sedan, $1,400, $1,380. °49 
SL Special sedan, $1,025; 1%4-ton pickup 
| $660. °48 FM sedan, $795; FL aero- 
| sedan, $790. 
CHRYSLER—’51 NY 4-dr., $2,100*. °49 
| Windsor sedan, $1,280*, $1,255*; Royal 
sedan, $1,000*. ’48 Windsor 4-dr., $750*. 
| DeSOTO—'52 Firedome (8) club coupe, 
| $2,680*; Custom sedan, $2,300*, '51 De- 
j.» luxe club coupe, $1,700*. ‘50 Custom | 
{| 4-dr., $1,460*. 
| DODGE—’51 Coronet Diplomat, $1,770*; 


club coupe, $1,550*. '49 Wayfarer sedan, 
835*. 


FORD 
conv., 


$2,100*. °51 
(8) sedan, 


52 Custom (8) sedan, 
$1,810, $1,800; Custom 
$1,775, $1,670, $1,650; Custom (6) se- 
dan, $1,565, $1,425; Deluxe (8) sedan, 
$1,375, $1,565, $1,175. °50 Custom (8S) 
sedan, $900; %-ton pickup, $775. ’49 
SD (8) sedan, $940. °48 SD (8) sedan, 





$ ’47 SD (8) sedan, $740. 
HUDSON—’52 Hornet sedan, $2,450*. °48 
| Super (6) sedan, $560. °46 Super (6) 
| sedan, $210, $150. 
KAISER—’51 2-dr., $1,275; Henry J (4) 
2-dr., $900. 
LINCOLN—’50 4-dr., $1.460*. 
MERCURY—’52 club coupe. $2,650*, $2,- 
615*. °51 sedan, $1,800, $1,775. °50 club 
coupe, $1,350. °49 sedan, $1,205, $1,050. 


| 
| '47 sedan’ $825. 
| NASH—’51 Ambassador sedan, $1,200*. '50 
| Statesman sedan, $900. °47 (600) club 
|} coupe, $450. 

| OLDSMOBILE—’52 (88) 2-dr., $2,800*. '51 
| (98) sedan, $2,100*. '50 (98) conv., § 





350*; (8S) holiday coupe, $2,035*, $1,- 

| 860*, $1,525; 2-dr., $1,530*. °'49 (76) 
sedan, $990*. ’48 (9S) 4-dr., $1,0007. 

| PACKARD—'51 4-dr., $1,750*. ‘49 4-dr., 
$900. 

PLYMOUTH—’51 suburban, $1,730. '49 SD 

| 2-dr., $950. '48 SD 4-dr., $706. '47 SD 
4-dr., $780; club coupe, $720. 

| PONTIAC—’52 Chieftain (8) sedan, 2 at 

| $2,450*. '51 Chieftain (8) Catalina, $2,- | 
175*, $2,125*; 4-dr., $1,820*. '50 Chief- 
tain (8) Catalina, $1,825*; SL (6) 4-dr.. 
$1,250. '49 SL (6) sedan, $850. 


STUDEBAKER 
4S7*; 2-dr. 


—"51 $1,- 


$1,250*. '49 Champion sedan, 


Champion conv., 


$920, $800: "48 Regal sedan, $885. °47 
Landcruiser sedan, $650. 

| 

MANHEIM, PA. 
(Manheim Auto Sales and Auction Co. 








Sale every Friday. Prices are for sale of 
June 13.) 
(Sold 122 units out of 159 offerings.) 
BUICK—’'51 Special 4-dr., $1,900*. '50 Su- 
per Riviera, $1,880*, $1,690*; RM 4-dr., 
$1,565; Special 2-dr., $1,375; 4-dr., $1,- 
350. °49 Super 4-dr., $1,220. '48 RM 
4-dr., $905. 
| CADILLAC—'51 (60) 4-dr., $3,600*; (62) 
| 4-dr., $3,525*; (61) 2-dr., $3,400*. '50 
| Coupe de Ville, $3,085"; (62) 4-dr., $2,- 
760*. °48 (62) 4-dr., $1,700*. 
CHEVROLET—’'52 SL Deluxe 4-dr., §2,- 
095. °51 S Deluxe 4-dr., $1,610. ‘50 
conv., $1,560. ‘48 SL aerosedan, $965; 
SM 4-dr., $925; conv., $810. °'47 aero- 


; FM 4-dr., $850. 
E -52 Saratoga club coupe, §2,- 
’50 Royal 4-dr., $1,520*. 


850*. '47 Wind- 
sor 4-dr., $885*. 
DeSOTO—'51 Custom 4-dr., $1,770. ‘50 
Custom conv., $1,680*. 
DODGE—’52 Coronet Diplomat, $2,525* 
| "51 Meadowbrook 4-dr., $1,450*. °49 
; Coronet 4-dr., $1,360*%; Wayfarer 2-dr., 
$1,175*; roadster, $1,325. 


| FORD—’51 conv., $1,880*; Crestliner, $1, - 


785; Custom (8) 2-dr., $1,745; Victoria, 


$1,670*. ‘50 Custom (8) $1,030. 
ER—'49 4-dr., $930. 
HUDSON—'49 Commodore (8) conv., $1,- 


4-dr., 


Sale every 


060; Super (6) 4-dr., $1,020. 48 Super | OLDSMOBILE—’52 (98) 4-dr., $3,000*. °51 | 145. ‘48 Deluxe 4-dr., $830. 47 conv., 
| (6) 4-dr., $800. ‘46 Super (6) 2-dr., | (88) 4-dr., $2,180*. °50 (S88) 4-dr., $1,-| $715. 
$390. | S60* "49 #=(98) 4-dr., $1,390*; 2-dr., | PONTIAC—’52 Catalina, $2,750*. '51 Chief- 
LINCOLN 49 conv., S890. ‘47 4-dr., $595 $1,270". "48 (66) 4-dr., $960". | tain (8S) 2-dr., $1,980*. '50 Chieftain (8) 
MERCURY—'52 2-dr., $2,585*. '50 4-dr., | PACKARD—'51 4-dr., $1,765*. '50 conv.,| 4-49., $1,620". '49 SL (8) 2-dr., $1,270*. 
$1,250. °49 4-dr., $1,170. ‘47 conv., $840. $1,460*; 4-dr., $1,150*. ‘48 4-dr., $920.| ‘47 SL (6) 2-dr., $875. 
NASH—'4S (600) club coupe, $650. ‘47 | PLYMOUTH—’'51 Cambridge 4-dr., $1,510. | STUDEBAKER—’52 Champion 2-dr., §$1,- 
(600) club coupe, S660 ‘50 SD 4-dr., $1,355 19 SD 4-dr., $1,-' 


550*. '49 Regal 4-dr., $1,065* 





4-dr., | 


No longer need you 
run the risk of your profits being 
wiped out by a bad check. At Fidelity 
Insured Auctions you are protected 
against such risks. At Fidelity Insured 
Auctions you can accept the high bid 
with a light heart...and there is a 
Fidelity Insured Auction near you. 
Check the map. See the list below. 


FIDELITY INSURED AUTOMOBILE AUCTIONS 


AUCTION NAME ADDRESS AUCTION DAY 
APTCO AUTO AUCTION 124 Sproat Street, Detroit, Mich. WEDNESDAY 
CONCORD AUCTION 29 Sudbury Road, Concord, Mass. MONDAY & FRIDAY 
RED FARMER'S AUTO AUCTION 1010 South State Street, Jackson, Miss. WEDNESDAY 
GENERAL AUTO AUCTION 3400 Washington Bivd., Houston 7, Texas MONDAY 
DOC GREINER’S AUTO AUCTION 1 Main Street, Toledo, Ohio THURSDAY 
MANEY MOTOR CO., AUTO AUCTION Jordon Lane, Huntsville, Ala. FRIDAY 
MANEY MOTOR CO., AUTO AUCTION Dixie Lee Junction, Knoxville, Tenn. TUESDAY 
SOUTH BEND AUTO AUCTION 1202 Blaine Avenue, South Bend 16, Ind. WEDNESDAY 
SOUTHERN AUTO SALES Warehouse Point, Connecticut WEDNESDAY 
E. M. STAFFORD AUCTION 2615 Wilkinson Blvd., Charlotte, N. C. WEDNESDAY 
LEITCH MOTOR SALES 309 E. Comstock St., Owosso, Mich. THURSDAY 
TINNIN AUTO AUCTION Buckwalter Stadium, Meridian, Miss. TUESDAY 
COFIELD’S AUCTION Hiway 241, Boaz, Ala. MONDAY 
EBENSBURG AUTO AUCTION CO. Ebensburg, Penn. THURSDAY 
BLAIZE & FLIPPO AUCTION COMPANY North Locust Street, Lawrenceburg, Tenn. TUESDAY 
DIXIE AUTO AUCTION SALE 217 Gadsden Road, Birmingham, Alabama MONDAY 





AUCTION OWNERS—The sure protection of Fidelity 
Insurance against bad check loss costs only a little. 
For full details, write, wire or call— 

209 Stahlman Building 

Nashville 3, Tennessee sf 





FIDELITY INSURANCE COMPANY 


OF TENNESSEE 
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Ingredients for Successful 


Selling ... 





How to Rate a New Salesman 


By Ernest W. Fair 


Staff Correspondent 


T OW’S that new salesman doing? 

“If he’s selling ... then he’s 
doing all right!” 

That’s a common answer to our 
question, but it falls short of an 
accurate answer on just how the 
newest member of a selling staff 
is making out. 

The man we want is the one 
who will produce over a long pe- 
riod of time ... who will fit into 
our dealership organization .. . 
who will be an asset to the firm. 
Too often the new man who 
makes a big splash in his initial 
period fades rapidly when the 
chips are down and initial en- 
thusiasm has worn away. 

There’s no certain gauge for 
measuring the value of overall ef- 
fectiveness of any new salesman, 

but there are a number of indi- 
cators successful dealers have been 
using in the past to answer our 
question. 

One of these is how the new 
salesman is accepted by older mem- 
bers of the staff. The man whom 
everybody accepts with a big wel- 
come and who impresses the other 
men and women on the staff to 
the point where they go out of 
their way to help is going to fit 
into the organization nicely. More 





Hudson Introduces 
Use of Orlon for 
Convertible Tops 


DETROIT. — Convertible tops 
made of Orlon, a weather-resistant 
acrylic fiber material, are now 
available on all Hudson converti- 
bles as optional equipment, accord- 
ing to N. K. VanDerzee, Hudson 
sales vice-president. 

VanDerzee said that Hudson is 
the first manufacturer in the auto 
industry to adapt the fabric for 
this purpose. 

Tests under strong sunlight, chief 
cause of convertible-top deteriora- 
tion, have shown that Orlon tops 
will take years of exposure without 
appreciable damage, Hudson offi- 
cials say. 

In addition, it was said, the new 
fabric has high strength, wet or 
dry; is resistant to abrasion and 
stretch, and will not balloon exces- 
sively at high speeds. 

Orlon tops can be cleaned with 
solutions of mild soap or detergents. 





Mich. Gas Dealers Seek 
Probe of Price Deals 


DETROIT.—A government in- 
vestigation into reports of “ille- 
gal” pressure by major oil com- 
panies against independent gaso- 
line dealers here is being sought 
by the Retail Gasoline Dealers 
Assn. of Michigan. 

John W. Nerlinger, secretary 
of the association, said that the 
recent price cut of one cent a 
gallon by Shell Oil Co. and 
Standard Oil was a move “to 
force the dealer to cut 0.9 of a 
cent from his operating margin 
by lowering his price to equal 
that charged at company-owned 
stations.” 

“Many operators are being 
threatened with lease cancella- 
tions and other reprisals if they 
don’t go along with company 
set prices,” he said. 





|important, however, leading sales 
executives tell us, is that his abil- 
ity to make friends be demonstrat- 
ed as early as possible because it 
is mighty essential in the ability to 
sell. 

When an individual is resented 
by fellow employes and it is obvi- 
ous that everyone on the staff 
adopts a “hands-off” attitude, we 
can be certain there is something 
wrong with the new man. Sales- 
men always behave best when in- 
terviewed for a position, but sel- 
dom bother to carry through after 
the job is landed. 

* + « 
A NEW man seldom has to spend 
* more than a week on our staff 
before the older hands have him 
pretty well analyzed. If he is lik- 
able, they will generally welcome 
him and this will be evident. 

If he is the type of individual 
whom we will have to fire sooner 
or later, they will know that, 
too, and we can discover it readi- 
ly by the attitude of the older 
people on the staff toward him a 
number of outstanding dealers 
have told us. 

Before passing such judgment, 
however, we should make certain 
that we have no cliques within 
our organization working together 
to benefit their own sales and mak- 
ing everything hard on the new 
man. When such groups exist, we 
definitely need a different scale of 
values by which to judge our new 
man. 

The new man’s grasp for the 
physical essentials of his selling job 
in our organization is also impor- 
tant and should be checked. 


“Such things as his quick grasp 
of rules and regulations and his ac- 
curacy in following them are im- 
portant,” the sales manager of a 
large southern dealership tells us. 
“So is his ability to handle figures 
speedily and accurately in a new- 
car sale, as well as in figuring 
time payments for the prospect. 

“The test is in actual observation 
of the man at work, a check of his 
sales records from time to time, 
or in running in an imaginary cus- 
tomer on him.” 

- * * 

yews ability of the new man to do 

his own thinking and planning 
is essential, many dealers have told 
us. Any salesman who has to ask 
someone else about everything, they 
point out, seldom is worth having 
in the dealership. 

“In passing judgment on this 
point, we always make certain 
that we have made it clear to 
new salesmen that this is not a 
requirement of our organization,” 
one dealer stresses. “Unusual and 
and difficult sales are made when 
the salesman has a reasonable 
amount of freedom in which to 
work and not when he is ham- 
strung by the dealer’s selling reg- 
ulations.” 

Another quality essential to suc- 
cessful selling is the possession of 
a reasonable amount of courtesy 
and patience. In the first week or 
two a person’s zeal to make a good 
impression will bring these traits 
to the fore, but if they are forced 
they will seldom be retained over 
any extended period of time. 

Courtesy and patience displayed 
by new salesmen with customers, or 
in handling difficult selling situa- 
tions, are always evidence of the 





type of man who will be welcomed 
as a permanent addition to any 








leasing profits. 


522 Fifth Avenue 





LEASE FLEET CARS? 


A group of select eastern dealers holding lease con- 
tracts with blue chip corporations invite mid-western, 
southwestern and west coast Chevrolet, Ford and 
Plymouth dealers to investigate our leasing program. 
It's the shortest, soundest and least costly road to 


For Full Information Write 


AUTOLEASE GROUP 


New York City 








|sales staff, a number of dealers 


| have told us. 
. * * 

YHE man’s ability to keep busy 

constructively when there are 
no prospects around is also an in- 

dication of his value to us. Good 
salesmen know how to devote such 
periods to planning ahead. It’s a 
matter of instinct with them 
otherwise they turn out to be 
nothing but order takers. 

“The man who devotes time to 
idle gossip and visiting or dash- 
ing out for a cup of coffee when 
prospects aren’t around is seldom 
worth the trouble of developing,” 
a veteran midwestern dealer told 
us recently. 

“The ability of the new salesman 
to put every moment of his time 
to the best possible use is always 
a good yardstick for measuring his 
value to us. The man who starts 
on time every day, even in the 
worst possible weather, and who 
keeps busy all the time, also has 
the imagination and aggressiveness 
necessary to become a topnotch 
salesman.” 

Many successful new-car _ sales- 
men tell us that a basic require- 
ment in selling is to make the 
maximum number of sales attempts 
every day—either on the floor or 
outside. The new man’s ability to 
“ring doorbells” in large numbers 
is a demonstration of his posses- 
sion of the necessary aggressive- 
ness that it takes to become a good 
salesman in any field. 

* * * 


FN geet ape aw check point is to find 
out whether or not the new 





Oklahoma Jobbers 
Hold Parley to Aid 


Service Business 


OKLAHOMA CITY.—Twenty- 
seven Oklahoma City jobbers re- 
cently sponsored a “Care Will Save 
Your Car” industry meeting here, 
to aid retailers increase service and 
repair business. 

Walter A. Kirkpatrick, adver- 
tising manager of Wilkening Mfg. 
Co., Philadelphia, was principle 
speaker at the meeting which was 
attended by more than 2,000 vehicle 
dealers, independent repairmen, 
service station operators and fleet 
superintendents and their em- 
ployes. 

Sponsoring jobbers for the event 
were: American Electric Ignition 
Co., A and B Springs Co., Auto 
Needs Co., Auto Parts and Machine 
Co., Agnew Auto Parts, Boyington 
Auto Supply, Capital Hill Battery 
and Ignition Co., Dannenburg Dis- 
tributing Co., H and H Auto Sup- 
ply, J. C. Hamilton Co. and Brittain 
Brothers. 

Other sponsors included: J and 
R Supply, Jobbers Service and 
Supply, John’s Bearing Works, 
Modern Bearing and Supply, Mo- 
tor Supply Co., Oklahoma Clutch 
and Supply, Oklahoma City Hard- 
ware Co., Parts Warehouse, Inc., 
Ray’s Auto Supply, Richard’s and 
Conover Hardware Co., Serevin 
Supply Co., Standards Parts Co., 
Van’s Auto Supply and Yow Brake 
and Clutch Supply. 


The Blind See 


Sightless Experts Attempt 


To Salvage 146 Cars 


GOLCONDA, Ill. — Two blind 
men, a diver and a salvage expert, 
are fighting the Ohio river in an 
attempt to raise 146 automobiles 
that sunk last December when a 
barge carrying them overturned. 

So far the team of Bert Cutting, 
diver, and Thomas Strickland jr., 
salvage expert, have surfaced three 
ears out of the total 150 that went 
down. 

An insurance company earlier 
spent about $50,000 in an attempt 
to salvage the $250,000 cargo, but 
abandoned the attempt and sold 
the cars to the Stricklands. 

Thomas Strickland jr., said that 
Cutting’s blindness made little dif- 
ference in his underwater work 
“since you can’t see down there 
anyway.” 

He valued the cars at about $700 
or $800 each, claiming that the mo- 
tors and batteries were in very 
good condition. 














Evans Develops Novel Parking System— 





Latest innovation in parking systems is one developed by Evans Enterprises, Inc. They 
tackled the problem in terms of material handling. Here is their solution which they 
call practical. The Evans System uses plywood cubicles and a large standard hydraulic 
lift truck with a specially-designed scoop or platform. The scoop picks up the car and 
deposits it in the cubicle until the driver returns. Evans says it is possible to park four 


cars in space previously occupied by one. 





man has a sufficient grasp of the 
fundamentals of retailing and man- 
agement to be able to realize what 
profits are and how goods must be 
sold at a profit to justify not only 
his continued existence but also 
that of the firm. 

Sometimes this can be taught 
salesmen in time, but if the new 
man has this basic understanding 
from the very start he will make a 
much better salesman and arrive at 
his effective selling point a lot 
faster than the man who has no 
conception of the importance of 
profits to the firm’s operation. 

Leading sales executives have 
stated time and again that the 
grasp of the individual salesman 
as to how very important it is to 
make profitable sales rather than 
just “sales” is well worth consid- 
eration in judging the value of 
any salesman. 

“If the new salesman has the 
basic qualities of a good salesman, 
and that all-important ingredient of 
a desire to learn, his value will be 
reflected in a steady increase in his 
sales volume,” a distributor repre- 
sentative told a group of dealers 
at a recent meeting. 

“The men who have become the 
best salesmen in your organizations 
have been the men whose sales 
volume showed a slow but steady 
increase over the first few months 
on the job,” he said. “Almost with- 
out exception the man who shows 
an immediate big sales spurt turns 

out to be the least valuable man 
on your staff in a very short 
while. 

“Judging the value of the new 
salesman by how he does in his 
first month is poor business. If 
he shows a sensational sales vol- 
ume, you can bet your bottom 
dollar he has made it through 
personal friends. When these 
friends are exhausted his sales 
ability is gone also. 

“It’s never good business to meas- 
ure a salesman’s ability to sell on 
how he can sell his friends .. . 
judge him on how effective he is 
with the person whom he is meet- 
ing for the first time in his life.” 

* + * 


A NEW salesman’s ability to grasp 
his duties and his place in the 
organization quickly is another 
point of considerable importance. 
Misunderstandings always lead to 
trouble within the sales organiza- 
tion, and the man who can never 
“read the score correctly” seldom 
turns out to be a worthwhile addi- 
tion to the sales staff. 

The salesman’s attention to his 
personal appearance, to maintain- 
ing a cheerful attitude toward 
his work and the life he lives, 
and to details in routine work, 
are much better gauged three or 
four weeks after he has been on 
the job than during the first 
week. 

These are generally the things a 
man gives attention to while he is 
on his “good behavior,” but after 
the job has become routine he is 
very apt to become careless about 
them, unless they are a basic part 
of his makeup. 

It is also wise to have the office 
staff keep a close check on the new 








24-Hour Title Service 


Studied by Florida 


MIAMI.—Hopes for 24-hour 
title service were held out to 
Miami dealers by State Vehicle 
Commissioner Arch Livingston 
at the June meeting of the 
Miami Auto Dealers Assn. 

Livingston said the 1953 legis- 
lature would be asked to consid- 
er plans for setting up a tele- 
type service between Tallahas- 
see, the state capital, and the 
Dade county auto tag agency. 

He pointed out that the deliv- 
ery time for titles had been re- 
duced from three months in the 
1951 tag season to 19 days last 
spring. Currently, titles are be- 
ing processed within six days. 





salesman’s accuracy for detail in 
handling the paper work necessary 
to his selling job. The man who 
cannot transpose figures accurate- 
ly, whose writing is so bad that no 
one can read it, and who does not 
have the ability to figure prices ac- 
curately is not likely to become the 
pride of our sales force. 

Attitude is also important. The 
man who demonstrates in his first 
few weeks on the job that he is 
sour on the world, lacks faith in 
anyone or anything, has no trust 
of any creature or any creed or 
who carries a chip on his shoul- 
der even when dealing with the 
firm’s old customers will be of 
little value no matter how bril- 
liant an initial sales record he 
has made. 

We all know too well how many 
“drifting salesmen” there are and 
how worthless these men turn out 
to be. Spotting one early will save 
much time in trying to develop him 
into a good salesman. 

Yes, there’s a great deal more to 
the business of judging the new 
salesman’s value than the sales 
figures he has piled up during his 
first week or two on our staff! 


Dealer Fined $1,000 
On Reg. W Charge 


BUFFALO.—A $1,000 fine was 
imposed in Federal court here on 
Charles A. Monroe, operator of 
Monroe Motor Sales, 659 Ridge Rd., 
Lackawanna, on a charge of vio- 
lating Regulation W. 

Judge John Knight noted that 
the regulation, which has since 
been rescinded, provided a maxi- 
mum penalty of $5,000 and a year’s 
imprisonment. Monroe had pleaded 
no contest to 11 counts but Judg« 
Knight ordered 10 counts dis- 
missed. 








Cormier Backs Brothers 


Two brothers recently were grad 
uated from the Chevrolet dealers’ 
sons school under the sponsorship 
of the Los Angeles Chevrolet deal- 
er, Len Cormier jr. They are Car- 
roll E. Mincher, president of th« 
class, from the Cormier Chevrolet 
Co., Long Beach, Calif., and Gerald 
G. Mincher, from Central Chevrolet 
Co., Los Angeles. 
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| @YDNEY.— (UTPS) —A_ district 
| court judge here has ruled that 
|there must be some burden of ob- 


® |ligation on the part of the dealer 


|in retail automobile purchase 
| agreements. 
| The decision came in a suit 











Dealers Welcome Delegates to Chicago— 


Chicago dealers will provide 195 cars worth over $500,000 to spell out Dems for | provided for him, Morrison, to take 
Democrats whose national convention follows the Republican meeting at the Interna- | delivery of the vehicle when it was 
tional Amphitheater, Chicago, during July. (The cars were also lined up to spell 
GOP, of course.) Fords were painted ivory, while Lincolns and Mercurys forming the 
border are academy blue. The cars are part of a courtesy fleet that begins operating 


July 6. 





Top Research 





Projects: 


Substitutes, Corrosion 


(Continued from Page 1) 


those materials that are plentiful 
on our continent.” 
+ + * 


— is great hope for use of 
more aluminum, and possibly 
magnesium, in cars of the future, 
it was revealed at the press con- 
ference. 

Magnesium is approaching the 
price of cast iron, said C. L. Mc- 
Cuen, general manager of Research 
Laboratories, adding that this metal 
would find extensive use in wheels 
to reduce the unsprung weight of 
a car. 

Newsmen saw exhibits on wear 
tests, short-run dies, high-temper- 
ature alloys, corrosion tests, shell 
moldings and the recently - an- 
nounced Aldip process. 

The Aldip process, which coats 
ferrous metals with aluminum, 
holds great promise for corrosion- 
resistant products such as mufflers 
and tail pipes, it was revealed. It 
may later be applied to other acces- 
sories, but not to moving parts of 
an auto. The process has not 
worked out thus far in auto radi- 
ators. 


The shell molding process also 
is expected to get wider application 
in cutting machining costs. 

* + * 


7s new Metallurgy building is 
equipped for experimental melts 
of all common metals. It is out- 
fitted with the most up-to-date 
laboratory and testing equipment 
available for metallurgical research, 
as well as pilot plant areas for 
experimental production operations. 

Dr. Thomson’s department, for- 
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FOR AUTOMOBILES AND FURNITURE 


TINIE | | 
TOLL 





EASIEST OF ALL ACCESSORIES 
TO SELL. Show it and you'll sell it. 
There’s EXTRA VALUE in this big, 
heavy-nap cloth with stitched edge, in 
serviceable metal container. If jobber 
can’t supply, order direct from: 
Las-Stik Mfg. Co., Hamilton, Ohio. 


* 
THE ORIGINAL 
WAX-TREATED 


POLISHING CLOTH 
ITURE 


FOR AUTOMOBILES AND FURN 


merly housed on the 11th floor of 
the GM Research building near the 
main General Motors building in 
Detroit, now has approximately 
55,000 square feet of working space, 
as compared with approximately 
14,000 square feet in the old GM 
Research building. 

The new building has abundant 
natural and artificial lighting. 
Laboratory and office rooms, 
ranged along a gallery on either 
side of the foundry bay, are air- 
conditioned with a high velocity 
system. Atmosphere of the foun- 
dry area is controlled with a spe- 
cial ventilation system exhausting 
through the roof on either side 
of the monitor. 

The entire structure can be 
purged of air within three or four 
minutes. Three main supply units 
filter the air and maintain a steady, 
automatically - controlled balance 
between exhaust and fresh air 
volume. 

All dust, dirt and fumes exhaust- 
ing from the building are removed 
at their source, thus insuring no 
contamination of the Technical 
Center area. 

* * * 


Ans the gallery floor at the 
south end of the building, spe- 
cial exhibits were arranged for the 
press tour. These included: 

Corrosion test—This illustrated 
how metallurgists devise special 
laboratory conditions to accelerate 
corrosion or rust of metals. In 
such tests metal samples during a 
20-day test period are said to be- 
come as highly corroded as they 
would be after three years of ex- 
posure outdoors in highly corrosive 
industrial area atmosphere. 

Wear test—This test illustrated 
how metallurgists screen various 
materials and alloys after test sam- 
ples have undergone constant fric- 
tion. Ability of a test sample to 
withstand wear or constant friction 
determines its use in an automotive 
component. 

Short run dies—This exhibit dis- 
played several modified zinc dies, 
including a 14,000-pound die for 
stamping a table-top refrigerator. 
The new material increases the! 
life of short run dies 400 percent, 
it is said. 

Aldip—This exhibit displayed the 
new GM Research dipping process 

for coating steel and other ferrous 
{metals with aluminum, making 
them both heat and corrosion re- 
| sistant. Included were automotive 
exhaust pipes, steel exhaust mani- 
folds for diesel engines and heat 
exchangers for tank auxiliary mo- 
tors. 

Shell molding—This exhibit con- 
tained various automotive and 
other parts that are precision cast 
by the shell-molding process which 
conserves machine tools, reduces 
machining costs and improves 
foundry conditions. 

The press group also visited the 
GM Research Mechanical building 
to see the first test dynamometer 





in operation. Now under construc- 
| tion, the Mechanical building is the 
second building in the Research 
Laboratories group scheduled for 
completion. 








launched by a George Morrison, 
seeking refund of $120 paid as a 


| deposit on a Renault auto. 


Morrison told the court that the 
agreement he had with the dealer 


available and at the price prevail- 
ing when delivery was made. 

However, he testified, there was 
no burden upon the dealer to make 
delivery at any specific date, even 
though Morrison was bound to for- 
feit his $120 deposit if he refused 
delivery at such time as it might 
be offered. 

The judge held the agreement in- 
equitable, and ordered Morrison’s 
deposit refunded him. 

Morrison’s victory is consid- 
ered a significant one here. It is 
estimated that automobile dis- 
tributors are holding as much as 
$50,000,000 in deposit on the 
strength of similar purchase 
pacts. Steadily rising prices are 


Auto News 


Court Rules Against Purchase Pacts 
That Do Not Obligate Dealer 


believed to have taken some de- 
positors out of the market. 
Automobile importers here base 
their orders for cars on the volume 
of deposits on hand. 
* * + 


Distributor Seeks Money 


7AYMPUTH MOTOR CoO., LTD., 

large Sydney distributor of 
|Chrysler, Standard and _ Rootes 
Group automobiles, has applied to 
the stock exchange for permission 
to convert to a public company 
| with a capital of $500,000. 

The company also handles dis- 
tribution of Ferguson tractors and 
Renault autos, It has a subsidiary 
named Flinders Motors and holds 





Louisiana Dealers Scrap 


1953 Auto Show Plans 


NEW ORLEANS.—Because of 
lack of space, the Louisiana Au- 
tomobile Dealers Assn. _ an- 
nounced that it has cancelled 
plans for a 1953 auto show. 

The association said it was un- 
able to get the New Orleans au- 
ditorium for the show, because 
of the Mardi Gras events that 
will take place there next year. 








}an interest in British Mechanical 
| Farming. 
* * * 


| Mack Truck Report 

yAcs TRUCK CORP. is report- 
. ed planning to build a big as- 
| sembly plant in Victoria. Fred 
| Fischer, export manager, says ne- 
| gotiations are underway with a 
|Melbourne firm for facilities and 
some of the necessary capital. 


It is understood that the peo- 
ple interested in the plan repre- 
sent air line, transport and auto 
body-building organizations. How- 
ever, nothing is definite. 

The minister of transport has 
warned that he intends to review 
present policy which permits cer- 
tain haulers to operate free of road 
taxes or below the maximum rate 
of such taxes. 


Reflectal Assets 
Acquired by B-W 


CHICAGO. — Acquisition of Re- 
flectal Corp., one of the nation’s 
largest producers of aluminum foil 
blanket-type insulation, by Borg- 
Warner Corp. was disclosed last 
week. 

R. C. Ingersoll, president of 
Borg-Warner, said that Reflectal, 
with executive offices in New York 
City and a plant at Hudson Falls, 
N. Y., will be operated as a Borg- 
Warner subsidiary. 

R. S. Ingersoll, president of In- 
gersoll Products, also will serve as 








president of Reflectal. 








With a HYDRAGUIDE equipped 


your reactions tell you to steer, and you guide. There is no conscious 





vehicle you think of steering, or 


effort, though the all-important road feel is still there. 


Exclusive proportional valving does it. That makes the hydraulic 


power take 4/5—80% of the load at any speed—at all times. HY DRA- 


GUIDE is FULL-TIME power steering. No uncertain waiting for power 
to build up or take hold. HY DRAGUIDE works all the time for your 


comfort and safety. HY DRAGUIDE prevents swerving from blowouts, 


obstructions, ete., and is fully self-righting after turns. 


There is no thrill like driving a car equipped with HY DRAGUIDE. 


It is the greatest modern contribution to comfort driving. 


You will like it in your car—your customers will like it in theirs. 


HY DRAGUIDE in buses, trucks and other heav y vehicles makes an 


even greater contribution to driving 


comfort and safety. 
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“Full Time” Hydraulic Steering 
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GEMMER MANUFACTURING COMPANY Detroit 11, Mich. 
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“Auto Men Donate $80,000 to UJA 


NEW YORK.--Over $80,000 was 
contributed to the United Jewish 
Appeal by leaders of the automo- 
tive industry at a welcome home 
party for a group of automotive 


men, recently returned to the U. S. 
from a trip to Israel. 

The party was attended by over 
100 guests, including automotive | 
parts and accessories manufactur- 
ers, sales representatives, manufac- 
turers representatives, truck parts 
|}men and jobbers for chain and re- 
| tail stores. 

é Chief speaker was Charles Weiss- 

C. C. Kirby has assumed the’ man, head of American Auto Acces- 
presidency of the newly formed| sories, Wilkesbarre, Pa., and chair- 
Fletcher-Kirby Motors, Inc., Jack-|man of the automotive industry’s 


Kirby Heads New Firm 
In Jacksonville, Fla. 


sonville, Fla, effort for the UJA. The meeting 
‘ : _| was presided over by Irving J. 
re ey Se See See eS Kaplan, Kaplan Distributors, Inc. 


erly was known as Fletcher Motor 
Sales, with Kirby as vice-president | 
and general manager. He has been | 
in the auto business in Jackson- 
ville for 16 years. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


there iso HERMAN BODY 


designed for your Customers’ Specific Needs! 








ft GLEN COv, 


HATCHERY 





THE HERMAN “WALK-IN” 
The easiest in and out body on the road 


Where drivers make frequent stops, this model saves time—permits more de- 
liveries per day. Interior walls are straight from front to back and top to 
bottom so that inside lining, shelves and partitions may be easily inserted 
when required. WRITE, WIRE OR PHONE COLLECT 








HERMAN BODY COMPANY 


ST. LOUIS 10, MO. 








Carlife is Not a Polish 


a¢-CARLIFE 
GUARANTY °72” 


\the Profitable Plan that will 
ys! ( wiih lf 


=Brighten= Your Future— 


Jiu " | | 


Get the Lowdown! Mail This Coupon Today! | 


Carlife 
Accumulates 
Cash for You 
Like it’s Doing 
for Other 
Dealers 





MAIL THIS COUPON TODAY FOR FREE INFORMATION | 
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i The Carlife Guaranty Co. Phone Diamond 1-2388 || 

| 16501 Wyoming, Detroit 21, Michigan 1| 

RUSH us more information concerning CARLIFE GUARANTY "72" 1) 

without cost or obligation. Show us what other dealers are | 

doing. I} 
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| ‘ . . . 
| Plant Expansion Criticized . . . 





Crude Stocks High, 


PITTSBURGH.—The nation’s oil 
industry has been processing too 
much crude oil for more than a 
year, a Texas oil executive told the 
29th annual meeting of the Penn- 
sylvania Crude Oil Assn. here. 

Leo J. Wilmeth, sales manager 
for Shamrock Oil and Gas Corp., 
Amarillo, attributed what he 
termed a condition of over-supply 
to “continued publication by some 
that we need another million bar- 
rels refining capacity.” 

He held that certain segments of 
the oil industry are building more 
plants and more capacity than 
consumption warrants. 

Reelected for a fourth-term, C. E. 


| Streeter, association president, con- 
| ceded that there 


has been an ac- 
cumulation of 890,000 barrels in 
aboveground § stocks 
vania crude since the first of the 


Mich. Legislature 


Shuns New Taxes, 


Sunday Closings 


LANSING.—The Michigan legis- 
lature, in the final hours of its 
regular session, turned a cold shoul- 
der to a proposed extension of the 
state sales tax to private used-car 
sales, and stifled an attempt to 
override a veto of a used-car trans- 
fer title tax. 

The success of Sunday closings 
for automobile dealers elsewhere 
didn’t register with the legislators, 
and they failed to push a Sunday 
closing bill to final reading. 

The legislature killed a projected 
$20,000,000 industrial processing tax, 
but a corporation tax still loomed. 

The corporation tax proposal has 


made little headway among law- | 


makers. However, Republicans ex- 
pected Democratic Gov. G. Mennen 
Williams to call a special session 
just before election time and use 
the state’s growing deficit as a 
lever for a renewed demand for the 
tax. 

The Michigan Automobile Deal- 
ers Assn. has steadfastly opposed 
such a levy. 





Moncton to Get 
GM Parts House 


MONTREAL.—-General Motors of 
Canada announces that it will erect 
a new building at Moncton, N, B., 
to house its zone sales offices and 
a parts and accessories warehouse 
at a cost in excess of $1,000,000. 
This brings the amount of GM’s 
current building program across 
Canada to $14,000,000. 

President William A. Wecker 
points out that GM has already 
announced new parts and accessor- 


of Pennsyl- 


Pa. Parley Told 


| year, but insisted that this should 
|have no weakening effect on the 
industry's statistical position. 
Four refineries, idled by labor 
troubles, accounted for a large part 
| of the stock increase, he said. 
| Streeter said Pennsylvania 
crude oil production for the first 
quarter of 1952 was 936 barrels 
under the daily 1951 average, and 
he predicted a further downward 
trend. 
| The makers of today’s automo- 
| biles expect a motor oil to be seven 
|times better than the motor oil of 
20 years ago, the Pennsylvania as- 
| sociation was told. 
| Rudolph Cubicceiotti, secretary of 
the lubrication committee of the 


American Petroleum Institute, said | ; P 
| 902 Joplin St., Joplin, Mo., has an- 


| nounced the appointment of Henry 


|} that the average car’s horsepower 
over the 20-year period was dou- 
bled, but its oil crankcase capacity 
| has been cut one-third. 

| Meanwhile, he said, car manufac- 
|turers have increased the recom- 
|mended oil-drain interval so that 
|the “horsepower miles” per quart 
of oil have jumped from 8,000 in 
1930 to 62,000 in 1952. 

This heavy dependency on mo- 
| tor oil for satisfactory car opera- 
| tion prompted API in 1945, Cubic- 
| ciotti said, to suggest motor oil 

classifications based on kind of 

automotive service in which the 
| oil is used. 
| These designations, “Regular 
Type,” “Premium Type” and “Heavy 
| Duty Type,” have failed to cope 
| with recent automotive develop- 
|ments, the speaker said. The cur- 
| rent definitions provided for only 
|three types of oil, he pointed out, 
|although automotive manufactur- 
ers are specifying as many as six 


different types of oil, four under | 


;the general class of “heavy duty 
| type” oil. 


K-F to Continue 
Health Benefits 


To Pensioners 


WILLOW RUN.—Employes retir- 
ing under the UAW-CIO-Kaiser- 
Frazer retirement plan will receive 
continued hospitalization, medical 
and surgical protection, it was an- 
;nounced last week by the joint- 
union management board adminis- 
|tering the K-F-UAW-CIO Social 
Security Fund. 
| The cost will be 
| social security fund. 


| 





borne 


| nancial gain of more than $7 per 
| month, K-F said, the amount which 


the fund will pay in premiums to} 


| give retired workers this coverage. 
| K-F and the UAW-CIO said this 
| plan is the first instance in the au- 
tomobile industry in which a labor- 
management program has provided 


by the 


} 
This coverage amounts to a fi- 


ies warehouses for Winnipeg and| for hospitalization, medical and sur- 


London, a truck plant at Oshawa, gical coverage for retired workers. | 


capable of building 50,000 units a/ Previously, retired workers received 


year, as well as expansion of exist- 
ing production facilities at the 
company’s engine plant in Windsor 
and at the Oshawa plant. Buildings 
at Winnipeg, London and Moncton 
will replace present warehouse 


| facilities. 


temporary health coverage under 


|the fund for a period of one year | 


after retirement. 
| At the same 
|management board 


time, the union- 
voted to in- 


crease disability benefits from $30) 


to $36 per week effective June 16. 





| Mayor Officiates at Smith Square Opening— 


Mayor Sam C, Bell of San Antonio (center) cuts the ribbon at the opening of 


|*Smith Square," one of the Southwest's largest automotive dealerships. It is the new 


home of Smith Motor Sales, San Antonio's oldest Chevrolet dealership, and embodies 
the latest in design, facilities and equipment for car and truck sales, parts sales and 
service. In picture are (left to right) Roy Smith jr., Roy Smith, dealer; Mayor Bell; 
F. C. Mengel, Chevrolet regional manager; C. C. Gunn, general manager. 





“Don't be alarmed, it isn’t full 
just an oil promotion gag of 
mine.” 


Miller’s Service Chief 
D. Miller Motor Co. (Pontiac), 


Harper as service manager. 











Leading automobile dealers all over the 
United States recognize the value of dealer 
identification. Their preference for Ben- 
matt license plate frames, service mono- 
grams and other personal identification, 
exceeds by far that of all other manu- 
facturers combined. 


The Benmatt 
Organization Inc. 


3447 East 15th Street 
LOS ANGELES 23, CALIFORNIA 
Phone ANgelus 3-6751 





When You Buy 


AUTOMATIC The YELLOW 
4 e 
Braking wow sap 


| KING OF THEM ALL 
You Get Controlled Steering and 
BRAKE HOOK-UP 
At No Extra Cost 


TOW BAR SALES CO. 


CHICAGO 6, ILLINOIS 
(See Our Ad, Page No. 39) 











New - Miracle LIGHT 












a 


<5 CAR Sales 
~ Overnight! 


| WRITTEN MONEY-BACK GUARANTEE 









The best lighted avto soles agencies and 
cor get business. You can do the 
same with POST-LITES, the glamorous 
outdoor fluorescents that are sold on a 
| written guarantee to increase your busi- 
ness satisfactorily within 30 days or you 
may return the lights for full refund. This 
guarantee is over two years old, yet not 
one POST-LITE has been returned. In- 
creases in patronage as much as 500% are 
directly traceable to these lights. 


Act NOW! Beat your competition to the punch with these 
new miracle lights that give 10 times the light at hal! the 
cost, It's the best and cheapest advertising you can buy. 

You can’t miss! 


Ey COUPON FOR FREE CATALOG 


|W. H. Long Co.--101 W. lilinols St.--Chieago 10 | 

| Est. 1911. 41 Yearsof Guaranteed Service to Industry 
Please rush FREE Catalog, Prices and detail: | 

| of your Written Money-Back Guarantee. 

| 





| 
Address. | 
| 

















Salesmen: Exclusive Territories Ope: 








aA accra oe 




















te aT SE 





al aera 


_AUTOMOTIVE NEWS, JUNE 30, 19% 








Boston Exhibit— 


The above display was exhibited re- 
cently in the lobby of the Christian Sci- 
ence Monitor in Boston. Honoring Nash | 
on its 50th anniversary, the display fea- | 
tured models of a 1902 Rambler and a} 
1952 Nash Rambler Country Club hardtop 
convertible, as well as the 50th anniver- | 
sary seal. 


Leaves Ford for Magnavox 


Donald C. Carter, former plant 
manager of Ford’s upstate New 
York plant, has joined Magnavox | 
Co., Fort Wayne, Ind., as assistant 
to President Frank Freimann on | 


manufacturing operations. | 


1952 — 





Headline z at 1 Hand 
For Fisher Guild 


DETROIT.—The 1952 model car 
competition of the Fisher Body 
Craftsman’s Guild, in which boys 
will compete for cash awards and 
university scholarships aggregating 
$65,000, ends at midnight June 30. 
All models had to be in the hands 
of the Railway Express or deliv- 
ered to the judging center in De- 
troit by that time. 








Merchandising 


Memos to Dealers 





By Bob Finlay 








A record number of model cars, 
designed and built by teen-age boys 
throughout the nation, is expected 
to be entered in this year’s contest, 
according to W. S. McLean, Guild 
secretary. 


AY HAYWARD, who goes 
long way back in the auto in- 
dustry—he once handled 
cars 
other day 





| have worked out there. 


Used-car dealers always face the 
| problem of separating the sheep 
from the goats. Real fine merchants 
and curbstone gyps alike bear the 
title of used-car dealer. Anyone 
with a little knowledge of cars and 


"48 Car Sold as °49 
Backfires on Dealer 


ATLANTA.—A Moutrie (Ga.) 
motorist won a $1,000 judgment 
in the Georgia court of appeals 
from an automobile dealer who 
sold him a 1948 Hudson and told 
him it was a 1949 model. 

The dealer insisted that he 
had made the sale in good faith, 
saying he was unable to tell the 
48 and ’49 models apart. 


car business. 

Except for the gyps, we’re not 
saying that’s a bad thing, either, 
for it represents an open door to 
opportunity. We recall that Jim 
Downing, a mighty good used-car 
merchant in Atlanta, Ga., and 
president of the National Used 
Car Dealers Assn. (also superin- 











tendent of the Sunday school of 





with automobile experience 











Management level. The men 


ployed now by an automobile manufacturer but have 
ambitions beyond the possibilities of their present jobs. 
They must possess these qualifications: Between 35 and 


|| pendable, good personality. 








AUTOMOBILE 
SALES EXECUTIVES 


|| Prominent automobile manufacturer needs two men 


of the General Sales Manager. These men will work 
with Regional Sales personnel and Distributors at the 


45 years of age, thoroughly experienced in retail and 
wholesale merchandising, highly energetic, tactful, de- 


cessful record with present employer. Men selected will 
be paid a good salary with excellent future possibilities. 
Replies held in strictest confidence until after personal 
interview. No investigation will be made without knowl- 
edge or consent of applicant. Send resume telling why 
your qualifications meet our requirements. Box 260, 
c’o Automotive News, Detroit 26, Mich. 


his church), put himself through 
college by dealing in used cars in 
a small way with little capital. 


That just goes to show that not | 


by any means. 

But just the same, used-car deal- 
ers with a considerable investment 
in the business and an awareness 
of the value of making and keeping 
a good reputation, want to set 
themselves apart. 

NUCDA is making considerable 
progress in this regard, and wiil 
no doubt make more _ under 
Downing’s leadership. 

Hayward is aware of this, for he 
is first vice-president of NUCDA, 
and one of its founding wheel- 
horses. 


on the Home Office staff 

























* * * 
Gold-Bond Dealers 
|S Spee a group of Omaha dealers 
wanted to do something on a} 
local basis, so they teamed to- 
gether under the title of Gold Bond 
Used Car Dealers. The group was 
limited to 20, and membership con- 
fined to dealers who would uphold 
sound practices. 

Each contributed enough money 
to support a 13-week radio pro- 
gram which plugged the merits of 
the Gold Bond Deal and provided 


we want are probably em- 


Must have impressive suc- 








Munn 


(Continued from Page 3) 


gation to sell the quality of their | 
product to the public. It is not in | 
the province of the factory to pro- 
mote the individual dealer. The 
government can’t promote the deal- 
er either. A dealer’s association 
can’t promote the individual dealer, 














opinion generally. 
But to repeat, if self preservation 
is a fundamental law of all, 











shipped by American 





aula 





Gx How to Wake Up 
“Sleeper” Market! res 


It’s easy! Make sure that your product is 


This way, it gets to market quicker—has 
added sales value—and your stocks can be 
replenished overnight. 


For further information, wire us collect— 
American Airlines, 
100 Park Ave., New York 17, N. Y. 


statement, in every act of himself 
| good dealer is not just selling cars 
but running a local institution dedi- 
lic the fullest benefits that come 
from automobile ownership. 

look forward to the 
|four factors in this industry—fac- 
| tories, government, associations and 





now all important to the individual 
dealer, and it is entirely under his 
individual control. 

| Dae 

Reynolds Packaging Aid 


| LOUISVILLE.—A second mili- 
| tary packaging workshop in 


Airlines Airfreight. 





Cargo Sales Division, set up by Reynolds Metals Co. to 


| present actual demonstrations of | 
| aluminum foil packaging methods | 
|used to meet military specifica- | 
tions. 








a | 
Jordan | 
dropped in from Omaha the | 


and described an adver- | 
_| tising alliance the used-car dealers | 


a few bucks can get into the used- | 


all small used-car dealers are gyps | 


although an association can do a/| 
lot to elevate the dealer in public | 


it | 
proves that only the dealer can take | 
his case to the public. He must | 
make sure that he has a friendly | 
and understanding public by con- | 
stantly translating in every public | 


or his staff that the function of a} 


cated to bringing to the local pub- | 


public relation—public relation is | 


al 
| mobile demonstration unit has been | 


five spot announcements a day, six 
|days a week. 

The names of three dealers 
were mentioned on each spot. 
Dealers followed through with 
Gold Bond warranties, window 
| displays for point-of-sale identi- 
| fication, and newspaper-ad tie-ins. 

Hayward said the plan was so 
successful that all of the 20 signed 
up for another 13 weeks. 

Seems to me that a plan like 
| this would have permanent worth, 
for the value would build up with 
| time, provided the dealers followed 
|through by living up to the name. 
* * * 
| Aside 

ORT of reluctant to slip this 
|\7 one in, but Ray, being from 
| Omaha and beef- -wise, told me how 
|the meat men “reconditioned” the 
| filet mignons we were eating at 
| the time. 
| Roy said they take old milk cows 
| that have dried up and let them 


| 
| 
| 


| tenderloin for filet mignons. 


| old bags in here 
| ! 


leat and drink 
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like mad for six 
That builds up the 
Ten- 
derloin from young, tender cows is 
too small. 

There’s a moral about respecting 
someplace. 


weeks or SO. 


4-Square Plan 


ETURNING to the subject of 
used cars, Olin Harbett, of 
Miami, who operates Olin’s 4 Cor- 


ners, is getting quite a play with 
his 4-Square used-car plan. 

Harbett says that every 4-Square 
car is marked with a tag which 
shows that the car has been in- 
spected as to brakes, steering, 
engine and chassis and found in 
good condition. 

When the car is sold, the cus- 
tomer receives a signed certificate 
which assures him that the car has 
been tested and approved. 

* * * 


Surprise 

OUTH ST. PAUL MOTORS (De- 

Soto-Plymouth), South St. Paul, 
Minn., worked with the local drive- 
in theater on a surprise auto night 
recently. 

The theater advertised a “sur- 
prise auto night,” and when the 
patrons arrived, all those driving 
DeSoto and Plymouth cars were 
given a free admission card, ex- 
plaining that they were the guests 
of South St. Paul Motors. 

The dealership reports several 
recipients of the tickets called the 
following day to thank the firm 
and make appointments for service 











CAR DEALERS! 





| | 8'* 4°” $18.00 2 
| | org $21.00 


SPECIFY CENTER HOLE 


PRICE... 
OUR 
PRICE... 





... Buy Direct! 


Genuine Lambs Wool 
POLISHING BONNETS 


These bonnets are only sold direct to car dealers. For 
that reason, our prices reflect tremendous savings to 
you. They are all first quality. Satisfaction guaranteed. 


[Look At These Savings!” | 


OR DRAWSTRING TYPE 


work. 















_ $12.50 pe" 
$13.50 p°" 








| Order Today! Shipped Open oe » 





Rated Dealers F.O.B. Hackensack, 






292 


AUTOMOTIVE MANUFACTURERS 
Main Street, 










— for quotations on spe- 
cial sizes—any quantity. 


OUTLET 
Hackensack, N. J. 


of oF 














Can field 


EXTENSION BOOM WRECKER 
Power Operated—Model X-305 








| 


| 


Handles all passenger cars 
and trucks up to 7,000 Ibs. G.V.W. 





For ALL ¥% and 1-TON PICK-UP TRUCKS Equipped 
With a Four-Speed Transmission 


CHECK THESE FEATURES 





¥ Side at rear controls 





¥ Swivel head—160 degrees—for angle pulls 
¥ Adjustable extension boom 


¥ 3-ton safe load power winch 
¥ Safety lock spacer bar and lift plate assembly. 


WRITE OR PHONE TODAY FOR SURPRISING LOW COST 
| AND STURDY SPECIFICATIONS 


6033 E. McNichols Rd 


CANFIELD TOW BAR CO., INC. 


Detroit 12, Mich. 


| Phone — TWinbrook 3-0400 

































Detroit Sports Car Race Winners— 

Shown with the 1952 Nash-Healey are the winners of the recent sport car race 
sponsored by the Detroit Chapter of the Sports Car Club of America during the time 
trials for the Motor City 250-mile stock car race at the state fair grounds. Left to 
right are Fred Warner, winner of the fourth race in an Allard; Max Goldman, winner 
of the first and third in a Siata; Bernie Kerner, winner of the second in an MG-TD, 
and Ed Glowacke, winner of the feature race in a Siata. Trophies, awarded by Nash 
were presented by M. F. Moore, Nash research vice-president. 





Industry Spending Millions 
For Employe Pensions 


CHICAGO.—An indication of the 
substantial sums being invested in 
employe retirement plans is shown 
in a special report on 61 corpora- 
tion retirement plans compiled by 
the Employee Benefit Plan Review, 
Chicago publication. 

Approximate 1951 retirement 
plan cost figures and total assets 
of the retirement funds for lead- 
ing firms are shown. The cost 
figures include employe contribu- 
tions in cases where the plan is 
contributory. 

J. D. Adams Mfg. Co., Indian- 
apolis, assets $1,000,000; American 
Viscose Corp., Philadelphia, cost 
$4,470,000, assets $25,665,000; Arm- 


K-F Producing 
Detail Parts for 
Chase Airplanes 


WILLOW RUN.—Kaiser-Frazer’s 
plant here is producing detail parts 
for the Chase C-123 airplane, the 
company announced today. 

The Chase assault transports 
will be built concurrently with con- 
tinuing assembly of automobiles 
and Fairchild C-119 aircraft in the 
dual production plant, K-F said. 

S. A. Girard, K-F vice-president 
and general manager of the air- 
craft division, said that machining 
and fabrication of Chase parts at 
Willow Run have been dovetailed 
with a flow of priming production 
parts from the Chase aircraft plant 
at West Trenton, N. J. 

Girard said that K-F will manu- 
facture approximately 75 percent 
of the C-123 plane at Willow Run. 
This will require fabrication of be- 
tween 9,000 and 10,000 detail parts 
and some 2,500 assembly operations 
per aircraft. 

The Chase C-123 and the Fair- 
child C-119 are similar in size but 
greatly dissimilar in design and ap- 
pearance. Both planes are twin- 
engined with wing spans of approx- 
imately 110 feet, and have large 
cargo capacity. 


Transfer of Title Ruled 


Taxable By Ohio Board 


COLUMBUS, O.—The state board 
of tax appeals has ruled that trans- 
fer of an automobile title must be 
considered a sale for tax purposes 
even though there was no change 
of money. The ruling was rendered 
in the case of Allen R. Mansir, of 
Cleveland, and is said to be the 
first of its kind under Ohio’s new 
law taxing casual sales of auto- 
mobiles. 

In this case Mansir ordered a 
new automobile under a fleet pur- 
chase by his employer. Mansir paid 
the distributor of the car, including 
$50 sales tax. When Mansir asked 
the clerk of courts to transfer the 
automobile’s title from the em- 
ployer to him, he was ordered to 
pay another $50 tax. 

The board contended that the 
employer's buying the car for Man- 
sir through the fleet purchase plan 
constituted a consideration. Form- 
erly the sales tax was charged 
only to new and used-car dealers. 
Now anyone must pay. 











strong Cork Co., Lancaster, Pa., 
cost $4,036,600, assets $27,200,000; 
Bird & Son, Inc., Walpole, Mass., 
cost $650,000, assets $2,200,000; 
Brown & Sharpe Mfg. Co., Provi- 
dence, cost $120,000, assets $5,000,000. 

Campbell, Wyant & Cannon 
Foundry Co., Muskegon, Mich., cost 
$425,000, assets $1,742,000; Chicago 
Transit Authority, Chicago, cost 
$4,700,000, assets $6,750,000; Colum- 
bia Broadcasting Co., cost $815,000; 
Continental Oil Co., Houston, cost 
$3,143,000, assets $14,000,000; Cruci- 
ble Steel Co., New York, cost $474,- 
000, assets $1,910,000; Douglas Air- 
craft Co., cost $1,200,000, assets $7,- 
000,000. 

E. L du Pont de Nemours & 
Co., Wilmington, Del., cost $22,- 
000,000, assets $156,400,000; Gen- 
eral Electric Co., Schenectady, 
N. Y., cost $71,000,000, assets $348,- 
000,000; General Mills, Inc., Min- 

neapolis, cost $3,150,000, assets 
$29,159,041, 

Grumman Aircraft Engineering 
Co., Bethpage, N. Y., cost $2,070,000, 
assets $9,000,000; International 
Paper Co., New York, cost $3,250,- 
000, assets $20,500,000; Merck & Co., 
Rahway, N. J., cost $1,231,000; Mo- 
torola, Inc., Chicago, cost $2,938,449, 
assets $10,552,794; National Biscuit 
Co., New York, cost $7,000,000. 

Nunn-Bush Shoe Co., Milwaukee, 
assets $2,054,770; Rohm & Haas Co., 
Philadelphia, cost $2,000,000, assets 
$9,000,000; St. Joseph Lead Co., New 
York, assets $5,100,000; Sylvania 
Electric Products, Inc., New York, 
cost $3,400,000, assets $12,800,000. 
Copies of the survey are avail- 
able free from the Employee Bene- 
fit Plan Review, 166 W. Jackson 
Blvd., Chicago 4. 


Service Record? 
Armstrong Employes 


Total 2,000 Years 


NEW HAVEN, Conn.—In a re- 
cent survey of 85 persons in Arm- 
strong Rubber’s sales force and 
executive department, it was re- 
vealed that their total experience 
in the rubber industry amounted 
to over 2,000 years. 

J. A. Walsh topped the list in 
experience with over 47 years in 
this field. Fred Machlin, president, 
had nearly 40 years in tire sales, 
merchandising and financing. 

The average length of experience 
in the tire industry for the entire 
group is in excess of 23 years per 
individual. 


Yarnall to Help Chicago 
Greet the Politicians 


CHICAGO.—Frank H. Yarnall, 
president of Yarnall Chevrolet, Inc., 
has been appointed to a non-parti- 
san committee which will greet 


delegates to the Republican and | ; ‘iii jie 
Withers Heads Up Detroit Ad Group— 


Democratic national conventions, 
opening July 7 and 21, respectively. 

Yarnall, whose selection was an- 
nounced by Mayor Kennelly, is the 
only automotive man on the com- 
mittee. A former president of the 
Chicago Automobile Trade Assn., 
he served as chairman of the 1952 
Chicago Automobile Show execu- 
tive committee. 








The Profits Story 


U. S. Chamber’s Pamphlet Points Out Role 


Of Earnings in Nation’s Economy 


WASHINGTON.—Facts concern-| sion and for increased employ- 


lemployment are discussed in a| 
pamphlet released by the U. S.| 
|Chamber of Commerce, “Profits— 


What Are They—Who Gets Them— 
Why?” 

The pamphlet, a statement of 
an analysis made by the eco- 
nomic research departments, 
states that profits have little or 
nothing to do with a company’s 
cash position, since a part of the 
revenue reported as profit may 
be in the form of accounts re- 
ceivable, or appear in inventories 
and machines. 

The chamber said that under 
conventional accounting practices, 
profits sometimes are entirely fic- 

titious. It was pointed out that 
rising inventory values may en- 
large the profits figure, but that 
such profits cannot be used for 
expansion, dividends or other pur- 
poses, 

“Through the last decade,” the 
pamphlet states, “net profits, con- 
trary to a general impression, ac- 
counted for only about five cents 
of every sales dollar, In 1951 they 
slipped to four cents. Rising taxes 
were mostly responsible. Over the 
years, profits have increased not 
by reason of higher prices, but be- 
cause of a tremendous rise in 
volume of sales. 

“Increased wages cannot be paid 
out of profits. They are paid out 
of sales. If all dividends had been 
withheld last year and used to in- 
crease wages, the pay of employes 
could have been increased by only 
5 percent. 

“And if profits had been paid 
out to wage earners there would 





have been no funds for expan- 


| ing the function of profits in ex-| ment. 
|panding the nation’s economy and| 


“Profits always have been the 
great source of risk capital, of 
investment in facilities for larger 
production. They form the base of 
our high American standards of 
living. Nobody would take business 
risks if there were no prospect of 
making profits. 

“Rising standards of living de- 
pend on increased production. The 
hope of profits encourages business 
to produce more, to try in every 
way to cut costs, to change to new 
and better methods and to develop 
new products and services. 

“Ours is a ‘profit and loss’ econ- 
omy under which profits appear 
only when they are earned.” 





Lincoln Sales Top 
3,000 in May for 
10-Month Peak 


DETROIT.—Sales of Lincolns in 
May surpassed 3,000 units for a 
bigger volume than in any previous 
month since July, 1950, according 
to Joseph E. Bayne, general sales 
manager of Lincoln-Mercury. 

Bayne said more than 1,200 Lin- 
colns were sold in the last 10 days 
of the month. 

Retail inventories fell to an aver- 
age of less than two Mercurys and 
one Lincoln per dealer, the lowest 
point in two years, Bayne said. 

Used-car sales in May were the 
best in the division’s history, Bayne 
said, with more than 43,000 units 
sold by L-M dealers. Mercury new- 
car sales also hit a high peak, 
hampered only by government re- 
strictions on production, he added. 
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Fluorescents Placed Horizontally— 


Giant, eight-foot-long General Electric fluorescent floodlights—believed the first of 
their type to be mounted horizontally at gas pumps—are shown installed at Bradley's 
Auto sales, Route 5, Newport, Vt. According to Guy Birchaird, owner, motorists say 
that the lights provide an abundance of light, yet are glareless. Mounted on special, 


adjustable brackets, the G-E fixtures flood 


the station's work area with an average 


illumination of 10-foot candles—500 times the brightness of moonlight, the firm states. 





New president of the Detroit Advertising Golf Assn., Roland Withers (right center) 


director of customer relations for General 


Motors, shakes hands with past-president, 


Lew Smead, Ford general sales manager. Others attending the annual guest day of 
the association are (left to right): Norm Strouse and Honk Jackson, vice-presidents, 
J. Walter Thompson Co.; Worth Kramer, vice-president, Radio Station WJR; Smead; 
John Burke, Hearst Advertising; Ed Stewart, Time, Inc.; Withers; Charles French, 
Chevrolet director of public relations; Ed Schipper, Schipper-Webb Associates; Bruce 
Forbes, vice-president, Forbes magazine and secretary of DAGA. 
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Thrift Motif— 


Bill Morris, Studebaker's Santa Monica 
(Calif.) dealer, is still sticking to the 
“thrift motif’ which was Studebaker's 
“Scotch’’ earmark in the 1952 Mobilgas 
Economy Run. Morris, looking over some 
factory ‘Thrift Tips,"" and Gladys Towles 
(Miss McStudebaker of 1952) are pictured 
with a Commander V-8 demonstrator. 


31,474 Attend 
Truckers’ Show 
In Los Angeles 


LOS ANGELES.—The 1952 Na- 
tional Truck, Trailer and Equip- 
ment Show, held in the Pan Pa- 
cific Auditorium here, drew 31,474 
spectators, it was announced last 
week by Ray Labory, president of 
the Automotive Council of Los An- 
geles, sponsors of the event. 

“Exhibitors commented that prac- 
tically all the visitors had sound 
and practical reasons for visiting 
the show,” Labory said. “Many ex- 
hibitors have already expressed 
interest in expanding and elabo- 
rating their displays in the 1953 
show.” 

Labory said 114 booths were oc- 
|cupied at the show, and that the 
| exhibitors seemed well pleased with 
| the attendance and the response to 
| displays. 

A truck roadeo, sponsored by the 
|Motor Truck Assn., was held in 
|} conjunction with the show. Ex- 
| hibits included the Boeing turbine 
|engine which recently made a bor- 
| der-to-border run from Canada to 
|Mexico mounted on a Kenworth 
|truck. There were films on safety 























and new developments. 
Safety 
(Continued from Page 1) 
tenance attention, are shown in the 
table below: 
CARS 
Brakes ............ 47,421 25.7% 
Front Lights .... . 27,373 14.9% 
Rear Lights . 20,110 10.9% 
Steering ...... 22,264 12.1% 
Exhaust System ..... 21,359 11.6% 
ae : 15,615 8.5% 
Windshield Wipers.. 11,293 6.1% 
IE iets caasdesceeanacnsave 9,910 §.4% 
Horn Peers: 5,975 3.2% 
Rearview Mirror 2,958 1.6% 
TOTALS ........ 184,278 100.0% 
TRUCKS 
Brakes .. 7,048 17.9% 
Front Lights 4,096 10.4% 
Rear Lights 7,429 18.9% 
Steering .... : 3,825 9.70 
Exhaust System ....... 4,446 11.3 
Tires .... as 2,141 5.4 
Windshield Wipers .. 2,742 7.0° 
I cchccs scan cccsincs 3,098 7.9° 
Horn ........ ener ee 2,051 .3* 
Rearview Mirror ..... 2,489 6.3° 
TOTALS ... 39,365  100.0° 
ALL VEHICLES 
Brakes ....... 54,469 24.4% 
Front Lights 31,469 14.1% 
Rear Lights . 27,539 12.3% 
Steering .......... .-.. 26,089 11.7% 
Exhaust System . 25,805 11.5°% 
aa ee . 17,756 7.9% 
Windshield Wipers.. 14,035 6.3% 
ess cee cee 18,008 5.8° 
ee 8,026 3.6% 
Rearview Mirror ... 5,447 2.4¢ 
TOTALAS ................228,648 100.09; 
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World Trade Termed Vital 


Sawyer Urges Expanding 


Our Foreign Commerce 


To Strengthen Democratic System 


WASHINGTON.—“As we see the 
rapid growth of our industrial | 
capacity and look ahead to the} 
time when we hope to reduce our| 
defense production, we should all} 
be thinking of ways to promote | 
expanded trade, which means both 
imports and exports, not ways to} 
reduce it,” in the opinion of Sec- |} 
retary of Commerce Charles| 
Sawyer. 

“A high level of trade works for 
peace and stability in the world,” 
he said in a radio address at the 
conclusion of world trade week. “It 
strengthens democratic institutions 
and means good business for all 
of us. 

“If recent instances of special 
tariff legislation represents a 
growing trend, it can have seri- 





Titanium Pool 
Glidden, Bohn Begin 


Joint Research 

DETROIT.—A joint program of 
research on titanium has been an- 
nounced by Glidden Co., Cleveland, 
and Bohn Aluminum and Brass 
Corp., Detroit. 

Following an agreement signed 
by R. J. Roshirt, executive vice- 
president of Bohn and J. P. Ruth, 
vice-president in charge of the 
chemical and pigment division of 
Glidden research facilities of the 
two companies will be pooled for 
the project, it was announced. 

Both Glidden and Bohn have 
been working independently on 
titanium research and are past the 
preliminary phases. They indicated 
that the titanium research program 
will be conducted on a 50-50 basis, 
covering both the cost and the 





complete exchange of information. 


ous consequences, perhaps result- 
ing in a breakdown of the whole 
fabric of cooperation in interna- 
tional trade which our govern- 
ment has worked to build up 
since the end of the war. 

“IT urge restraint upon both in- 
dustry and agriculture in pressing 
for tariff relief on the basis of 
vague fears rather than on hard 
evidence of real inescapable 
injury.” 

Sawyer pointed out that from 
1948 to 1950, over 25 percent of 
machine tools produced and about 


cultural 
abroad. 

Farmers in that period exported 
33 percent of their wheat, 29 per- 
cent of their cotton, 25 percent of 
their tobacco, 52 percent of their 
dried prunes, and 18 percent of 
their lard and processed milk, he 
said. 

“During the war and postwar 
years we have paid for a large 
part of our own exports by giving 
away large sums of money to 
help other countries buy from us 
the goods they so urgently 
needed,” stated Sawyer. 

“This economic aid has gained us 
strong democratic allies and has 
contributed to -the high levels of 
economic activity which have been 
achieved throughout the world.” 


machinery were shipped 





Gas Dollar Markdown 

OTTAWA. — American motor- 
ists visiting Canada this summer 
may find that service stations 
and others serving such visitors 
are divided on acceptance of U. S. 
dollars, with some taking the U. 
S. dollar at par and others ac- 
cepting it only at a discount of 
2 percent or more. 












THE ‘BUY'CAR 
OWNERS WILL 





, oye o Re 
Auxiliary Lubrication 
FOR THE LIFE OF AN ENGINE 


in the operation and 





Nothing else you can do will make such a marked improvement 





performance of a car as the installation 


of an Ampco Vapor Lubricator. Ampo is a permanent Auxiliary 
Lubrication System for the top cylinder area where crankcase 
oil breaks down. Ampco constantly cleans, cools and oils the 
hottest, driest, busiest part of an engine. thereby producing peak 
performance. Carbon deposits, gum, and combustion by-products 
are dissolved away by Ampco’s steady metered spray of cleans- 
ing oil vapor into the combustion area of every cylinder. Es- 





caping power is 
Constantly Oils the 
Heat-Wear Zone Where 


with Am Auxilia 
Crankcase Oil Fails oOo 7 


thrill of “Better-than-new-car-performance”! 


d by a p sealing oil film on 


valves, cylinder walls and piston rings. Owners of cars equipped 


Lubrication are getting that unbelieveable 


© 


Product of AUTOMOTIVE & MARINE PRODUCTS CORP., BOSTON 34, MASS. 
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men. Write 
Some Sales 
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Scotchlite Ads 


DOUGLAS ALSO 
MANUFACTURES 


DOU 


630 12th SOUTH 


AVENUE 


ao 


License Frames 


° MINNEAPOLIS 4, 


Finest 


Made. 


Advertising Em- 
Permanent, At- 





blems 


tractive, Legible, Chrome Plated, Individual 
and Distinctive Designs made by Douglas Crafts- 


for Free Sample Without Obligation. 
Territories Open for Top Salesmen. 


Rear Deck Plates 


GLAS CO. 


MINNESOTA 








3rd Training Car— 


$3 poreent of ail trucks and seri | Irving W. Streuli, president of Racine 
ce =| 


| Ford Co., Racine, Wis., presents the keys 
}of a 1952 Customline Ford V-8 to W. 
Peterson of the Racine Vocational school. 
This is the third consecutive year Streuli 
has donated a car for use in this civic 
program. 





Defense 


(Continued from Page 2) 


for the T-48 tank. The latest in- 
crease brings the company’s total 
contract to $436,000,000. 

Continental Motors this month 
was given a $201,210.84 order for 
tank engines. 

Willys-Overland received from 
General Electric a subcontract val- 
ued in excess of $900,000 for mili- 
tary electronic equipment. The Chi- 
cago Ordnance District awarded 
Studebaker Corp. $75,796,576 for 
production of trucks and parts just 
as the steel strike started. 

As far as aircraft production is 
concerned, the steel strike has not 
affected it too much to date, ac- 
cording to Lt. Gen. E. W. Rawl- 
ings, commanding general of the 
Air Materiel Command. 

“However, if the strike lasts long 
enough there are certain to be gaps 
in the pipeline of supplies and, ob- 
viously, aircraft production will be 
affected,” he said. 

Some auto plants, especially 
those producing jet engines, say 
they have material enough to last 
through July, but fear that some 
small supplier (of component 
parts) won’t be able to meet his 
commitments. 

Air Force contracts awarded to 
the Milwaukee AC Spark Plug 
plant have increased to a total of 
“some $350,000,000,” it was dis- 
closed. The orders are for bombing 
navigational computers and gun- 
bomb-rocket sights for combat 
planes. 

Lt. Gen. Rawlings said that addi- 
tional contracts have been placed 
with the plant since last September. 

The total, he said, is by far the 
largest volume of defense work 
given any Wisconsin manufactur- 
ing firm. 

High ranking officers of the Air 
Materiel Command headquarters at 
Wright-Patterson Air Force Base 
in Dayton recently flew to Milwau- 
kee to inspect the AC plant. 

The general lauded the work be- 
ing done by AC employes and said 
he felt the Air Force “is placing 
our key electronic requirements in 
very good hands, indeed.” 

Accompanying the officers on the 
tour of the plant were S. E. Skin- 
ner, GM vice-president from De- 
troit, and George Mann jr., gen- 
eral manager of AC. 

Meanwhile, Willys, the coun- 
try’s newest maker of aircraft 
landing gears, shipped its first 
complete set less than a year 
after beginning rehabilitation and 
tooling of a 400,000-square-foot 
factory area in Toledo. 

The set, weighing about 2,400 


is building, under subcontract, the 
Fairchild C-119 “Flying Box Cars” 
for the AF. 

“The speed with which the $10,- 
000,000 factory installation was 
readied for production was remi- 
niscent of World War II days,” de- 
clared Ward M. Canaday, Willys 
president. 

He said the company scoured the 
U. S., and even Germany and Italy, 
to assemble “in record time” 180 
giant pieces of machinery and 
equipment required in the produc- 
tion undertaking. 


Keith Aids Library Fund 


M. N. Keith, president of Keith 
Chevrolet Co., Sheridan, Ark., has 
given $250 to a committee which 
is raising funds to complete a 
Memorial Library building. 

















Ford Mobile Units to Provide 
Training in Remote Areas 


DETROIT.—New mobile training ; blanket the U. S., according to Do- 
units are being delivered to the 33| man. 


Ford sales districts in the U. S,, 
Carl T. Doman, manager of the 
service department of Ford’s gen- 
eral sales office, announced last 
week. 

The units, 1952 Ford Ranchwag- 
ons, are designed to carry equip- 
ment and tools ranging from a 
Fordomatic transmission to the 
largest Ford truck engine and “will 
assure Ford owners of factory- 
trained mechanics in the most re- 
mote sections of the country. 

“They will be especially bene- 
ficial to dealers in outlying areas 
who, in some instances, are sev- 
eral hundred miles from the dis- 
trict office. 

“When training is requested or 
need for training on a given sub- 
ject or a series of subjects is indi- 
cated, the district service depart- 
ment will now be able to send the 
service instructor in the mobile 
training unit fully equipped and 
prepared to conduct the necessary 
training.” 

The third of three groups of 11 
service instructors each from Ford 
district offices all over the coun- 
try are in Detroit this week to ob- 
tain their mobile units and to re- 
ceive instruction on their use in 
the field. They then will drive the 
units back to their district head- 
quarters. 

The mobile units will completely 





In addition to passenger car 
and truck engines, the units also 
will be equipped with training 
aids, including slide film pro- 
jector and screen, charts, train- 
ing pamphlets. 

To equip the Ranchwagons for 
service as mobile training units, a 
steel structure for holding the en- 
gine in position has been welded to 
the frame of the Ranchwagon. Four 
casters are attached to and sup- 
port the engine. Two tracks on the 
floor allow the engine to be rolled 
into position inside and bolted into 
place. 

When the engine is to be re- 
moved, the holding bolts are re- 
moved and the engine is rolled out 
on its own track clear of the rear 
door. It then is in convenient posi- 
tion for lowering with a hoist to 
the floor. 





Paint Company Suit 

AMBLER, Pa.—American Chem- 
ical Paint Co. here has filed a civil 
suit against Octagon Process, Inc., 
Staten Island, N. Y., for an alleged 
infringement on one of its phos- 
phate coating patents, it has been 
announced. The company said that 
the manufacture and sale of An- 
chorite 100 by Octagon constituted 
such an infringement on patent 
number 2,121,574. 









@ Grinds wet or dry 


@ Valve stem range %” to 11/16” 
with three collets 


@ Five-inch grinding wheel 

@ Valve head capacity up to 32”, 
within valve stem range 

@ V-type table ways requiring no 
adjustment for wear 


*“Kuock-Out™ 





SEE YOUR 
AUTHORIZED 
K. O. LEE 
DISTRIBUTOR 
OR WRITE 
FOR 
COMPLETE 
UTERATURE 


@ Zero to 90° positive-stop face 
angle settings—with minus 1° for 
any angle 


@ Collet-type work head with cone 
trolled rpm's 


@ Concealed coolant system 
@ Right-hand table traverse arm 


@ Precision built for accuracy! 


K. O. LEE COMPANY, ABERDEEN, SOUTH DAKOTA 
WET VALVE REFACERS » VALVE SEAT GRINDER SETS » VALVE SEAT INSERTS 
RESEATER SETS » ROD ALIGNERS * STUD WRENCHES «© DRILLS + SANDERS 
POLISHERS * HAND GRINDER SETS « REAMER DRIVES « A.C. WELDERS 
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THE NEW MCFARLAND 


“Whirlabout" Umbrella Attracts More Sales 


“WHIRLABOUT" 


is a “GREAT Umbrella (21-foot 


spread) that rotates electrically 6 times per minute. The "GREAT" Umbrella has always 


been a real business builder for car lots. It's size and color attract attention and 
create interest. It also affords shade and comfort for customers, salesmen and cars. 
Now with the new “WHIRLABOUT" you can have all of these advantages, plus the 
added attention and advertising value of motion. For full information, on the McFar- 
land “GREAT" Umbrella and new ‘“WHIRLABOUT," call, wire or write: McFarland 
“GREAT” Umbrella Co., division of. McFarland Awning Corp., 742 S. W. 8th Street, 
Miami, Fla. 
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Trailer Building 
Up for Month, 


But Value Drops 


WASHINGTON. April, 1952, 
truck-trailer shipments totaled 5,308 
units, valued at $20.1 million, the 
Department of Commerce reported 
last week. This, it was pointed out, 
represents a small increase in num- 
ber, but a 3 percent decrease in 
value from March shipments of 
5,259 units valued at $20.7 million. 

The current shipments, compared 
with those of a year ago, were 8 
percent lower in number and 3 per- 
cent less in value, the report stated. 

Among the more important types | 
of truck-trailers, it was said, ship-| 
ments of platform trailers and vans 
showed a decrease of 11 percent. 

There were 162 companies report- 
ing production or shipments of | 
truck-trailers during April, accord- 
ing to the report. | 
Dick Motors Manager 


Ansel Evans, formerly sales man- | 
ager for Albert J. Meek, Inc., Fort | 
Worth, Tex., has been appointed | 
manager of ‘Dick Motors, 2916 W. | 
Lancaster St., Fort Worth. 
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| From Pittsburgh Olds Deals— 


Twenty-five service managers from Oldsmobile dealerships in Pittsburgh and 
western Pennsylvania made a one-day round trip flight to the plant at Lansing. The 
group is shown on arrival. Holding the sign in front are Charles Fridel (left), Pitts- 
burgh zone service manager, and G. R. Montgomery, assistant general service 
manager. While in Lansing the group toured the main and forge plants and heard 
talks by Oldsmobile executives. 


Louisville Silencing Trucks 


LOUISVILLE. Mayor Charles|also asked James R. Thornberry, 
Farnsley has instructed Louisville | safety director, to arrange for an 
| police to arrest tractor and truck | ordinance to limit such noise. It 
drivers who gun their motors and|should prohibit the use of city 
make noise which interferes with | streets for all night parking of 
| the sleep of dow ntown residents. He | trucks, the mayor said. 





Canada Dealer Failures Up 


Government Counts 


As Against Fiv 


OTTAWA.—More canadian auto- 
mobile dealers went into bank- 
ruptcy in the first quarter of this 
year than in any previous postwar 
quarter, the Canadian government 
reports. 

Noting that the dollar volume 
of business done by Canada deal- 
ers at the end of April was run- 
ning 6.6 percent behind 1951, the 
report said 13 dealerships failed 





Sunday Closing Drive 
Successful in Chicago 

CHICAGO.—The Chicago Au- 
tomobile Trade Assn. reports 
that 92 percent of its dealer 
members are cooperating in the 
voluntary Sunday closing cam- 
paign in this area. 

The Sunday closing campaign 
was started in Chicago last Oc- 
tober by new-car dealers and 
has been highly successful, said 
the association. 








“There's no business like... 






with apologies to Irving Berlin et al...farm 
business.”” No business changes so fast, develops 
so many new ideas and methods for improving 
production .. . offers smart business men such 
opportumties for profit. 

For illuminating instances, see a recent and 


typical issue of SUCCESSFUL FARMING, which 


Seatures the brand new industry of lamb feeding in 


the Cornbelt.. 
instead of one or two crops a year... 


. pig production on a monthly basis, 
Arilium, a new 
wonder chemical for coagulating soil particles... 
combining corn with legumes for higher yields 
... restoring an abandoned wheat farm to big 
production, building a new house that brings farm 


living up to the best suburban standards ...and 


dozens of other ideas for making good farm 


business better. 

s* Farming as a business... never stands 
still. Continuous research on new varieties, 
better techniques, more efficient methods. . . bring 
greater yields per acre, increases production per 
man or machine, gives larger output at lower cost. 
manufacturer 
. and the 


improves the home 


The farm homemaker, like her 
husband, keeps in pace with progress . . 
rising standard of farm living... 


by remodeling or redecorating, purchases the latest 
in material and decor, new furniture and furnishings, 
efficient labor saving appliances... is today’s best 


buyer of better quality merchandise. 


Best class market... is SUCCESSFUL FARMING’S 


prosperous 1,200,000 families, of which nearly a 
million are concentrated on the country’s best farms 
in the fifteen agricultural Heart states, with the 
largest investment in land and livestock, buildings 
and equipment, the best brains, best crops, and best 
SF subscribers average earnings 


incomes. These 


are easily 50% above the US farm average. 


Advertising in general media misses most of this 


high 


market, needs SuccessFUL FARMING for its 
family readership and wide 
influence based on nearly 
a half century of service 
. to balance national 
selling efforts. With 
agriculture in peak 
production, record 
prosperity, automotive sales 
opportunities have never been 
greater in the market and medium! 


For full facts, call the nearest SF office. 


MEREDITH PUBLISHING Company, Des Moines. . . 
New York, Chicago, Cleveland, Detroit, Atlanta, 
San Francisco, Los Angeles. 






13 for First Quarter 
. - . 
ein °51 Period 


in the first quarter, as compared 

with five failures in the same 

period of 1951. 

There were only three 
the same 1950 period. 

Only dealers in Saskatchewan are 
enjoying increased business over 
1951, dollar volume in that prov- 
ince being up a healthy 27.5 per- 
cent. 

Elsewhere, business was reported 
| off as follows: Quebec, 0.7 percent; 
| Alberta, 4.1; British Columbia, 6.3; 
the Maritime provinces, 11.8; On- 
|tario, 12.7, and Manitoba, 13.9. 

New vehicle sales throughout 
Canada during April totaled 41,- 
414 units, as against 46,180 in the 
same 1951 month. 

However, the unit volume of busi- 
|}ness involved in financing this 
year’s April automotive sales in 
|Canada showed an increase of 20.4 
| percent over April, 1951. The great- 
est increase was in the financing 
|of used vehicles. 


failures in 


| 
| 
| 


K- F Subsidiary 
Plans Output 
Of Electronics 


NASHUA, N. H.—Kaiser Mfg. 
| Corp., a wholly-owned subsidiary of 
Kaiser-Frazer, announced last week 
that it had established the Kaiser- 
Sanders Electronics division, with 
headquarters in Nashua, N. H. 

It has leased a plant here as the 
| first step in the Kaiser organiza- 
| tion’s entrance into the electronics 
field. 

Sanders Associates, Inc., Wal- 
tham, Mass., a firm already estab- 
lished in the electronics industry, 
has subleased space from Kaiser 
and will move its research and de- 
| velopment laboratories to the new 
| facility. The Sanders engineering 
staff, together with the production 
organization of Kaiser, will coop- 
erate on research, development and 
| SromneTeR in the electronics field. 


For Hotrodders 
$1,000 Scholarship Set 
For ‘World Series’ 


CHICAGO.—Some deserving hot- 
rodder will get a college education 
at a university of his choice, ac- 
cording to a scholarship plan de- 
vised by Howard E. Wolfson, presi- 
dent of Maremont Automotive 
Products, Inc. 

The plan calls for financial sup- 
port in the form of a scholarship 
to be given through an award 
|made at the Bonneville National 
| Speed Trials, “World Series” of hot 
rods held each summer on the Salt 
|Flats of Utah, Wolfson said. The 
award will be a $1,000 scholarship, 
| which will be given in conjunction 
| with a large gold cup known as the 
Maremont Trophy. 

It is to be an annual award, 
| Wolfson indicated, and will be giv- 
}en for distinguished achievement in 
| automotive engineering. 


Small ‘tee Data 


| WASHINGTON.—A pamphlet de- 
|seribing the services offered to 
|small businesses by the Small De- 
fense Plants Administration is 
available for free distribution, 
SDPA officials announced last week. 
The 12-page booklet is divided into 
four sections describing the crea- 
tion and establishment of SDPA, 
its organization, field operations, 
and its program and objectives. 


INSIST on the BEST 


AUTOMATIC The YELLOW 
° e 
Braking sow exp 


gue OF THEM ALL 

ONLY Towing Equipment on_ the 
MERKEL TODAY that gives you FULI 
FLOATING RIDE and TOW with NON 
TWISTING ACTION on either Bumpers a 
Tow Bar . . . STOPLITES and BRAK 
(8 Wheels) when Needed, a Nona 
Approved Safety Feature, at All Times. 


TOW BAR SALES CO. 
CHICAGO 6, ILLINOIS 
(See Our Ad, Page No. 39) 
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Car, Truck Output E Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 























Week Week Jan. 1 Jan, 1 
Ended Same Ended June, to to 
dune 28, Week, June 21, 1952, June 30, June 28, 
1952 1951 1952* to Date 1951* 1952 
CHRYSLER 21,120 32,673 20,934 83,303 717,491 490,089 
Chrysler 2,824 4,712 2,843 11,412 95,200 66,754 
DeSoto 2,272 3,304 1,964 8,863 64,904 50,503 
Dodge 5,580 8,810 5,616 22,012 190,861 130,771 
Plymouth 10,444 15,847 10,511 41,016 366,526 242,061 | 
FORD 21,443 20,966 20,842 84,283 673,468 462,187 
Ford . 16,208 16,371 16,291 64,961 522,416 359,541 | 
Lincoln 646 561 597 2,617 15,386 15,222 
Mercury 4,589 4,034 3,954 16,705 135,666 87,424 
GENERAL MOTORS... 39,919 53,101 39,876 159,028 1,287,240 931,779 
Buick. .......... 7,108 9,636 7,120 28,272 231,721 167,323 
Cadillac ......... 2,238 2,182 2,117 8,768 56,138 46,987 
Chevrolet ...... 19,412 27,119 19,351 77,869 639,614 458,028 
Oldsmobile 4,991 6,476 5,032 19,799 163,321 117,930 
Pontiac 6,170 7,688 6,256 24,320 196,446 141,511 
KAISER- FRAZER . 1,428 957 1,486 5,619 70,326 31,733 
Frazer ...... veins. ysdespebiiaver. stvessagivaeenie 
Kaiser .... 1,428 957 1,486 5,619 70,326 31,733 
CROSLEY ..... 60 29 60 236 3,279 1,493 
HUDSON 1,598 473 1,518 6,202 73,239 41,207 
NASH . ; 4,130 3,742 4,132 16,584 91,283 72,555 
PACKARD Fa 1,423 1,393 1,430 5,722 45,990 33,414 
STUDEBAKER ....... 3,340 4,748 2,800 12,508 127,384 88,569 
WILLYS-OVERLAND* 1,196 309 1,287 4,646 16,757 28,911 
Total Cars, U. S......... 95,657 118,391 94,365 378,131 3,106,457 2,181,937 
+Includ tati agons. *Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. L Jan, 1 
Ended Same Ended June, to to 
June 28, Week, June 21, 1952, June 30, June 28, 
1952 1951 1952* to Date 1951* 1952* 
CHEVROLET .... 7,304 12,550 6,825 27,790 251,205 169,614 
CROSLEY ............ 5 3 5 16 378 198 
DIAMOND T 186 152 194 603 4,360 3,813 
i) ee 70 98 60 273 2,431 1,764 
DODGE 3,412 4,047 3,462 13,916 87,185 85,048 
FEDERAL 36 68 49 121 1,175 858 
FORD ...... 4,852 6,934 4,874 19,360 181,483 117,421 
GMC 2,512 3,281 2,482 10,083 70,310 60,660 
INTERNATIONAL | 2,340 3,007 2,338 9,715 87,338 78,315 
MACK . ; 220 345 231 864 8,349 5,876 
ee 355 81 341 1,391 8,001 9,231 
STUDEBAKER sees 1,290 1,018 1,271 5,081 23,867 32,263 
WHITE od 231 297 231 837 8,915 7,030 
WILLYS-OVERLAND | 2,703 1,770 2,602 9,920 44,642 55,487 
MISCELLANEOUS . 284 358 284 1,184 8,151 4,777 
Total Trucks, U. S..... 25,800 34,009 25,249 101,154 787,790 635,355 
Total Cars, Trucks, ; 
e ola we... 121,457 152,400 119,614 479,285 3,894,247 2,817,292 
Total Cans, Trucks, 
Canada ............ +... 16,004 5,119 10,821 42,939 239,819 212,131 
Grand Total, 
Cars and Trucks, 
U. S. and Canada 132,051 157,519 130,435 522,224 3,134,066 3,029,423 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, “7m Nash, etc. 
N.B.: All U. 


Ss. totals include cars and trucks for military orders. 





Auto Production Rises 
As Shutdowns Loom 


(Continued from Page 1) 


the number of cars and trucks 
that might have been built on 
overtime schedules, which would 
have been put into effect had not 
the strike been called. 


In the first six months of 1951, 
U. S. plants were able to produce 
3,106,457 cars and 787,790 trucks for 
a total of 3,894,247 vehicles. Con- 
trols became an increasingly im- 
portant factor, and production in 
the last half of 1951 dropped to 
2,224,137 cars and 628,592 trucks—a 
total of 2,852,729 vehicles. 

* x * 
| SEEMS highly unlikely that 
the auto industry will be able to 





Auto Stocks 


June June 1952 

25 18 High Low 
Chrysler 77% 76% 76% 68% 
Crosley 2% 2% 3% 2% 
GM 57% 56% 575% £50 
Hudson 14% 14% 15 12% 
K-F 4% 4% 7 4% 
Nash 19% 19% 21% 17% 
Packard 5 4% 53% 4% 
Stude. 36% 37 39% 31% 
Willys 9% 9% 10% 8% 
Average 25.40 25.00 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 





get out from under the burden of 
government controls before the end 
of 1952. Machinery for decontrol 
was ready, but the steel strike put 
a crimp into such plans. 

Prior to the strike, with rare 
exceptions, the materials used in 
cars were in ample supply. Auto 





makers had told NPA officials 

that Dec. 31 should be the dead- 

line for the removal of most con- 
trols on civilian material usage. 

Makers were agreed that unit 
controls over production should be 
continued until general decontrol 
action could be taken. They asked 
that authorized production goals 
for the last half of 1952 be raised 
to 2,500,000 cars. The absolute 
minimum, they said, should be 
2,300,000 cars. 

Most auto observers think that, 
if the steel strike is settled soon, 
there is still a good chance that 
production quotas for the third and 
fourth quarters of this year will be 
increased over previous levels. 

They base such hopes on the fact 
that steel-making capacity has been 


_| greatly increased in the past few 


years. They think that, once steel 
mills get rolling again, supply lines 
can be filled up more quickly than 
has been the experience after pre- 


vious strikes. 
* * - 


Ford Making Castings 
At Cleveland Foundry 


CLEVELAND.—Ford has started 
production of engine castings and 
grey iron parts for the company’s 
engine plant at its new Cleveland 
foundry, reports E. C, Jeter, man- 
ager 

He said that production will con- 
tinue at a gradual pace and will 
increase to a leveling off point by 
fall. The plant is designed and 
equipped to produce castings for 
Ford and Mercury engines and will 
employ about 900 men by Nov. 1. 








First from Willys— 

Less than a year after starting to re- 
habilitate and tool a 400,000 square-foot 
factory area in Toledo, Willys-Overland 
last week shipped its first set of military 
landing gears. They will be used on the 


74,000 pound Fairchild C-119 cargo 
planes which Kaiser-Frazer is building 
for the Air Force. Left to right: Capt. Hal 
H. Ferguson, contracting officer, Toledo, 
and Raymond R. Rausch, executive as- 
sistant to Willys’ President Ward M. Can- 
aday. Contracts with other aircraft pro- 
ducers are in negotiation, Canaday said. 





e 
Grebe, Raviolo 
Added to Ford’s 
e e e 
Engineering Unit 

DETROIT.—Appointment of two 
new members to Ford’s seven-man, 
policy-making engineering board, 
was announced last week by Earle 
S. MacPherson, engineering vice- 
president. 

Appointed were Henry C. Grebe, 
executive engineer of the newly 
created body engineering office, and 
Victor G. Raviolo, executive engi- 
neer of the also newly-created en- 
gine engineering office. 

The body engineering office will 
consist of the styling and body 
engineering departments. The en- 
gine engineering office consists of 
engine engineering and _ engine 
buildup activities. 

Grebe joined Ford in 1947 after 
a number of years with Fisher 
Body. Raviolo joined Ford in 1945. 

The engineering board, organized 
in late 1951 for the direction of 
policy and administration of the 
4,400-man engineering staff, is com- 
posed of the following men, in ad- 
dition to the two new members: 

MacPherson, V. Y. Tallberg, ex- 
ecutive engineer, administration; 
R. F. Kohr, executive engineer, 
general engineering; Dale Roeder, 
executive engineer, commercial ve- 
hicles; H. A. Matthias, executive 
engineer, passenger vehicles design, 
and H. C, Johnson, resident con- 
troller, engineering staff. H. D. 
Allee, manager of engineering pro- 
gramming department, engineering 
staff, is secretary to the board. 





Sales 


(Continued from Page 1) 


had been gaining there each month, 
and that May sales totaled 1,150 
new cars. Sales for the same month 
last year were said to be 1,162. 


N RICHMOND. Va. May sales 

were listed at 3,519 as against 
3,092 for the same month last year. 

At Omaha, May sales were list- 

ed at 1,196 as against 974 in April. 
Topeka, Kans., reported that up 
to June 7, sales so far this year 
were only about 2,000 cars away 
from equalling last year’s total. 

A total of 2,623 cars were titled 
in Harris county (Houston), which 
is well above April’s 2,032. 

* ca] ” 


EW-TRUCK sales in Cleveland 

were said to be at a two-month 
low for the week of June 21, with 
only 98 units sold. Denver reported 
that truck sales were down consid- 
erably for May as compared with 
last year. It was stated that May 
sales totaled 142 units, as compared 
with 236 for the same month last 
year. 

New commercial units were 
only three above the April total 
for Omaha during May, it was 
reported. 

Polk said that truck registrations 
will probably show a slight down- 
trend for May. It said, on the basis 
of returns from 25 states, totals 
would approximate 71,000 new 
trucks sold. This would compare, it 
was pointed out, to 73,461 truck 
registrations in April. 
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Time Out to Vote 
26 States Forbid Penalties If Worker 
Leaves Job to Visit Polls 
WASHINGTON. — According to| this part of the law was de- 


the U. S. Department of Labor the 
laws of 26 states grant workers 
time off for voting. Here are some 
of the facts set forth in a depart- 
ment bulletin: 

A Missouri law, permitting an 
employe to take time off for 
voting without loss of wages, has 
been held constitutional by the 
U. S. Supreme court. 

Missouri statute provides that an 
employe may absent himself from 
his work for four hours between 
the opening and closing of the polls 
without loss of wages. The law 
makes it a misdemeanor for an 
employer to deduct wages or other- 
wise penalize the employe for 
taking such time off. 

These are the 26 states having 
laws relating to time off for em- 
ployes entitled to vote: Alabama, 
Arizona, Arkansas, California, 
Colorado, Illinois, Indiana, Iowa, 
Kansas, Kentucky, Maryland, 
Massachusetts, Minnesota, Mis- 
souri, Nebraska, Nevada, New 
Mexico, New York, Ohio, Okla- 
homa, South Dakota, Texas, Utah, 
West Virginia, Wisconsin and 
Wyoming. 

* * - 

HE laws vary from state to 

state, but a general pattern ap- 
pears in most of them. Usually an 
employe who is entitled to vote in 
an election may absent himself 
from work for a specified period 
without deduction from wages or 
other penalty. 

The employer is expressly pro- 
hibited from making deductions in 
Arizona, California, Illinois, Iowa, 
Kansas, Minnesota, Missouri, Ne- 
braska, New York, South Dakota, 
Texas, West Virginia, and Wyom- 
ing, and in Colorado and Utah, ex- 
cept when the worker is employed 
on an hourly basis. 


The law of one state, Kentucky, 





prohibits wage deductions, but 
Gould to Speak 
At Ky. Parley 
Sept. 14-16 

LOUISVILLE. Herbert M. 


Gould, general manager of Motors 
Holding division of GM, will speak 
at the annual convention of the 
Kentucky Automobile Dealers Assn. 
Sept. 14-16 at du Pont lodge in 
Cumberland Falls state park. 


Also on the speaker’s program 
will be Col. Jack Major, farmer- 
economist-humorist, who will dis- 
cuss “Taxes, Women and Hogs,” 
following the convention dinner 
Sept. 15. 


A reservation blank and complete 
details of the convention will be 
mailed KADA members shortly, 
Paul Dexheimer, general chairman, 
said. 


Other speakers will be announced 
at a later date, he said. 





Rockwell Visits Europe 
DETROIT.—Walter F. Rockwell, 
president of Timken-Detroit Axle 
Co., is in Europe studying business 
conditions. He plans to spend sev- 
eral weeks in England, France, 
Belgium, Holland and Switzerland. 





clared unconstitutional. 


Workers in Kentucky are still 
entitled to take time off to vote, 
but without pay. The status of the 
Kentucky law, according to the 
Kentucky attorney general, has not 
been changed by the decision in 
the Missouri case. 

Wage deductions are not pro- 
hibited in 10 other states. In two 
of them — Alabama and Wisconsin 
—the laws expressly permit wage 
deductions, but provide that an 
employer may not otherwise penal- 
ize and employe who takes time off 
to vote, 

a * r 

fips hours off is permitted under 

more than half of the laws. A 
three-hour limit is provided in 
Nevada and Wisconsin; and West 
Virginia allows three hours or 
more if necessary. A four-hour 
limit is set in Kentucky, Mary- 
land and Missouri, and in specified 
establishments in Indiana. 

Only one hour is allowed in Wy- 
oming. The length of time is not 
specified for Arkansas, Minnesota 
and Texas, but Arkansas requires 
mills, mines, shops, and factories to 
suspend work or change the work- 
ing force not later than 4 p. m. on 
election days to give workers time 
to vote. 

As a rule, the laws apply to all 
workers and to most or all types 
of elections. In 22 of the states 
all employes entitled to vote are 
covered. The Alabama law covers 
all persons entitled to vote who 
are employed in counties of be- 
tween 75,000 and 130,000 popula- 
tion. 


In Arkansas, Indiana, and Mas- 
sachusetts the law applies only to 
employes in factories and other 
specified industries. There is more 
variation in types of elections af- 
fected. In 12 of the states (Ken- 
tucky, Massachusetts, Minnesota, 
Missouri, Nebraska, Nevada, New 
Mexico, Oklahoma, South Dakota, 
Texas and West Virginia, and 
Wisconsin), all types of elections 
are covered. The New York law 
applies to all types of elections, 
except primary elections where the 
polls are open for two hours out- 
side the employe’s working hours. 
In other states, only specified types 
of elections are covered. 

The worker is generally required 
to ask for time off before election 
day, and the employer is entitled 
to designate the hours of absence. 


K-F Wage Rates 
Exceed $2 Hour 


WILLOW RUN.—The average 
Kaiser-Frazer employe at the Wil- 
low Run main plant is paid $2.03 
an hour, not including social secur- 
ity and retirement benefits, as 
compared with an average of $1.53 
in June, 1947. 

A company statement said that 
the K-F payroll covering 18,500 
employes at Willow Run and en- 
gine plants in Detroit and Dowa- 
giac, Mich., now is nearing $1,750,- 
000 weekly. 

That figure is expected to in- 
crease substantially before the end 
of the year if, as is planned, nearly 
8,000 new employes are added to 
automobile and aircraft production 
lines. The company is now hiring 
workers at a rate approaching 500 
weekly. 











a quality 











BINDER for 


Automotive News 
ANSWERING many requests from our 
readers for a semi-permanent binder to 


retain this publication for ready--reference. 
Only recently have we been able to secure 


and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 
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binder which will stand the gaff 











(Continued from Page 1) 
received, OPS called a meeting 


of its dealer advisory committee 
for July 8. 


It appeared likely that CPR 83 
up at this 
meeting, which might delay issu- 
ance until about July 15. The gen- 
eral agenda of the July 8 meeting 


revision would come 


calls for a discussion of prices and 
techniques. 

Final accord of the CPR 83 
amendment was reached at a 
meeting between Arnall and J. 
Saxton Lloyd, NADA president, 
who was accompanied by James 
C. Moore, NADA general counsel. 
The agreement followed weeks of 
negotiation. 

Although prepared to grant relief 
to auto retailers, Arnall was re- 
luctant to do so through congres- 
sional revision of the MHerlong 
amendment as this would blanket 
in groceries. 

* + 

UCH a move, Arnall said, would 

confront OPS with an adminis- 
trative impossibility because it 
would entail price changes on thou- 
sands of items. As a result, the 
CPR 83 modification was agreed 


upon. 
However, reportedly acting for 
the grocery people, Rep. Cole, 


Kansas, introduced an amendment 
to the Herlong amendment to make 
it apply to individual sellers rather 
than to an industry. This would 
have the same effect for all sellers 
as the CPR 83 modification. 

Hailing the forward stride made 
by NADA in obtaining the hard- 
won concessions, President Lloyd 
declared: 

“The letters, telegrams and 
other support from dealers across 
the country were important con- 
tributing factors to these success- 
ful negotiations. 

“Here is another striking exam- 
ple of the value of organized effort. 
As has been true through the years, 
NADA members can be assured 
that their interests will continue to 
be safeguarded on all fronts.” 

+ a * 
RNALL’S promise of CPR 83 
modification was contained in a 
letter to Lloyd, dated June 20, 
which said: 

“In further reference to our con- 
ference of yesterday, please be ad- 
vised that this agency (OPS) has 
determined to promulgate a regu- 
lation governing the sale of new 
cars by automobile dealers to pro- 
vide, among other things, the fol- 
lowing: 

“1. Delivery and handling charges 
will be spelled out so that each 
dealer will add the same charge 
he used during the base period. 

“2. Each dealer will be permitted 
to add his customary charges to 
the selling price which he added 
during the base period, including 
advertising and other such actual 
charges. 

“3. A provision will be made for 
alternative methods for comput- 
ing ceiling prices for those deal- 
ers who determined their selling 
prices by marking up their net 
invoice costs or their delivered 
costs, the dealer to use his base 
period percentage of markup or 
discount. 

“You are also advised that I have 
instructed our staff to expedite this 
regulation and to give it top pri- 
ority so that it can be put into 
effect at the earliest possible time.” 


Classified Want Ads 














Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 








HELP WANTED 


SERVICE MANAGER for long established 
Rochester, N. Y., Chrysler products deal- 
ership. An excellent opportunity paying 
good salary plus commission or bonus. 
This is a permanent connection with a 
substantial future. Write giving details 
of present employment and background 
and furnish references. Write Box 1615, 
c/o Automotive News, Detroit 26. 








SALESMEN WANTED to sideline new 
product worth $300 monthly. Sells direct- 
ly to new car dealers. Write for territory 
and details. Replies confidential. Denslo 
P. Hamlin, Sales Manager, 124 Oak 


Avenue, Hempstead, N. Y. 
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CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 100,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


EIGHTEEN CENTS 


(18c) 


PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 


ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and address 
.-., in care of Automotive News, Detroit 26, Mich."’ add One Dol- 
lar ($1) per insertion for address and extra service as replies are forwarded, unopened, the same day 


at regular rates, but if signed "Box No. . 


received. Display Ads: $9.80 per inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, MICH. 








HELP WANTED 


POSITION WANTED 











ARE YOU INTERESTED in a sound busi- 
ness future? We offer an exceptional 
opportunity to young men between the 
ages of 23 and-30 who desire a career 
in sales and want to become permanently 
situated. Experience is not necessary. 
Our representatives are thoroughly trained 
at our expense in the products we manu- 
facture as well as our selling and sales 
promotion procedure. They are also given 
supervised training in the field. When 
assigned to a territory, they receive 
weekly advances and guarantees of $488 
monthly until they become fully estab- 
lished. 1951 commissions paid to our 
leading producers averaged $53 per day. 
1951 commissions paid to all full year 
salesmen averaged $35 per day. You are 
invited to consider your future in our 
organization. Write fully, in your own 
handwriting, stating age, education, 
marital status, business records and ref- 
erences to P. O. Box 177, Memphis, Ten- 
nessee. Also inclose a snapshot photo- 
graph of yourself, if available. If you 
possess the necessary qualifications, in- 
terviews will be arranged. We will gladly 
present the facts concerning our business 
and discuss your future with us without 
obligation on your part. You will be given 
every opportunity to thoroughly familiar- 
ize yourself with our operation before 
making your final decision. ARTHUR 
FULMER, Automobile Seat Cover Manu- 
facturer, Trim Supply Wholesaler—-Mem- 
phis, St. Louis, Charlotte, Louisville, Lit- 
tle Rock, Dallas, Indianapolis. 





PARTS MANAGER. Long established large 
Ford dealer in northeastern states has 
an excellent opportunity for an experi- 
enced and aggressive parts manager, 
qualified to handle all phases of parts 
department operation, including sales pro- 
motion at retail and wholesale, ordering 
and stock control, merchandising, as 
well as managerial ability. Leadership 
and promotional ideas are prime pre- 
requisites. Box 1603, c/o Automotive 
News, Detroit 26. 





WANTED AT ONCE.—Top parts depart- 
ment manager for one of Detroit’s large 
Ford dealerships. To qualify, man must 
be top producer in wholesale parts sales, 
good merchandiser and able to manage 
help. Top salary and bonus plan will be 
offered to qualifying applicant. Ideal 
working conditions, vacation and insur- 
ance plan. Previous Ford experience not 
necessary. Box 1595, c/o Automotive 
News, Detroit 26. 


PARTS MANAGER WANTED for Ford 
dealership in midwestern town of 50,000. 
Good salary plus incentive. Paid vaca- 
tion and insurance plan. Box 1620, c/o 
Automotive News, Detroit 26. 








SERVICE MANAGER 


“Big Three,"' metropolitan Boston area, re- 
quires experienced man to take full charge 
of all service operations. Adequate staff to 
assist. Top salary and attractive bonus. Well 
established dealership with modern fully 
equipped shop. Splendid opportunity for 
right man. Please state references, past ex- 
perience and qualifications. Will consider 
moving right man to Boston area. All re- 
plies strictly confidential. 


Box 1621, c/o Automotive News, Detroit 26 





SALESMAN NEEDED IMMEDIATELY. 
Best opportunity for a willing worker. 
Chance of rapid advancement for a pro- 
ducer. Extra-liberal guarantee and com- 
mission deal to a qualified man. Must be 
permanent. Experienced only need apply. 
Chrysler-Plymouth dealer in central Fla. 
town of 12,000 population with ideal liv- 
ing conditions. Apply, giving full par- 
ticulars to Imperial Motor Co., P. O. Box 
1012, Ocala, Fla. 





SALESMEN. Wonderful 
ambitious men selling ‘‘Precision-Fit’’ 
seat covers to new car dealers. Known, 
advertised for over 30 years. Fabric seat 
covers offer steady income, very liberal 
commission. For information, write giv- 
ing territory desired, qualifications, etc. 
Fabric Mfg. Co., Inc., Box 1259, New- 
ark, N. J. 


opportunity for 





NEW CAR SALESMAN. We are expanding 
—need one top notch salesman. If you 
can sell 125 cars a year you can easily 
earn $10,000. Live in Florida's finest 
community right in the heart of the na- 
tion’s playgrounds. Marvelous climate, 
schools and people. This is an opportu- 
nity with a future. All replies confiden- 
tial. Horne Nash Motors, Ft. Lauder- 
dale, Fla. 











POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 9 cents per word for each 
Insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 











SERVICE MANAGER—Twenty years’ au- 
tomotive experience with GM _ dealers. 
Broad technical, sales and public rela- 
tion experience. Family man, forty-four 
years of age. New England preferred. 
Write Box 1604, c/o Automotive News, 
Detroit 26. 


PARTS MANAGER—25 years’ experience. 
GM references. P.O. Box 4, Kensington 
Station, Detroit 24, Mich. 





| BUSINESS 





MANAGER - ACCOUNTANT, 
middle aged. college graduate, 
years automotive and seventeen 
public accounting; General Motors, Pack- 
ard and Chrysler experience. Immediate- 
ly available. Box 1616, c/o Automotive 
News, Detroit 26. 





AUTOMOTIVE EXECUTIVE WISHES po- 
sition as sales manager of manufacturer 
or jobber of auto parts or general man- 
ager of a 500 car franchise dealer. At 


present, I am sales manager for a 900 
car Buick agency. Available in two 
months. Box 1605, c/o Automotive News, 


Detroit 26. 

- sa eC ae | 
DEALERSHIPS AVAILABLE 
LEADING INDEPENDENT car dealership, | 
body and paint shop in centrally located 





county seat, state of Michigan. Very 
well equipped service and parts depart- 
ment including wrecker and pickup. May 





be purchased at cost with or without 
real estate. Write Advance Reaity Co., 
Realtors, 622 North Washington Ave., 
Lansing, Mich. 
DEALERSHIP, now handling fastest sell- 
ing low priced car, located in city of 


75,000 suburban to metropolitan area in 
mid-east. Outstanding facilities. Excel- 
lent used car park adjoining. Complete 
sales and service personnel. A real profit 
making opportunity for qualified man. 
Address Box 1591, c/o Automotive News, 
Detroit 26. 


DEALERSHIP AVAILABLE, handling Pon- 
tiac-GMC truck, in southwest Louisiana. 
Oil, sugar town. Population over 25,000. 
Will lease new building and beautiful 
used car lot. Priced right for party who 
can qualify. Box 1618, c/o Automotive 
News, Detroit 26. 








WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 
LEO J. KLEM 


411 Curtis Bldg. Detroit 2, Mich. 





TEXAS DEALERSHIP, handling one of 
‘‘Big Three,’’ within 75 miles of Dallas, 
15,000 foot floor space, 200 car contract, 
gross sales last year $850,000, all modern 
service department. Would take approxi- 


mately $100,000 to handle deal. Write 
Box 1602, c/o Automotive News, De- 
troit 26. 





DEALERSHIP now handling Dodge-Plym- 
outh 119 unit in Easter, Mich. Doing 
good business. Paved trunk line, good 
agricultural community. Priced to sell. 
Box 1589, c/o Automotive News, De- 
troit 26. 


FOR SALE. Dealership, now handling Pon- | 
tiac and GMC, in the northern half of | 
Ala. Doing excellent business. Reason 
for selling—owner has two other busi- 
nesses to look after. Box 1611, c/o Auto- 
motive News, Detroit 26. 





SMALL AUTOMOBILE DEALERSHIP, 
handling Pontiac, located in N. E. Texas 
town of 6,000 population. Subject to fac- 
tory approval. Box 1610, c/o Automotive 
News, Detroit 26. 








DEALERSHIP, handling one of leading in- 
dependents. Well established for 20 years 
in thriving industrial east coast city. 
Gross sales last year over $1,500,000. 
Will sell outright or consider selling in- 
terest to right person with option to 
purchase balance. Box 1587, c/o Auto- 
motive News, Detroit 26. 





AUTO AGENCIES 
Large, medium and small "Big Three" auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 
Established Over 29 Years 


150 Montague Street Brooklyn 2, N. Y. 
ULster 2-5600 





OLDEST DEALER, handling Chrysler- 
Plymouth, in California. Just out of hos- 
pital, must sell best one man deal in 
state. Steel building and service station, 
half-block in center of prosperous small 
town, 80 miles from Los Angeles. $35.000 
will handle. Must qualify. Established 34 


| 
| 
fifteen | 
years 

| 


DEALERSHIPS AVAILABLE 








DEALERSHIP 
handling 
LINCOLN-MERCURY 


in large midwest city. Net profit past 2 years 
—$330,000. Net profit last month—$23,000. 
Ultra modern building has been rated one of 
the most beautiful and complete in the coun- 
try. 25,000 square feet of building. Total land, 
38,000 square feet. Walk out deal. $380,000 
cash to mortgage of $125,000. Principals only. 
BOX 1582, 
c/o AUTOMOTIVE NEWS, DETROIT 26 





FOR SALE BY OWNER, successful, prof- 
itable agency, handling Studebaker and 
Pure Oil service station doing half mil- 
lion annually. Established in 1944. Locat- 
ed in deep south. Building, shop equip- 
ment, inventory, Will take approximately 


$20,000 to handle. This is a legitimate 
business worthy of strictest investiga- 
tion. No brokers. Write Box 1612, c/o 


Automotive News, Detroit 26. 





DEALERSHIP WANTED 


WANTED 


Ford or GM with 400 Units 
Cash. Anywhere. 
FACTORY APPROVAL ASSURED 
Replies Confidential, Box 1599, 
c/o Automotive News, Detroit 26. 











WANTED TO PURCHASE, either now or 
within next two years, automobile or 
farm machinery agency or combination. 





Any state. Advise full particulars. Box 
37, Mullica Hill, N. J 

WANTED—Moderate size ‘‘Big Three’ 
dealership in New York, Connecticut or 
New Jersey. Have cash. Factory ap- 
proval assured. Will buy outright or 
invest substantially in larger deal as 
active participant in management. All 
replies strictly confidential. Box 1606, 


c/o Automotive News, Detroit 26. 





WANTED—Ford dealership of 600 units or 
more. Ample capital and assurance of 
factory approval. Please reply person- 
ally by mail or through your attorney 
or banker in strictest confidence. Box 
1607, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


WANTED. Ex dealer wants Ford or Lir 
coln-Mercury dealership in west 12 
units up. Factory approval assured. Re 
plies confidential. Write Box 1609, « 
Automotive News, Detroit 26 





dealershi; 


WANTED—Large Chevrolet 
Have factory approval. Ample capit: 
All replies confidential. Box 1617, c 


Automotive News, Detroit 26 

WANTED—General Motors dealership 
Southeast. E. T. Smith, Apt. 636, Blacl 
stone Hotel, Omaha, Neb 





FORD-GM. Ex dealer tired of loafing. W 
pay cash. Strictly confidential. 351 Frar 
cis Ave., Ventura, Calif. 

DeSOTO-PLYMOUTH 100 to 200 car frar 
chise. Replies confidential. Box 1608, c 
Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 

















BEAUTIFUL STRAND THEATER 
Only theater in Brookfield, Illinois, a city o/ 
approximately 18,000, offered at 
PUBLIC AUCTION—July 7——2 P. M. 
Real estate and equipment offered sepa 
rately. Small down payment, balance month 
ly. Your prior inspection invited by appoint 
ment. Write or call Leonard J. Schrader 
— 509. E. Green St., Champaign 

iW. 





FLORIDA OPPORTUNITY. Ideal for ga 
rage and body man, Building 54'x160’ 
located two doors from post office. Price 
$6,750—no down payment to right party 
H. L. Chambers, Wauchula, Fla. 

| FOR SALE—Garage tools, equipment 

| some parts, established business. Large 
building can be bought or leased. For 
merly DeSoto-Plymouth dealer in north 
west Fla. Box 1619, c/o Automotive 
News, Detroit 26. 

GARAGE complete $9,500, including build- 
ing approximately 50’x150’, equipment, 
parts, new office equipment, 6 room liv 
ing quarters. Car stock may be had at 
inventory. Hugh Treloar, Alexis, Ill. 


DEALER SERVICES 


INVENTORY SERVICE 
Parts Accessories 
Large and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicago, Mlinois 
ESsex 5-8300 




















INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, - organized 
procedures, up-to-date records. Model. 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham. 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization —in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details 


Aut: ti ice Co. 
WE 3-6449 





i] y Servi 
9900 Freeland Detroit 27, Mich. 











HELP WANTED 

















SALESMEN NEEDED NOW 





Enameled Steel 


with automotive experience. Almost all 


supplies 
problems. 
If you have a knowledge of dealer's 


signs for $49.50 each. In the next 12 
if we can get together. 


details. In your first letter include an 


territory you expect to cover, and give 


200 SOUTH SEVENTH ST. 


To Sell Our Fast Moving Line of 


Here is a very lucrative deal that can be very attractive to any qualified man 
hire men that have had recent experience as District Managers, Zone Men, or 


who have been General Manager of any active dealership. You may be selling 
to dealers today. You must know automobile dealers and their 


pay for highway advertising signs, and how they feel about their contracts. 
Compare the past program with Comfort's program of selling — not leasing — 


We are moving rapidly in this new program, so don't delay in writing us for 


sales experience in the past five years. Important: show on a road map the 


ence in that territory. Give phone number. 


Write Air Mail To: 
SIM B. COMFORT, Sales Manager 


COMFORT SPECIALTY COMPANY 


Highway Signs 


territories are open. We would like to 


problems you already know what they 


months you can have that “Big Year,” 


application blank with references and 


us information concerning your experi- 


ST. LOUIS 2, MO. 











years. Lloyd Record, San Jacinto, Calif. 
DEALERSHIP now handling Chrysler- | 
Plymouth. 21 years in same location in 
central Michigan; population of town, | 
20.000. Very serious illness reason for U 0 S 0 0 0 G6 N 
selling. $52,000 will handle deal, long A T PART PR M TI N MANA ER WA TED 
lease on buildings if desired. If inter- 


| 
| 
| 
| 
| 
ested write Box 1601, c/o Automotive | 
News, Detroit 26. | 
| 





SEVERAL ‘‘BIG 3’' AGENCIES in small 
towns in Illinois. Leonard J. Schrader. 
509% E. Green St., Champaign, III. 


BUYERS—SELLERS 


We Specialize in Dealerships 
"Big Three," Midwest States Only 


J. L. McHUGH CO., INC. | 
| 





Realtors 
“Dealerships Exclusively’ 
R. A. LONG BLDG. 
Kansas City, Missouri 





chief requisites are creative and 





Hiere is an opportunity for a young man with enthusiasm and 
imagination to build a fine position with one of America’s largest 
producers of automotive parts and accessories, as head of pro- 
motion and merchandising activities. Some knowledge of the 
parts business and methods of distribution are necessary but the 


done promotional work for an automobile or truck company or 
for a distributor or jobber in this field, you may be just the man 
we want. Write, giving full details of experience. 


Box 1622, c/o Automotive News, Detroit 26 


organizing abilities. If you have 

















CARS FOR SALE 


AUTOMOTIVE NEWS, JUNE 30, 


1952 





CARS FOR SALE 


PARTS FOR SALE 


BUSES FOR SALE 


39 


MISCELLANEOUS 





FOR SALE—New 7 passenger Cadillac, 
1952 model 75, black, completely equip- 
ped. Dealers cost plus 4%. Box 1613, 
c/o Automotive News, Detroit 26. 


 AVTO— 
AUCTION 


ae 








HORSEHEADS, NEW YORK 
EVERY FRIDAY 





—AT— 





DANVILLE, PENNA. 
EVERY WEDNESDAY 











You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 


Auctioneers 














BIG AUTO AUCTION 


MONTPELIER, OHIO 


Every Monday of Every Week 
At 12:30 P. M. 


DEALERS ONLY BUY 


But since dealers may consign, we honor 
and pay checks on cars sold by us in 
the auction. 

One trip here and you will return. Many 
buyers from many states always in at- 
tendance. Very modern sales pavilion 
conveniences. 


MONTPELIER AUTO 
AUCTION COMPANY 
Woodruff, Jenkins and Drake 


Telephone 129 Local 
Telephone 9009 Long Distance 








ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 
Buy Now at Low Prices 


1949-1950 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


_SATH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
Morris Freedman, Mgr. 
SARATOGA 17-2300 SHERWOOD 7-1700 








ATTENTION! 
USED CAR BUYERS 


a) 


WILLYS FOR SALE. 


1951 4-wheel drive 
station wagon, 6,000 miles. 1950 4-wheel- 
drive station wagon. 1948 4-wheel drive 


jeep. Many more Willys for sale, Lord 
Bros., Willys Sales and Service, Hol- 
comb, N. Y. 





100 
1949 and 1950 CHEVROLETS 
and PLYMOUTHS 
4-Door Sedans (ex-taxis) 
New Interiors, Good Bodies and Motors 
Also 
1951 FORD V-8 TUDORS 
POLICE CARS 
PRICED LOW FOR QUICK SALE 


DISNEY MOTOR SALES 


13607 St. Clair Cleveland, Ohio 
Glenville 1-8600 








CARS WANTED 





WANTED TO PURCHASE. New or used 
Henry J or Kaisers, Chevrolets, Fords. 
Plymouths, Dodges. ‘‘We guarantee that 
these cars will not be re-sold above 
O.P.S. ceiling prices. Farm tractors or 
machinery, also 2-ton to 2%-ton to 3-ton 
truck tractors to pull trailer. Also tow 
truck. Write, phone or visit Phil Gardi- 
ner, Mullica Hill, N. J. Phone 5-4831. 


1952 NASHS 
WANTED 


Must Be New 
Statesman and Ambassadors 
Any Transmission—Any Options 
$100 Over Your Cost 
Confidential 
“We guarantee that these cars 
will not be re-sold over O.P.S. 

ceiling price. 
Wire or Phone Collect 
I. B. ROSENBERG, PRES. 


MILWAUKEE NASH 


3732 W. Wisconsin Ave. Milkaukee, Wis. 
Phone Division 2-5522 











PARTS FOR SALE 








PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 
Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. 

Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 


S416 N. Broadway bye 40, Illinois 
Phone: Lengbeach |-1773 








We currently have for sale a nice 
of low mileage 1950 and 195! Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 

These cars can be seen at— 


ROBINSON AUTO RENTAL, INC. 
Please note change of address 
229 S$. HANSON ST., PHILADELPHIA 39, PA. 
|. E. Spatig, Used Car Manager 
Phone: Granite 2-3013 








KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
eyeing INDIANA 
rt Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541—Belmont 015! 
IN THE HEART OF INDIANAPOLIS 








AUTO AUCTION 
TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 

B 


. NY. 


(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 














AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 


Genuine Oldsmobile Parts 
Largest Olds parts wholesal in the 
west. Shipments made promptly. 
GREBE OLDS 
3400 $. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 


tdi 











BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 
Phone Parts Department 
Circle 5-5910 
521 W. 57th &t. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
New York 19, New Yerk 











1936 to 1946 
Oldsmobile Parts 


$6,000 INVENTORY 
At Fraction of Cost 
ART QUANTRELL OLDS 


2154 Eureka Wyandotte, Mich. 
Call Detroit AVenue 2-3100 








Oldsmobile 
Parts 


24-HOUR-DELIVERY SERVICE 


a 
WRITE — PHONE — WIRE 


for USED CARS 
WHOLESALE 


Late Models at Two Big 
Locations 


Gage & Drummy, Inc. 
21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 
JORDAN 4-5600 


RO ROME NC RES ARN 
SHEET METAL ITEMS 











9 11A 7020123 A 2 7C 8120122 
2 8A 7320122A 6 11A 7324622 
1 8A 73246228 1 21€ 8220122 
1 8A 7324623 8B 6 6A 7040112 
2 8A 7020123A 4 11A 7020122 
1 OA_ 7920123 ¢ : 11A 7320123 
4 21C 8120123 99A 7320123 
INDUSTRIAL FORD ENGINES 


5 8MNN 2507A 254" 6-cyl. Power Unit 
$658.70 FOB Cleve. 

1 8RNN 2506A 239” 8-cyl. Power Unit 
$591.35 FOB Cleve. 
NOTE: The sheet metal items are new mer- 
chandise to be sold at a special price of $20 
each for the purpose of making more storage 
space for our parts department. The industrial 
engines are also new merchandise to be sold 

at the prices listed above. 
THE ZAHNER MOTOR COMPANY 


Lorain at West 30th St., Cleveland 13, Ohio 
Telephone ME 1-0610 








BUICK PARTS 


“WORLD'S LARGEST DEALER 


OF GENUINE BUICK PARTS” 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts . Same Day Service 
On Mall Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 

All Phones WAbash 2-1030 








_ GENUINE 
FORD — MERCURY 
LINCOLN 
PARTS 
10% . 50° UNDER COST 


Complete List Available 
GORDON ROUNTREE 


216 N. 5th St. 
Phone 2-2591 


Waco, Texas 








SAVE $$$ 


For Genuine Chrysler Products 
‘41-'42 semi-automatic cluster 
(No. 1061364)—$20 
*48-'50 Chrysler semi-automatic cluster 
(No. 1074063)—$I0 
DODGE-PLYMOUTH 
*35-'38 second speed (No. 665470)—$2 
‘41-'50 second speed (No. 852456)—$3 
‘41-'50 main drive (fluid drive) 
(No. 957859)—$6.50 ea. 


GM Hydra-Matic front pump oil seal 
(Part No. 8609473) $1.10 Each 
HURRY WHILE QUANTITIES LAST 


Ace Automotive Products 


5416 N. BROADWAY CHICAGO, ILL. 
Longbeach 1|-1773 








TRUCKS FOR SALE 

FORD AUTOMOTIVE PARTS TRUCK, 
with a specially designed Jackson body, 
built to carry all parts from small pack- 
aged items to complete engine assemblies. 
Compartments accessible from either in- 
side or outside of the unit. Body mount- 
ed on 1948 F-6 8 cylinder 158’’ wheel- 
base two ton chassis with two-speed 
rear axle, 825x20 10 ply rear and 750x20 
10 ply fronts. Body may be purchased 
separately, For further details and com- 
plete information, write Hornburg Motor 
Co., Hartland, Wis. 

1947 DODGE power wagon, 4x4 drive, with 
460E Holmes wrecker complete with tow 
cradel front mounted winch. 1950 Ford 
F-7 with W45 Holmes wrecker. Write or 
call Bill Fishel Vandeventer Auto Sales, 
717 S. Vandeventer, St. Louis 10, Mo. 
Phone Franklin 1750. 

BUSES FOR SALE 

FOR SALE. Two new 1951 models, two 
used 1951 models, one used 1948 model, 
one used 1947 model, two used 1946 
models, all Chevrolet chassis, 48 pas- 
senger, A-1 condition. Stagers Chevrolet 
Co., 528 Main Street, Portage, Pa. Phone 
2211. 














NEW SCHOOL BUSES—Dodge, Reo, GMC, 
International Harvester, Ford, Chevrolet, 
Studebaker, White. Immediate delivery 
in sizes 48, 54, 60 and 66 passengers. 
Late model used buses. 1950 GMC, 1948 
Chevrolet, 1947 Ford, Pony Cruiser (25- 
passenger), Yellow Cruiser (29-passen- 
ger). National Bus Sales Co., Inc., 101 
N. 33rd St., Philadelphia 4, Pa. BAring 
2-7605. 

SHOP EQUIPMENT FOR SALE 

SERVI-CARS, Harley-Davidson. Used—re- 
built. More business, less cost, good ad- 
vertising with this one man pickup and 
delivery system, Harley-Davidson parts 
and accessories. Free Bulletin, Knuth’s 
(Factory dealer), 1753 Muskego, Milwau- 
kee, Wis. 


DYNAMOMETER, Clayton chassis dyna- 
mometer, passenger car type. Factory 
branch demonstrator. Good as new, ready 
for installation and use. Priced for 
quick sale at less than half of list. Box 
1614, c/o Automotive News, Detroit 26. 

GLOBE GEARED electric automobile hoist, 
7.500 pound capacity. Excellent operat- 
ing condition. John Frame, Ford Dealer, 
Williamstown, N. J 














MISCELLANEOUS | 


DEALERS, GARAGEMEN, MECHAN- 
IC’s. Contact your customers who own 
1949-1950 Pontiacs and sell them the 
1952 look. Make these cars took like 
1952 models by using our brass adapter 
plates. (Easy to install.) Dealers note: 
Reduce your inventory on 1949 and 1950 
quarter panels by using our adapters— 
$2.95 per pair. Minimum quantity, three 
pair. Your Auto Supply, 3846 W. 62nd 
St., Chicago 26, Ill. 


LIL LOTT TTL LE ET 
YOU CANNOT MATCH 
THE ENTIRELY NEW 
MOTO-MATIC 


TOW e GUIDE 


WITH 4 CONTOUR GRIP 
BUMPER COUPLERS 


NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 


FActroRY $ 85 Federal Tax 
NET PRICE Included 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 





ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce St., 
Lynchburg, Virginia 





POWERFUL—SAFE. Sharp brake lock, car 
or truck. Ask your jobber or write direct 
The Sharp Manufacturing Co., Nelson- 
ville, Ohio. 


AUTOMATIC BRAKING 
TOW BAR 


Complete with controlled steering 
Guide Cables and 
BRAKE HOOK-UP ...... $61 45 
Price Includes Federal Excise Tax 
Meets all 1.C.C. Requirements 


GUIDE CABLES on 2nd Unit 
for INTERSTATE TOWING is 
an 1.C.C, "MUST." 


QUICK-TOW, Bumper 


to-Bumper Tow Bar....... $19. 50 


TRI-KING 3-Point Hook-L Up 


Intra-State Tow Bar....... $42. 50 


(Folding ''V'"' Type) 





Protecto Covers (Tailor aren a $6.95 

Carrying | bevenasiantiaees $1. “a 3: 50 
SPECIA es _ 

SAFETY CHAINS, set of 2, only .... $2.50 


DON'T TAKE CHANCES 
1.C.C. REGULATIONS DEMAND 
SAFETY CHAINS ON ALL HOOKUPS 


ALL TYPES TOWING EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 


WE STOCK ALL TYPE PARTS 
FOR IMMEDIATE DELIVERY 


THE CHEAPEST INSURANCE YOU CAN 
BUY—INSIST ON THE YELLOW TOW BAR 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AN 3-8 4 Nit JMO 4-4485 
"®)DO 3-8373 


40 south Clinton St., 

















DE 2-07 
Chicago 6, Illinois 





ANTIQUE CARS FOR SALE 


1916 PACKARD TOURING. Second series 
twin six, mileage 38,210, licensed only 10 








years, aluminum body, new tires, tubes 
and battery, excellent mechanically. $650, 
no offers. Ridgeview Pontiac Co., Maho- 
pac, N. Y. 

1912 CADILLAC, 3-passenger coupe, 
smooth running, new tires. Price, $1,200. 
Leo Guszak, 2430 Prescott, Corpus 


Christi, Texas. 

FOR SALE. 1917 Chevrolet touring car, 
1921 Chevrolet 1-ton truck. Larson 
Chevrolet Company, Tomah, Wis. 











6116 N. WESTERN AVE. 





DEALERS 


WHOLESALING USED CARS 
OUR SPECIALTY 


Complete Selection 
1950-51 Plymouths-Chevrolets-Fords 


Ready to Go 


"Z" FRANK Inc. 


America’s Largest Chrysler-Plymouth Dealer 


Phone HOllycourt 5-2000 


CHICAGO, ILLINOIS 











New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill [_] 
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FULL-FLOW RING SETS 


‘ A premium set for late-model cars and trucks 





Best for 
oil control even in 


* gADLY TAPERED 













"and 
OUT-OF-ROUND BORES! 


CAN'T BLOCK ANY PISTON OIL HOLE 


CAN'T BLOCK ANY RING SLOT 


—— 
i: Pr ee oe 
Pena ee ll 


enema Tt 
TWICE THE USUAL BEARING AREA 


@ for even distribution of pressure ' ‘ j if \ CHROME ~ ; , is j , = = 


where it 


~~ COUNTS! 


&E 


@ for easier starting 
Nationally famous MD-5O STEEL OIL 
RING, the only ring with the FULL- 


. : : FLOW SPRING—now made better than 
All rings in KromeX Ring Sets are beveled or ever With clwémeteced vide tells od 


tapered to thread-line contact for quick Granosealed sides of side rails. 







& for thousands of extra miles Top compression ring of chrome- 


alloy cast iron, with solid chrome 
face, factory-lapped to a light- 
tight finish, and with Granosealed 
sides for greater flexibility. 


seating and blow-by control. 


Sealed Tower Piston Rings 


SEALED POWER CORPORATION, MUSKEGON, MICHIGAN 


Sole manufacturers of KromeX Ring Sets, MD-50 Steel Oil Ring, Full-Flow Spring, and GI-60. Groove inserts. 
Leading producer of Avtomatic Transmission Rings and Non-Spin Oil Rings. 








i a 








